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Multifamilv 
at the 
crossroads 
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First peek at 72 Housing Act- 
how it streamlines 50 programs into 8 


“DuPont CORIAN 
makes our 
apartments 
more rentable, 
not only now but 
for years to come? 


Rich Grider, President 
R. E. Grider Properties 
St. Louis County, Mo. 


“We build for /ong-lasting quality," says 
Mr. Grider, who won a builder's award for 
design in 1971. “We look down the road, so we 
want every prospective tenant to be impressed, 
whether he's looking at a brand-new apartment 
or one that's been rented many times before. 

"Thats why we use only quality materials 
that will stand up, that won't have to be replaced 
when new tenants come in. We use only top-of- 
the-line brand appliances and high quality 
wallpaper and kitchen cabinets. And Du Pont 
CORIAN in the baths. 


Builder-Owner Rich Grider, President 
of R. E. Grider Properties, has been 
building outstanding apartments 

for ten years. 


*24 units are already completed of the 196 
we're building in our Country Club Estates and 
they're renting well. The main bath in each unit 
has a tub surround and a one-piece molded vanity 
top and bowl, both of CORIAN. The master 
bath/dressing area has a stall shower wall sur- 
round of CORIAN and a 61" CORIAN vanity 
top with molded-in bowl. And they're beautiful. 

“We have the same interests the tenants 
have...we want these apartments to stay 
beautiful. CORIAN is easy to maintain and 
should last indefinitely." 


You should consider Du Pont CORIAN® methacrylate building products in your apartments. 
CORIAN is available in sheet stock for custom surfaces (it can be worked with regular tools), 
kitchen countertops, wall wainscoting, bathtub and shower surrounds and one-piece molded 
vanity tops and bowls. For more information about CORIAN products and the name of the 
distributor near you, write to Du Pont, Room 22943, Nemours Building, Wilmington, DE 19898. 


UBND CORIAN 


Building Products 
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Builder's Guide to the 
Sales Advantages 


of Миопе Radio/ Intercom 


Radio/Intercom . . . the most merchandiseable sales 
feature you can build into your new homes. Only 
NuTone Radio/Intercom offers you the sales advan- 
tages of convenience, safety, entertainment — plus 


Answer the door from 
here . . . yes, even from 
the bathroom! Now, that's 


Wake up to music with a 


convenience. 


glamour . . . four saleable features home shoppers 
want and remember. Take a step ahead of competition 
... build in a real sales advantage . . . Radio/ Intercom 
by NuTone! 


' 
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Music to barbecue by. 
Add to the mood of their 
outdoor activities with 
music. Remote control 
lets them adjust volume 


speaker /clock-timer, outdoors, too. 
built in! Real glamour 


and function! 
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Callers respond 'hands 
free’. No need to open 
the door to any unwanted 
caller — that's a real 
safety feature! 


Early warning of intruders; 
fire, lethal smoke can be 
built in as part of a NuTone 
Intercom System (or sepa- 
rately). That’s multiple- 


s : Enjoy built-in, component-quality stereo 
choice convenience.! 


here — and throughout the home — with 
Musicom, world's only built-in stereo sys- 
tem with optional intercom. The ultimate 
in home communication and entertain- 
ment. An exclusive feature they can't buy 
at the local stereo shop. You build it in, 
you profit. 


Communications central 
can be here... ог any- 
where they want. Our 
CommuniCenter model... 
a complete communica- 
tion and entertainment 
center. Step-saver, hol- 
ler-stopper. That's con- 
venience. 


Call the family to dinner 
from here, and enjoy re- 
laxing FM music while 
you dine. 


Build in more sales appeal...build in NuTone Radio/ Intercom Systems. 


Builder's Guide 
to Nulone Radio/Intercom 
an 
Stereo Music Systems 


1972 promises to be a banner year for building . . . more 
builders ... more homes started . .. more homes offered 
for sale... more buying prospects viewing and reviewing 
... a big, competitive market. To gain a competitive edge 
— a sales advantage — you'll want to include (or offer 
as a money-making option) products with the most im- 


portant, saleable features. Radio/Intercom is such a 
product. Offering safety, convenience and entertainment 
values far exceeding its low cost. 
There's a NuTone system to fit every need, every home 
style, and honestly . . . every price range — even the 
lowest. Here are some examples: 


Musicom$. The most exciting built-in sales 
feature you can display in your homes. ‘Com- 
ponent-in-a-cabinet’ Musicom® Stereo System 
(2500) is a complete home entertainment cen- 
ter: FM/AM radio, record changer, choice of 
cassette or 8-track tape players, matching high- 
fidelity speakers, plus optional intercom! 


Securi-Com®. When you see the 4-in-1 func- 
tions of SecuriCom, and take a look at the price 
tag, you'll find it hard to believe. Yet, NuTone 
offers, in one compact system: (1) built-in inter- 
com, (2) built-in security alarm, (3) door signal- 
ing, and (4) FM/AM radio. Four functions home 
buyers want most. And, its low cost makes it 
ideal for garden apartments, town houses, as 
well as remodeling. 


Dept. HH4. Form 1051 


2600 Component Stereo. Space a problem? 
Choose the new Musicom® 2600 Component 
Stereo System. Offers many of the same luxu- 
rious sound capabilities as the 2500, including 
optional intercom, but in less space. Allows 
buyers to pick components they want... and 
can afford. You make the profit. 


ч OCT, LS 4 
CommuniCenter?. Here's the Intercom Master 
packed with talent. FM/AM radio, with room 
speakers throughout the home; cassette tape 
player with unique ‘message center’; automatic 
clock timer; even a record changer can be 
added. There's nothing like CommuniCenter®. 
A selling feature prospects will remember. 


N2561-N2562 Radio /Inter- 
com. Deluxe 8-wire decen- 
tralized system, handles as 
many as 160r more speakers. 
All-call paging, door an- 


swering, solid state com- 
ponents. Moss green and 
black, or bronze finish. 


2540-2541 Radio / Intercom. 
6-wire centalized system, of- 
fers extra features usually 
found only in more expen- 
sive, decentralized units. 
Solid state, all-call paging, 
FM/AM radio, and switches 
for up to 10 speakers. 


2090-2091 Radio / Intercom. 
Never before so many luxury 
features in a budget price 
range. FM/AM radio, door 
answering, all-call paging. 
They'll remember your home 
when ycu have this wanted 
convenience. 


Impressed? We hope so. You can see all these systems, and all the 
available accessories at your nearby NuTone distributor. 

For his name, DIAL FREE: 800-543-8687 (In Ohio, call 800-582-2030). 
Tell your NuTone representative about your building plans. He'll work 
with you to build in a real sales advantage! 


Nulone Housing Products 
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NEWS/POLICY 


'72, housing bill streamlines HUD programs, routes money via city halls 


A massive repackaging of 50 
housing programs—plus major 
substantive changes in many 
grant and insurance provisions 
—has moved toward virtually 
certain enactment with Senate 
approval, by a vote of 80 to 1, 
of the Housing and Urban 
Development Act of 1972. 

The bill that the Banking 
Committee’s chairman, John 
Sparkman, called "the most far- 
reaching” in many years would 
accomplish two major changes: 

• Rewriting and packaging 
into eight basic assistance pro- 
grams the complex web of in- 
surance and subsidy authorities 
enacted since 1934 (table on p. 
9 and 12). This part of the bill 
is virtually what the Nixon 
Administration first asked of 
Congress back in 1970, and it 
was finally adopted with the 
enthusiastic backing of Senator 
John Tower of Texas, the top 
Republican on the committee. 

• Combining in one block- 
grant program eight existing 
categorical grant programs for 
community development—in- 
cluding urban renewal, neigh- 
borhood facilities and the like. 
Sparkman called this perhaps 
the bills most significant fea- 
ture. 

Rule by mayors. The block 
grants are to be passed out 
through the mayor and city hall, 
but the bill requires the city 
to submit an annual applica- 
tion to HUD with a spending 
plan that is directed at meeting 
"urgent national objectives." 
This keeps Housing Secretary 
George Romney responsible for 
approving city's plan and keeps 
the congressional committees 
in full possession of their rights 
to investigate, review and criti- 
cize the secretary and the city 
fathers if performance doesn't 
measure up. Congressmen and 
senators will still wield purse 
power over projects in their dis- 
tricts. 

On the other hand the formula 
for allocating funds to metro- 
politan areas, and cities and 
counties outside them, approxi- 
mates the scheme the Adminis- 
tration offered in its special 
revenue-sharing plan. 

Program changes. The bill 
also contains dozens of provi- 
sions affecting the amount of 
insurance and subsidies that 
are available, the method by 
which they are calculated, and 
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the procedures to be followed 
by builders and the housing 
officials outside "Washington 
who will be affected. 

One new program would pro- 
vide much broader mortgage 
insurance for either rehab or 
new construction of projects 
with five or more units in a 
"neighborhood preservation 


area," including insurance for 
refinancing existing indebted- 
ness. The program would in- 
sure a mortgage covering а 


for low-income owner-occupants. 


up to 20096 for unsubsidized. 


or more modules. 


iin blight-threatened neighborhoods. 


must be for elderly. 


Main provisions of '72 housing bill 


Mortgage insurance, subsidy program: Wraps about 50 programs into 
eight and provides new FHA mortgage ceilings based on cost of HUD- 
determined prototype house for each area, rather than nationwide ceiling. 
Reduces down payments on FHA housing. New rehab assistance program 


Mortgage amounts are 120% of prototype cost for subsidized housing, 


Basic home insurance is 100% of first $20,000, then 90% to $30,000 and 
80% to $40,000. It's 70% above that. HUD fixes maximum term. 

Mobile homes and home-improvement provisions raise maximum im- 
provement loan to $6,500 and mobile home loans to $15,000 for unit of two 


Home ownership for poor: Subsidy remains basically same as FHA sec- 
tion 25 program; families eligible if income is 90% of median family income 
of the metropolitan area, or city or county. 


Multifamily project insurance: Loan on new unsubsidized apartments 
can be 90% of replacement costs, 98% for co-ops. Rehabs to get 10% of 
program. New program aids owner-occupants, non-occupants, non-profits 


Multifamily subsidized: Basically continues existing section 235, with 
HUD to pay even larger percentage of interest; present program requires 
project-owners to pay 195 of interest. A higher proportion of units 


Public Housing: Financing liberalized, authorizations increased, prototype 
limits continued at 11096 of construction cost not counting land. New pro- 
visions for home ownership, local agency paying all principal and interest. 


Community development: Consolidates present programs for land 
acquisition, public facility loans, public works planning advances, open 
space, neighborhood facilities, urban renewal and water-sewer grants. 
Contract authority $2.7 billion beginning mid-1973 and $32 billion year 
later, with HUD making two-year contracts based on a community's three- 
year outline of needs and two-year plan for spending. 

Authority to receive and distribute grants goes to city hall or agency 
designated by city. Allocation formula is similar to Nixon Administration's 
special revenue-sharing proposal: 75% of funds to metropolitan areas on 
basis of population, housing overcrowding, poverty and funds received 
under categorical grant programs in recent years. 


Comprehensive planning: Bill broadens aid to states, localities, regions; 
boosts federal share to 8096 of cost; authorizes more funds. 


Rural housing: More funds for farm labor housing, broader subsidies 
for poor families in rentals; easier financing for mobile homes. 


Mass transit: Grants covering up to two thirds of operating expenses; in- 
crease in federal share of capital grants to 90%. 


National Institute of Building Sciences: Would be established as non- 
governmental agency to develop standards affecting building materials and 
codes, coordinate activities of public and private agencies in this area, evalu- 
ate products and building techniques. 


Model cities: $400 million more to finish off five-year program; no extension. 


project's ^non-dwelling facili- 
ties" (perhaps dining facilities 
or a clinic) to serve "occupants 
and surrounding neighborhood" 
if such facilities are found 
"to contribute to the economic 
feasibility of the project." 
Builders' institute. A Nation- 
al Institute of Building Sciences 
(NBs) would be set up to 
develop performance criteria 
and standards and to propose 
"nationally acceptable stand- 
ards for local building codes." 


Another provision would re- 
quire the secretary of housing 
to fix maximum closing costs 
to be paid by buyers and sell- 
ers using FHA mortgage insur- 
ance or vA guaranties. 

Most, if not all, of these 
provisions—with some varia- 
tions—are almost sure to be 
in the companion bill that is 
being worked on by the House 
Banking Committee under 
chairman Wright Patman (D., 
Texas) and the housing sub- 
committee chairman, William 
A. Barrett (D., Penn.) 

Possible additions. The House 
Banking Committee is likely 
to add a provision calling for 
anew community development 
bank, a perennial Patman pro- 
posal and a plan to give priority 
in subsidy funds to states and 
metro areas with agencies that 
put subsidized housing under a 
metropolitan area plan. 

Whether these two proposals 
will be in the final bill that is 
sent to President Nixon is rated 
as doubtful by many observers. 
Both represent radical depar- 
tures from existing law, and 
there is little sentiment for 
them among the senators who 
are influential on housing leg- 
islation. 

Scandal threat. Hanging over 
the bill’s prospects—and threat- 
ening the expectations of con- 
gressional insiders who see a 
law on President Nixon’s desk 
by May or June—are the sub- 
sidized housing scandals spread- 
ing like wildfire through major 
cities (story p. 16). 

The Senate bill continues 
with little change the section 
235 and 236 programs that are 
under fire, and some congres- 
sional sources suggest that these 
programs, if the scandal stories 
rise to a peak, could endanger 
the bill. 

But the general assessment in 
Congress seems to be that— 
while the subsidy programs are 
proving costly and plagued with 
problems—no major change can 
be considered until some viable 
alternatives are demonstrated. 
^ Basically, the senators believe 
the problems (with the sub- 
sidy programs) can be solved— 
they're not sure they're inherent 
in the program," one Senate 
committee source suggested. 

—DoN Loomis 
McGraw Hill World News, 
Washington 


NORRIS INDUSTRIES, a new force in ! building 
products brings you ideas in bat ' | 
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Ideas in bathroom fixtures from Plumbingware 


Vitreous China Oval 
Lavatories 


Truly, a new dimension in elegance, Norris Indus- 
tries No. 288 Playa oval lavatory offers convenience 
of installation in either dressing table or bathroom 
commode. Adaptability of use is further enhanced 
by mounting either singly or in matching pairs to 
meet today's “his "n' her" concepts. Normal outside 
measurements of 21"x 17" provide perfect dimen- 
sions for easily building into 21" counter tops, 
whether tile, plastic or marble. The Playa’s lustrous 
free flowing appearance is again enhanced by con- 
cealed front overflow. Anti-splash rim adds to its 
other conveniences. 


CIRCLE 40 ON READER SERVICE CARD 


1 Piece Beauty — 
2 Piece Economy 


The low silhouette beauty of Norris Industries #1.2 
San Clemente vitreous china closet combines the 
handsome looks of the most expensive one piece 
closet with the low initial cost and economy of in- 
stallation of two piece closets. No need for special 
trim with the San Clemente. Accommodates con- 
ventional seat and normal 12" rough in. Builder, 
Plumber and Owner all benefit from the outstand- 
ing features embodied in this syphon vortex close 
coupled reverse trap closet. Rouge Pink, Café Tan, 
Forest Green, Yellow, Blue, White, Avocado, 
Harvest Gold. 
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nother 


Beauty you can See, 
Quality you can Trust 


The 525 San Antonio boasts the contemporary styl- 
ing and gleaming finish that is a hallmark of Norris 
Industries vitreous china. Classic in design and 
proportion the San Antonio is ever popular with 
Builders and Home Owners. Architects specify Be- 
cause it meets rigid requirements for efficiency and 
long term reliability. This easy to clean, close 
coupled reverse trap closet is always popular be- 
cause it provides an easy economical method of up- 
dating older baths. Color shades blend harmoni- 
ously with colorful accessories. Rouge Pink, Café 
Tan, Forest Green, Blue, Yellow, White, Avocado, 
Harvest Gold. 


NORRIS INDUSTRIES company 


Porcelain-on-steel one-piece 
5 ft. Bathtub No. 610 


Dramatic design combines with functional features 
to make this one-piece bathtub a creation of beauty 
and durability. Its full width and full height one- 
piece construction achieves the largest interior 
bathing area while its over-all appearance is sleek 
and trim. Adaptable to any wall surface, this tub 
has wide edge and safety seat. Crafted especially for 
shower-over-tub installations, it's available with 
either right or left hand drain. Specify and install 
Norris Industries porcelain-on-steel bathtubs for 
strength...color...beauty...and economy. Rouge 
Pink, Café Tan, Forest Green, Blue, Yellow, White, 
Avocado, Harvest Gold. 
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More ideas from NORRIS INDUSTRIES, 
a new force in building products. 


IDEAS IN 
LOCK STYLES 


WEISER LOCKS 
4100 ARDMORE AVENUE 
SOUTH GATE, CALIF. 90280 


IDEAS IN 
PLUMBING BRASS 


PRICE-PFISTER 
13500 PAXTON STREET 
PACOIMA, CALIF. 91331 
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IDEAS IN 
MAJOR APPLIANCES 


WASTE KING -UNIVERSAL 
3300 EAST 50th STREET 
LOS ANGELES, CALIF. 90058 


IDEAS IN 
KITCHEN PRODUCTS 


THERMADOR 
5119 DISTRICT BOULEVARD 
LOS ANGELES, CALIF. 90022 


IDEAS IN 
DECORATIVE FAUCETS 


ARTISTIC BRASS 
3136-48 EAST 11th STREET 
LOS ANGELES, CALIF. 90023 


IDEAS FOR THE 
ELECTRICAL CONTRACTOR 


BOWERS 
6700 AVALON BOULEVARD 
LOS ANGELES, CALIF. 90003 


INEWS/POLICY 


Streamlining U.S. housing programs: 


how 50 are being condensed into eight 


These programs disappear... 


Section 202 Separate Mutual Mortgage In- 
surance Fund for mortgages insured under 
Section 203. The general insurance fund and 
the special risk insurance fund (Title П) 
would service all mortgages. 


Section 203(k) Home improvement loans 


Section 220(h) Home improvement loan author- 
ity 


Section 225 Open-end mortgages for improve- 
ments to 1-4 family homes 


Section 240 Insurance of loans for homeowners 
to purchase the fee simple title to their 
property. 


Section 221(h) Rehab housing—1%-3% home 
mortgages 


and these are consolidated... 


... into these new programs 


پڪ ڪڪ 


Section 203(b) Basic home mortgage insurance 
programs 


Section 203(h) Mortgage for 1-family home 
buyers who lost previous homes in disasters 


Section 203(i) Mortgage on 1-атіу homes іп 
remote areas 


Section 203(m) Waiver of property standards on 
seasonal homes 


Section 216 Loan-to-value ratios on mortgages 
may not be reduced if mortgager cannot oc- 
cupy the home because of military service 


Section 220 Mortgage insurance for new and 
rehabilitated housing in urban renewal areas 


Section 221(d(2) Home loan insurance for low- 
and moderate-income families 


Section 222 Mortgage insurance for servicemen 


Section 223(e) Insurance of mortgages in de- 
clining urban areas 


Section 226 Requirement that purchaser be 
furnished with FHA appraisal 


Section 233 Mortgage insurance for experimen- 
tal housing 


Section 234(c) Mortgage insurance for 1-family 
condominiums 


Section 237 Mortgage insurance on l-family 
homes for low- and moderate-income buyers 
who are special credit risks 


Section 801 Builder's warranty on 1-4 family 
homes 


Section 809 Mortgage insurance for Defense 
Dept. civilian employees 


Section 401 Home Mortgages Unassisted— 
Basic Insurance Program 


———————————————————.—— 


Section 221(4)(2) Home loan insurance for low- 
and moderate-income families 


Sections 221(i), (j) Conversion of 221(d)(3) 
BMIR projects to condominiums and co- 
operatives 


Section 233 Mortgage insurance for experimen- 
tal housing 


Section 235 Home ownership for lower-income 
families 


Section 237 Mortgage insurance on l-family 
homes for low- and moderate-income buyers 
who are special credit risks 


Section 402 Home Mortgages Assisted—Home 
ownership for lower-income families 


TO PAGE 12 
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Vinyl-Bon 
Insulite“ 


Vinyl-Bond 15 Siding 
is available in 12" lap. 
16' lengths. Prefinished 
in Gold, Avocado, 
Sandstone and White. 
And matching acces- 
sories. Also available 
in White 8" lap. 


mper 


A beautiful siding. 
It's guaranteed 15 years. 


Now that's what you call 
a beautiful siding. 


There's a certain kind of builder 
who looks beyond the apparent 
beauty of the material he buys. 


If you're that kind of builder, new 
Vinyl-Bond 15 is your kind of 
siding. 

You build your homes to last. 
Vinyl-Bond 15's two-stage vinyl 
coat on stable Insulite hardboard 
delivers the durability you want. 


You build your homes to sell. 
Vinyl-Bond 15's straight, strong 
lines and 15-year finish can be 
your most effective sales tool. 


You build your homes to profit. 
Vinyl-Bond 15 is prefinished to 
lower man-hour installation costs. 
Its reversible edges will reduce 
materials waste. 


Vinyl-Bond 15 is the high- 
performance lap siding for quality, 
custom-built homes. 


And it performs so well, we'll 
guarantee it for 15 years. 


That's what you call a beautiful 
siding! 
For complete information about 


new Vinyl-Bond 15 Siding, see 
your Boise Cascade dealer. Or 


write for a detailed, color brochure: 


Boise Cascade 
Wood Products Division, 
P.O. Box 4447, Portland, 
Oregon 97208. 
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Vinyl-Bond 15 Insulite Siding Guarantee 

Boise Cascade Corporation guarantees Vinyl-Bond 
15 Factory Finished Siding against blistering 
peeling, cracking, or checking for 15 years. 

If inspection by Boise Cascade reveals that 
Vinyl-Bond failed under normal conditions within 
such time, Boise Cascade will make an adjustment 
limited to cost of refinishing the siding involved, or at 
the option of Boise Cascade, will provide un- 
installed Vinyl-Bond siding in replacement of the 
amount found to be defective, This guarantee does 
not cover color fastness and chalking, nor does it 
cover damage from physical forces other than 
ordinary weathering 

All claims under this guarantee must be made in 
writing to Boise Cascade within the guarantee period 
and authorization must be received prior to the 
beginning of any repair work. This guarantee is for 
material only; it does not apply to defects resulting 
from installation and is valid only if Vinyl-Bond 
accessories, or their equivalent, are used in 
compliance with the installation instructions. This 
guarantee covers all liabilities of Boise Cascade 
No other guarantee is expressed or implied. 

Boise Cascade's sole responsibility is as stated 
herein, and it shall not be liable for consequential, 
indirect or incidental damages. 


Name 

Company TS 

АСга Т Tee d й 3 

City ч "s. State Zip F, 

| ат а: [] Builder, [7] Architect, C] Wholesaler, [7] Retailer 
Number of units planned this year = ae 
Type of units: [ Single Family, [7] Multi-Family 
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Boise Cascade 
Wood Products Division 
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How 50 federal housing programs are being streamlined into eight ... continued 


——  À—UÍ————À—————————Q/————————«———— J————nssr 


These programs disappear ... 


p—s م‎ 


Section 101 Rent supplements, low-income 
family housing, subsidized 


Section 202 Housing for elderly, subsidized 


Section 221(d)(3) BMIR—3% multifamily mort- 
gages 


peu == нышы e 


Section 810 Multifamily housing insurance 
for military and civilian employees at mili- 
tary bases or NASA or AEC research installa- 
tions 


Title VII Insurance of rates of return on equity 
investments in multifamily housing 


and these are consolidated . . .... into these new programs 


Section 207 Regular FHA rental mortgage in- 
surance 


Section 213 Cooperative housing mortgage 
insurance 


Section 220 Mortgage insurance for new and 
rehabilitated housing in urban renewal areas 


Section 501 Multifamily mortgages, unas- 
sisted—Multifamily housing program 


Sections 221(d)(3), (4) Market-rate mortgage 
insurance for moderate-income families 


Section 223(a)(7) Refinancing of existing in- 
sured mortgages 


Section 233 Mortgage insurance for experimen- 
tal housing (multifamily) 


Section 234 Mortgage insurance for condo- 
miniums 


DN C —————————— s) 


Section 213 Cooperative housing mortgage in- 
surance 


Sections 221(i), (j Conversion of 221(d)(3) 
BMIR projects to condominiums and co- 
operatives 


Section 223(a)(7) Refinancing of existing in- 
sured mortgages 


Section 502 Multifamily Mortgages, Assisted— 
multifamily housing for lower-income ten- 
ants 


Section 231 Mortgage insurance for rented 
housing for the elderly 


Section 233 Mortgage insurance for experimen- 
tal housing (multifamily) 


Section 236 Rental and cooperative housing 
for lower-income families, subsidized 


——————— ——— MR ——— "— ———— ні 


Section 232 Mortgage insurance for nursing 
homes 


Section 503 Mortgage insurance for health 
facilities 


Section 242 Mortgage insurance for non- 


profit hospitals 


Title XI Mortgage insurance for group practice 
facilities 


——— Ee 


Section 213(j) Mortgage insurance for repairs 
and additional community facilities 


Section 504 Projects Requiring additional 
loans 


Section 223(d) Supplemental mortgage insur- 
ance for multifamily projects 


Section 241 Insurance on supplemental loans 


to finance additions and improvements to 
insured multifamily projects 


— aa, 


| Section 505 Mortgage insurance for land 
development 


iilum stl 


Title X Land development mortgages—does 
not include mortgages covering new com- 
munities 


Title I, Sec. 2, Nat. Housing Act Insurance for 
loans on repairs and improvements that add 
to livability of dwellings and insurance for 
purchase of mobile homes 


Title III Property improvement and mobile- 
home loans 
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| CHUN KING. 


Crusader's Carpet of Herculon got a great Chinese dinner... 
i 


| 


^" Pepper Steak 


E Dinner 


...but didn't get filled up. 


Crusader's “Tuff Tweed” carpet with pile of HERCULON* was 
served a sizzling pepper steak. Topped with a whole package of 
Chun King's incomparable Pepper Steak Dinner. But in just 


a few minutes, “Tuff Tweed" was clean as a whistle and 
ready for seconds. 

The stain resistance of HERCULON olefin fiber, coupled with 
uncommon resistance to abrasion and fading, gives you the 


perfect carpet for any commercial installation. 


Specify carpet of Herculon by Crusader 


Chun King is a registered trademark of RJR Foods, Inc 


CIRCLE 13 ON READER SERVICE CARD 


NET WT 
16% 07. (LB. % 0Z.) 


Crusader's “Tuff Tweed" carpet 
of HERCULON made short work 
of Chun King's Pepper Steak Din- 
ner. But “Tuff Tweed" will work 
a good long time for your clients. 

For detailed information on 

HERCULON olefin fiber see Sweets @ Light Construction, 
Architectural and Interior Design files. Or, write Fibers Mer- 
chandising Dept. 210. Hercules Incorporated, Wilmington, 


Delaware 19899 for free 24 page booklet. 


HERCULES 
*Hercules registered trademark. 
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Can you match the right housewife 
with the right kitchen cabinet? — 


It's not easy. 

We found that out by asking a group of 
housewives to look over our line. And to choose 
the cabinet they liked best. 

We got seven different answers. And 
they're not what you might expect. 

Mrs. A chose No. 2. Grandee II. Because 
price was an important consideration. She 
wanted as much style as possible for as little 
money as possible. 

Miss B chose No. 7. Town Classical. The 
rich dark finish and hardwood sculptured A 
panels were what sold her. 

Mrs. C chose No. 4. Overture. She 
wanted something none of her friends had. 
And Overture's modern black and white 
design caught her eye immediately. 

Mrs. D chose No. б. Impulse. She had 
trouble deciding between it and the top of 
our line. But she made up her mind in a 
hurry when she found out that Impulse costs 
much less. 

Miss E chose No. 3. Antique Birch 
Colonial. Style was important. She knew what 
she wanted. And she found it. 

Mrs. F chose No. 5. Antique Birch 
Contemporary. She wanted a rich, natural 
wood look and contemporary styling. 

Mrs. G chose No. 1. Encore. The wood, 
the hardware, the construction and the price 
all fascinated her. It’s our most expensive line. 
And she thought it was worth every penny. 

Matching up housewives and cabinets on 
this page is one thing. If you guess wrong, 
nothing happens. But guessing wrong in your 
business is another thing altogether. That's 
why Del-Mar gives you a wider range of 
cabinets to choose from. 

So no matter who wants what, you'll be 
a match for them. 


(ITF) 
Del-Mar TO: 

е 

жк” 


THE CABINETMAKER * 


© А division of U.S. Plywood-Champion Papers Inc. 
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[NEWS/POLICY 


A scandalized Reaney bares wider subsidy debacle and calls in U.S. lawmen 


Housing Secretary George Rom- 
ney has handed to Congress the 
most damaging report yet on 
how “dishonest contractors, real 
estate operators and specula- 
tors"—working with, through 
and around compliant local 
officials of the Federal Housing 
Administration—“preyed оп” 
subsidized housing programs to 
reap windfall profits. 

In an unprecedented move 
Romney released the texts of 
year-long investigations by 
HUD’s own auditors into the sec- 
tion 235 program (which sub- 
sidizes low-income home buy- 
ers) and the 236 program (which 
subsidizes builders of apart- 
ments whose rents are sub- 
sidized for low-income tenants). 

Prosecution. Romney dis- 
closed that he had referred to the 
Justice Dept. for possible crim- 
inal prosecution 362 alleged 
violations of the 235 program, 
involving falsified applications 
and fraudulent certifications of 
repairs and 27 alleged viola- 
tions of the 236 program, in- 
volving fraudulent applications. 

Romney noted that нор offi- 
cials are cooperating with grand 
juries investigating housing 
frauds in Philadelphia, New 
York, Detroit and Newark. And 
he revealed that during the last 
two months, seven HUD em- 
ployees have been separated 
from the department after being 
charged with wrongdoing. 

The 70-page audit report on 
the 235 program adds detail to 
earlier revelations of inner-city 
residents being fleeced in buying 
rehabilitated houses. 

But the 75-page report on the 
236 program—in which major 
builders, contractors and finan- 
cing institutions have par- 
ticipated—spells out the ways in 
which prices and profits have 
been inflated by fraud and the 
malfeasance or connivance of 
the local FHA officials respon- 
sible for approving project ap- 
plications. The specific profi- 
teering techniques are detailed 
in a separate story on page 20. 

The cities. The auditors’ find- 
ings came from investigations 
of 21 FHA insuring offices, plus 
inspection of 62 section 236 
projects (with 9,450 units) and 
124 conventionally financed 
projects with which the sub- 
sidized projects were compared. 

Cities involved include Hart- 
ford, Conn; Camden, N.J.; 


GLOBE DEMOCRAT PHOTO BY PACH OCKPASSA 


ы - EIS © * pm o fA 4 H 
Abandoned and vandalized, r&a-subsidized homes stretch through center of St. Louis. 
Survey found one fourth were occupied less than a year before foreclosure. 


“I wish I 


was back at Pruitt-Igoe," said a welfare mother who bought house, only to have it 
crumble. She referred to the public housing now being partly demolished by nup. 


Washington, D.C.; Richmond, 
Va.; Pittsburgh, Pa.; Atlanta, 
Ga.; Tampa, Fla.; Des Moines, 
Iowa; Grand Rapids, Mich.; In- 
dianapolis, Ind.; San Antonio 
and Dallas, Texas; Topeka, 
Kans.; Oklahoma City; Port- 
land, Ore.; Seattle, Wash.; San 
Francisco, Sacramento and San 
Diego, Calif.; Denver, Colo. and 
Detroit, Mich. 

Default spiral. In an earlier 
report, Romney had given to the 
Senate Banking Committee the 
first details on a veritable tide 
of defaults and foreclosures that 
had engulfed the subsidized 
programs. The auditors' new 
reports give a fuller picture. 

The most alarming default 
rates turn up in the programs 
that subsidize interest pay- 
ments for multifamily projects. 
The 236 program now has 8% 
of its projects in default. The 
older 221(D)3 program for 
projects financed below market 
interest rates has 10% in de- 
fault, compared with 1.696 at 
the end of 1969 and 4.9% at 
the end of 1970. 

An older subsidy program for 
individual homeowners 221(D)2 
now has a default rate of 5.65%, 
up from 2.76% in 1969. The 
newer 235 program has a default 
rate of 4.26%, double what it 
was in 1970. For comparison, 
the rate under section. 203— 
FHA insurance for non-subsi- 
dized housing—is now 1.92%, 
up from 1.69% in 1970 and 
1.3296 in 1962. 

Worst areas. 
Congress 


Romney told 
that while Detroit 
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and Philadelphia had the heavy 
press coverage, other cities have 
even higher default rates, in- 
cluding Wilmington, Del., Bos- 
ton, St. Louis, and Riverside 
and San Bernadino, Calif. 

Multifamily default rates 
warranting special attention are 
showing up in Camden, Chi- 
cago, Dallas-Ft. Worth, Detroit, 
New York, Boston, Seattle and 
Wichita. At the end of Novem- 
ber Romney told Sparkman that 
Columbus, Indianapolis and 
Newark were added to the list 
of cities with 1,500 units or 
more in defaulting multifamily 
projects. 

Plea for $195 million. As a 
result of all this, the Nixon 
Administration, for the first 
time, is asking Congress for 
$195 million for the special- 
risk insurance fund created in 
1968 to cover losses on these 
high-risk mortgages. Claims 
against the fund through last 
June 30 involved 9,966 dwelling 
units totaling $138.5 million, 
but the number is expected to 
rise to 18,000 this fiscal year. 

These developments docu- 
ment Romney’s admission to 
Congress that the programs 
have been a failure in halting the 
deterioration of ghetto neigh- 
borhoods. In fact, Romney ad- 
mitted, the subsidized programs 
have helped accelerate the de- 
cline of many neighborhoods 
by providing the financing that 
enabled the more stable, mid- 
dle-class families to sell their 
homes to lower-income fam- 
ilies and move to the suburbs. 


Reforms. To cope, Romney is 
tightening FHA processing of 
subsidized housing applications 
to the point where the industry 
could lose as many as 200,000 
of the 550,000 subsidized hous- 
ing units it is counting on HUD 
to approve this year. 

Whether this clean-up skims 
the cream from the housing 
boom, Romney says, “depends 
on the willingness and ability 
of builders to meet govern- 
ment-enforced quality control 
standards,” something the sub- 
sidized programs have lacked 
up to now. 

Among other things, Romney 
is testing an early warning sys- 
tem to spotlight vulnerable 
neighborhoods before defaults 
and abandonment put the neigh- 
borhoods on the skids. He also 
is mounting a consumer educa- 
tion campaign, including tele- 
vision spots, to educate the pub- 
lic to the pit-falls of purchasing 
housing. This is an ironic twist 
for Romney, who has been 
pointing with pride to the sen- 
sational boom in starts. 

But—politics. Romney is now 
telling Congress that “the cen- 
tral city situation is deterio- 
rating more rapidly than it was 
previously.” The House Bank- 
ing Committee’s members 
agreed that housing programs 
alone could not turn these 
situations around, but no con- 
structive suggestions were 
forthcoming either from Rom- 
ney or the Democrats as to 
what should be done—other 
than to tighten rHA's adminis- 
tration of the programs, which 
is already under way. 

Both Democrats and Repub- 
licans are preparing to use the 
housing scandals as an election- 
year issue. The Democrats are 
charging that Romney has had 
the responsibility for adminis- 
tering the programs and even 
now has no recommendations 
for changes in the law that 
would improve them. Rom- 
ney and the Republicans re- 
ply that the programs as 
launched by the Democrats 
made fraud and laxity inevit- 
able, thus guaranteeing the 
wave of failures and foreclosures 
thatis now apparent. 

In such an atmosphere true 
solutions are few and slow in 


coming. —DoN LooMis 
McGraw-Hill World News, 
Washington 


ar PFISTER 
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PRICE PFISTER Manufacturers of Plumbing Brass * Pacoima, Calif. 91331 • Subsidiary of Norris Industries 
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a wide range of beautifully 
affordable homes designed by 
the Frank Lloyd Wright Foundation. 


What does this mean 


to you? In a word: PROFIT 


The Frank Lloyd Wright Foundation. National Homes Cor- 
poration. You, the Builder. Together, this marks the begin- 
ning of a new and highly profitable era of home building 
in America. 

It gives you, the builder, an unprecedented sales advan- 
tage: the opportunity to offer a wide range of home styles 
designed by America's best known and most highly ac- 
claimed architectural firm. Homes in all price ranges, to suit 
the needs and buying preferences of your specific market. 

Good things happen for the builders of National Homes. 
Happen every day. This exclusive alliance with the Wright 
Foundation is but one of them, typical of the new innova- 
tions, new programs, new ideas that generate sales and 
profits for National Home builders. Get in on it. As a builder 
of National Homes, you have more than a profitable Future 
to look forward to. You have a profit-filled Present to make 
the most of. Join up. Talk to the Man from National. 


> 


Join the Profit Builders 


g 
E Lr, 
HOMES 


THE GROWTH SHELTER COMPANY 


A team that includes hundreds of 
builders in 39 states. It's one of the 
important reasons why: 

More families live in National 
Homes than any other homes in 
the world. 


31 Years of Leadership 


National Homes Corporation 
P.O. Box 680, Lafayette, Indiana 47902 
Attn: Marketing Division HH-4 


YES! | want to be a profit builder on the National Homes team. Send the 
Man from National nearest me. Best time for appointment — > = >— 


Name 


Company 


Phone. Area Code. 


I have built... homes in the last 12 months. | have lots. | am interested 


in financing... My typical selling price is $, 


pa 
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The primer for profiteering—by builders, consultants and FHA officials 


The нир auditors' disclosures of 
fraud in the section 236 pro- 
gram reads much like a do-it- 
yourself text in profiteering. 

The 75-page monograph de- 
tails the step-by-step activities 
of builders, consultants and 
highly compliant FHA officials 
as contributing to the spiral in 
excess costs and profits. 

The incentive for the frauds 
practiced, the report says, is 
the FHA’s own provision for 
100% mortgage insurance for 
the sponsors or builder-sellers 
of section 236 apartment proj- 
ects. The mortgage amount, 
of course, is based on project 
costs approved by the local 
FHA officials. 

The jackpot. The нур audi- 
tors say that once builders 
realized they could mortgage 
out—that is, cover their entire 
costs with a guaranteed mort- 
gage—the profiteering scenario 
often went this way: 

• Builders reported project 
costs that ran consistently high- 
er than those on non-subsidized 
apartment houses of compar- 
able quality. 

• Builders reported and col- 
lected unnecessary and ques- 
tionable incentive payments. 

e Builders overpaid subcon- 
tracting companies they owned 
or in which they held an in- 
terest. 

* Architects and consultants 
collected excess or question- 
able fees. 

• The FHA offices used out- 
dated data, or no data at all, 
to evaluate builders' cost es- 
timates. 

* And the FHA offices regu- 
larly approved highly inflated 
land valuations. 

Two profit scales. In criticiz- 
ing the extraordinary profits 
available, the auditors noted 
that rHA not only allowed 
builder-sponsors a 10% profit 
on construction costs but an 
additional 10% on another cate- 
gory of costs on which the 
builder/sponsor has no interest, 
risk or effort involved. This 
second category included the 
builder/sponsor's own general 
overhead costs. 

These allowances and others 
permit builders, under arrange- 
ments with identity-of-interest 
subcontractors, to expect to 
receive about 12.3% for general 
overhead and profit compared 
to about 6.75% for builders 
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with no identity-of-interest sub- 
contractors. 

Laxity on claims. The HUD 
auditors found that rHA's office 
in Hartford, Conn. approved 
costs of identity-of-interest sub- 
contractors totaling $2.2 mil- 
lion for three section 236 proj- 
ects without requiring any 
certification that these charges 
involved actual costs, as re- 
quired. 

In six projects in Camden, 
Oklahoma City, San Antonio, 
Indianapolis and Denver, gen- 
eral contractors did not reveal 
their identity of interest with 
subcontractors on work for 
which more than $1 million 
was charged. 

Early-bird windfalls. On in- 
centive payments to contrac- 


tors, HUD's auditors found a 
national pattern of overestimat- 
ing construction time periods 
—a practice which enabled 
builders to reap windfall profits 
as incentive payments for com- 
pleting projects early. 

The Topeka FHA office esti- 
mated a project would take 15 
months, even though the build- 
er was well known to the in- 
suring office and had a history 
of completing projects in less 
than 12 months. But, says 
HUD's report "the project was 
actually completed in eight 
months" and, "although no 
savings in construction costs 
were realized, the builder was 
allowed $25,153 in incentive 
payments." 

Extra costs. The HUD auditors 


Romney's TACLE called out-of-bounds 


One program that is not going 
to be tried as a solution to 
the subsidy program problems 
is George Romney's Operation 
TACLE. 

The White House has quietly 
ruled it out. 

Late last year Romney had 
told Congress and the Presi- 
dent's domestic council that: 

• The abandonment of cen- 
tral cities is growing. 

• The subsidy programs, par- 
ticularly section 235, have ac- 
celerated the abandonment by 
making it possible for stable 
families to sell homes to lower- 
income families, including 
those on welfare, and move to 
better neighborhoods. 

• Housing programs alone 
cannot cope with abandonment; 
a broader attack is needed. 

Appeal to Nixon. Romney 
proposed that President Nixon 
buy, at little cost, a new effort 
to help cities attack the causes 
of abandonment on a metro- 
politan-area basis. 

Romney gave his plan the 
fuzzy label "Total American 
Community Living Environ- 
ment, hence the acronym 
TACLE. One federal official, 
presumably the secretary, was 
to direct a nationwide com- 
petition to choose metropolitan 
areas whose officials would have 
developed area-wide plans to 
solve the problems that lead 
to abandonment. 

The incentives were to be 
faster funding of existing pro- 


grams, high-priority treatment 
from the Administration, and 
extra planning money. 

Quiet veto. The final rejection 
of the program came last month 
when President Nixon sent 
Congress a report on national 
growth policy. It contained no 
mention of TACLE and also ig- 
nored Romney's pleas for other 
urban policy initiatives. 

The program had already gone 
unmentioned in both the State 
of the Union address and the 
budget message in January. The 
growth policy report was its last 
chance. 

Topping out? Romney is still 
hanging in there. He's holding 
meetings in five cities to try 
to convince local officials to 
get together. Romney calls this 
effort—in Wilmington, Del., St. 
Louis, Philadelphia, Detroit and 
Boston—The Option Progress, 
or TOP. 

The rebuff by the White 
House on TACLE lessens the 
chance that anything will come 
from TOP. 

Democrats in Congress agree 
with Romney that, for the long 
run, subsidy programs must be 
changed. "But," says one, "the 
question is, ‘What happens in 
the meantime?’ The Adminis- 
tration’s answer is to tell Rom- 
ney he can have no new pro- 
grams that would respond to 
the abandonment. АП the legis- 


-lation we're getting deals with 


in-house 
—D.L. 


management, ог 
changes." 


found that ineligible and ques- 
tionable costs had been allowed 
on 21 projects, and they cited 
architects’ fees in. particular. 
The Seattle FHA office, for in- 
stance, approved $103,597 in 
architectural fees on a project. 
But the owner-architect agree- 
ment provided for $160,000 for 
such fees, which were included 
in the mortgagor's certificate 
of actual costs—and the full 
amount was allowed. These 
fees amounted to $899 per 
dwelling unit, "far in excess of 
typical allowances." 

In Indianapolis, the auditors 
found, costs claimed by a gen- 
eral contractor were substan- 
tially higher than costs on other 
projects for subcontracted dry- 
wall work. 

The study said that “nu- 
merous 236 projects were pro- 
cessed, developed and con- 
structed without substantive 
documentary evidence on con- 
struction costs, operating ex- 
penses, ascribed land valuation 
and... marketability." The re- 
port listed eight cases in which 
“within one year of acquisition, 
land was valued at amounts that 
resulted in profits ranging from 
65% to 195% above acquisi- 
tion cost and related expenses." 

Architects' fees. For archi- 
tectural fees FHA officials al- 
lowed charges that "may have 
exceeded local customary al- 
lowances by about $2 million" 
on the 62 projects studied. 

The auditors found that aver- 
age architectural fees were $439 
per unit nationwide—$209 per 
unit more than the highest 
fee considered typical in the 
four localities where such fees 
were investigated. 

Useless consultants. Housing 
consultants are unnecessary, 
HUD's auditors suggested, after 
an analysis of eight projects 
that used consultants and eight 
that didn't. 

With consultants the proj- 
ects that carried mortgages 
totaling $20.8 million had legal 
and organization costs of $68,- 
975 and consultants! fees of 
$175,437 for a total of $244,412. 
The projects without consul- 
tants—with mortgages totaling 
$16.6 million—showed legal 
and organizational costs of only 
$85,331. And on several counts 
HUD's auditors found projects 
without consultants proceeding 
more efficiently. —D.L. 
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ows this forapeners? 


The Chadeau. Peachtree Door’s new swinging 


patio door gives you all the advantages of ihe 
sliding patio door combined with the beauty 
and grace of the traditional French Door. With 
none of the drawbacks. The Chadeau is secure 
with a tamper-proof dead bolt locking system. 


The Chadeau is weather tight. And it features 

a self-storing, sliding screeen. Peachtree Doors 
new Chadeau is the result of a new design 
concept utilizing a heavy center astragal member 
and a fixed panel. It solved all the problems 

of the old French Door. The Chadeau is unique. 


PeCACHTREE DDOR 


BOX 700 NORCROSS GEOREIR 30071 


Every time your apartments need painting, patching, or 
cleaning, you lose money and time. That's why you neea 
Georgia-Pacific doors and walls. No painting or patching. 
And they can be cleaned quickly with adamp cloth. 
Easy to install, too. 


G-P Eternawall " 


This competitively priced vinyl surfaced gypsum 
wallboard is practically indestructible. It resists scuffs, 
stains, cracking, and chipping. And if Eternawall"" gets 
dirty, almost any stain can be removed with a damp cloth. 
Makes it perfect for hallways and other high traffic areas. 


The vinyl is backed by gypsum. Which means Eternawall”™ 
wallboard is perfect for fire and sound rated walls. 

Strong. Lightweight. And it has a Class A, U.L. labeled 
flame spread rating of 25. It goes up in one step. Needs 
no battens or exposed fasteners. And now Eternawall”™ 

is available with either modified beveled edge or anew 
smooth surface system. Comes in twelve standard colors 
and three simulated woodgrains. 


иркеер. 


Valley Forge™ Paneling 


G-P Paneling 


Perfect for apartments because it's beautiful and tough. 
Georgia-Pacific paneling has a factory finish that resists 
scuffs. Stains. And wipes clean with a damp cloth. 
Georgia-Pacific's complete line includes paneling in 
every price range. Almost every style. In many real 
hardwood surface veneers and beautiful simulated 
woodgrain finishes that will give your apartments a 
private, homey feeling you simply can't get with paint 

or wallpaper. 


G-P's Vinyl Shield' Pre-Hung Door 
This door and split/jamb set has vinyl surfaces on both 
sides and all exposed edges. So you don't have to 
worry about scrapes or mars during or after installation. 
Dirt and stains wipe clean. Easily. And G-P's Vinyl Shield® 
pre-hung door comes completely cartoned. 


Installation takes only 15 minutes. Or less. Just slide the 
door into the opening, tack it in place, shim, assemble 
and install the facing jamb/casing, and nail. That's it. 
The door and jamb are completely finished. Units are 
available in authentic-looking uniform woodgrain 
patterns and colors. 


So look over Georgia-Pacific doors and walls. Then see 
your G-P representative for the products that keep 
down upkeep. 


Georgia-Pacific 


Portland, Oregon 97204 
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A subsidy needn't be a fiasco: how one man and one city made it work 


Beer may once have made Mil- 
waukee famous, but the town 
has long since slipped from the 
consciousness of most Ameri- 
cans. Yet, now, in the year of 
the housing scandals, Mil- 
waukee may become known as 
the only city where FHA-insured 
subsidized housing works. 

In the city's section 235 pro- 
gram, for example, it appears 
that only about five of the 3,500 
units are in default. Not one 
multifamily project built under 
section 236 or earlier programs 
is in default. And in all of Mil- 
waukee, it is estimated that 
there are only about 250 ЕНА- 
insured mortgages of any kind 
in default. 

It might be expected that 
such good news would be wel- 
comed by rHa's beleaguered 
Washington headquarters. Iron- 
ically, it is likely that it will 
only add to the agency's con- 
siderable discomfiture, for the 
figures were compiled during 
the ten-year reign of Wiscon- 
sin FHA director Larry Katz. 
Last July, Katz, an independent, 
was shooed out of his job and 
replaced by a Republican. He 
has since joined the Midland 
National Bank as vice presi- 
dent of urban affairs. 

Catalyst. In his fifties, the 
silver-haired Katz dresses im- 
peccably in quiet mod style. 
His is a commanding presence, 
and his normally sonorous voice 
edges with impatience if he 
feels a listener is not responding. 

He is stand-offish, even aristo- 
cratic. Such demeanor would 
normally repel as many people 
as it attracts, but Katz was able 
to succeed, many housing ob- 
servers feel, because of his 
thorough knowledge of the af- 
fairs at hand and his ultimate 
fairness. He welded homebuild- 
ers, bankers, welfare agencies 
and community groups into an 
unlikely coalition that made 
subsidy housing work. 

Says one builder: “Не could 
make you feel very stupid, by 
calling in assistant after as- 
sistant and citing figure after 
figure. But once you got be- 
yond that you found he was emi- 
nently fair." 

Builders’ builder. An official 
of the Milwaukee HBA says an- 
other reason for Katz’ success 
with builders was that he had 
been a builder and had been ac- 
tive in the association. 


FHA director in Milwaukee was Larry Katz, now urban affairs officer for a bank. 


Romney calls in Katz to help reform FHA 


Scarcely two weeks after 
testifying before a House 
subcommittee investigating 
the FHA scandals (see story 
below), Larry Katz was sum- 
moned back to Washington 
by Secretary George Romney. 

Katz was offered—and ac- 
cepted—a position as Rom- 
ney’s part-time personal con- 
sultant. 

Katz says he will devote 


A housing expert of the Ur- 
ban League, while noting that 
Milwaukee certainly needs 
more housing, gives high marks 
to Katz for doing the most with 
the money he had. 

Secret of success. Katz him- 
self credits much of his success, 
which he says predates section 
235, to his recognition of “the 
invalidity of the historical as- 
sumption by the ЕНА that ‘pru- 
dent buyer and a knowledgeable 
seller meet in the market 
place." ” 

More often than not, Katz 
patiently explains, the inner- 
city buyer is not prudent. In- 
stead, an imprudent buyer 
meets a knowledgeable seller. 
The result: disaster. 

Out of this recognition grew 
an elaborate counseling service 
for potential home buyers in 
Milwaukee's inner city. Courses 
administered by the ЕНА covered 
all aspects of home construc- 
tion and the basics of electrical, 
heating and plumbing systems. 

The programs began in 1967. 
Thereafter, says Katz, "every 
program was predicated on the 
assumption that the inner city 
buyer needed aid." 

Genuine rehab. Katz also em- 
phasized rehab. In September 
1967 he summoned builders to 
a meeting to plead for rehab 
work in Milwaukee’s inner 
core. "They went into the inner 
city and started to purchase 


two days a week to FHA’S 
problems. He said that, be- 
fore accepting the position, 
he assured himself that there 
would be some substantive 
changes in the FHA. Even 
though he plans to canvass 
the scandal cities, Katz said, 
he feels the problem centers 
in Washington: 

“They failed to supply the 
leadership that was needed." 


homes to be fixed up." 

At this point Katz's back- 
ground as a builder came into 
play. He knew both the prob- 
lems and possibilities in rehab. 

"The key," he says, "is not 
whether you make a profit on 
each building, but whether you 
show a good average profit on 
all buildings." 

Katz demanded that builders 
"rehabilitate as if they were 
going to live in it." The concept 
of sweat equity was not al- 
lowed. Each building must be 
restored to mint condition. 

This look over the builder's 
shoulder yielded throughly real- 
istic assessments for FHA fi- 
nancing. When tutored buyer 
purchases a realistically priced 
home, says Katz, he is not like- 
ly to run into problems and de- 
faults. 

This approach had been de- 
veloped before section 235 ever 
came along. For the employed 
inner-city buyer, the new pro- 
gram simply continued under 
the same approach. 

Welfare solutions. One of the 
major problems in other cities, 
Katz thinks, was the inability 
to deal with welfare mothers 
who, through a court ruling 
early in 1968, were allowed to 
use the Aid to Dependent Chil- 
dren (apc) program for income 
to purchase homes under sec- 
tion 235. 

Of 850 homes bought by wel- 


fare mothers under section 235 
in Milwaukee, only two were 
repossessed by the FHA. 

The major deterrent to suc- 
cessful home ownership among 
welfare mothers, says Katz, is 
the fact that their normal shel- 
ter allowance is for rent. It con- 
tains no provision for mainte- 
nance—always a necessity in a 
home that is owned. Katz per- 
suaded the Milwaukee welfare 
department to undertake all 
major repairs for the welfare 
mothers. 

The mothers were put 
through the rHA's buyer-train- 
ing program and told that they 
could purchase a home any- 
where in the city. The St. Vin- 
cent de Paul Society, a charita- 
ble organization, agreed to make 
the $200 down payments. 

“The ЕнА demanded that the 
applicant view the premises no 
more than five days before clos- 
ing to determine its adequacy— 
particularly the adequacies of 
any rehab work," says Katz. 

How-to-do summary. Katz 
testified before the legal and 
monetary affairs subcommittee 
of the House Committee on 
Government Operations, and 
the subcommittee was visibly 
impressed. He attributed Mil- 
waukee’s success to these fac- 
tors: 

e Early recognition of FHA’s 
exposure, with prompt proce- 
dural steps taken to minimize 
exposure. 

* The awareness that rHA's 
historical assumption as to a 
buyer's ability to make a hous- 
ing decision was wrong. 

* The awareness that the fail- 
ure to make such a sound 
decision would bring serious 
financial losses for the ЕНА and 
raise social implications for the 
community. 

Katz remains, in spite of a 
severely practical exterior, a 
basic idealist. He told the House 
panel of his awareness that 
city, county, industry and or- 
ganizations can all share a very 
real commitment to the better- 
ment of their fellow man. He 
said many people, in all classes, 
expect bold housing leadership 
from the federal government. 

And he emphasized that—in 
Milwaukee—they had been get- 
ting it. 

— MIKE SHELDRICK 
McGraw-Hill World News, 
Chicago 
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The Fireplace of Many Faces . . . permits 
endless variations in authentic hearth and 
mantel decor, in any setting. Installs in 
corners, "stacked" in apartments, any- 
where! Preway's "Custom" Model 868 


burns wood, is U.L. Listed for 100% “zero WHAT'S IN IT FOR YOU! 


clearance" to framing materials. No need e Great versatility . . . with a broad range of popular 
for masonry! Exclusive Chimney Package, models and styles to harmonize or accent any 
with decorative or contemporary styled decor. Add the exclusive Preway Chimney 
housing fits any roof pitch, accommodates Package, and you can fill any installation 

plumb or offset installations. requirement. 


e Low initial cost . . . stems from our high-volume, 
OEM manufacturing. Low cost per unit. 
e Excellent delivery . . . ship most fireplace orders, 


large or small, into nearby distribution outlets 
within 48 hours. 


e Real “РиРОп” styling... keeps up with new ideas, 
techniques, but is welded to old fashioned VALUE. 


e Select from the best . . . Preway. A company 
with important financial strength, reliability, and 
a reputation for marketing successes. 
p INVESTIGATE THE PREWAY PAYOFF TODAY! 
Write us on your letterhead, for the name and 
location of your nearest Preway distributor. 


Dept. 101-B WISCONSIN RAPIDS, WI 54494 


World's largest manufacturer of 
prefabricated fireplaces and heaters 
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HUD budgets four more billions for the building boom- subsidies leap 35% 


If federal money is what it takes 
to keep the homebuilding boom 
rolling at two million starts a 
year, the Nixon Administra- 
tion's new budget looks big 
enough to do the job. 

The budget for George Rom- 
ney's Department of Housing 
and Urban Development runs 
to $4.2 billion for fiscal 1973— 
up 13% from the estimated 
$3.7 billion for fiscal 1972, 
ending June 30. 

The budget's gross outlays— 
spending and lending on all 
programs, not just those re- 
lated to housing starts—will 
reach $8.7 billion. But offset- 
ting fees, loan repayments and 
sales of assets are supposed to 
return $4.5 billion to the Treas- 
ury from the industry. 

Total—$44 billion. Other 
yardsticks provide a broader and 
perhaps more useful measure of 
the fuel with which Washington 
plans to stoke housing. They 
show that government and pri- 
vate support for the industry 
will reach about $44 billion. 

For housing programs alone 
the government agencies—in- 
cluding the Department of 
Housing and Urban Develop- 
ment, Department of Defense, 
Farmers Home Administration, 
Office of Economic Opportu- 
nity, Veterans Administration 
—will spend $5.6 billion in 
fiscal 1973, up from $4.7 billion 
estimated for fiscal 1972 and 
$3.2 billion actually spent in 
1971. 

The sales of mortgages and 
foreclosed properties are ex- 
pected to return $3.5 billion 
to the Treasury, so that leaves 
net budget outlays at $2.1 bil- 
lion for fiscal 1973—about the 
same as for the current year. 

The government’s support is 
expected to generate $38.2 bil- 


Budget’s chances. With one 
major exception, the Nixon- 
Romney budget requests ap- 
pear to be well within the range 
of what the Democratic Con- 
gress will approve. Odds are 
against Congress going along 
with the Administration’s re- 
quest for $490 million as a 
sweetener to induce Congress 
to approve its special revenue- 


sharing proposals for 
munity development. 
The $490 million would go to 
various cities for neighborhood 
facilities, open space, urban re- 
newal, model cities and rehab- 
ilitation loans—bringing the 
total for these programs to 
$2.3 billion in fiscal 1973. The 
Democrats are far more likely 
to favor increases in categorical 


com- 


COMMUNITY DEVELOPMENT AND 
HOUSING BUDGET FOR FISCAL 1973 


(in millions of dollars) 
Outlays Recommended 
Program or agency Budget 
1971 1972 1973 Authority 
actual estimate estimate for 1973! 
Low nd moderate-income housing 
Housi 733 1,250 1,771 1878 
Speci: [ч € functions 411 337 245 130 
Rehabilitation loans and other 99 87 50 
Maintenance of the housing mortgage 
market: 
Paramete of Housing and Urban 
age шп гапсе and related -127 -164 -517 290 
Far jousing and equal opportunity 9 B 9 
Federal proper insurance -10 -3 2 11 
Federal Home Loan Bank Board, 
Federal Savings: and Loan Insurance 
Corporation and other -191 -221 -215 50 
Urban em Ls СЕХ revenue 
shi ial amount under pro- 
posed ا‎ — — 490 490 
Community planning, management and 
Depssiment of Housing and Urban De- 
e planning 50 52 95 100 
Water and sewer facilities grants 121 130 150 — 
Urban renewal 002 1,000 1,000 1.000 
Model S 328 450 625 515 
Open space land programs 39 70 80 100 
Neighborhood facilities grants 23 35 35 40 
— management and 
= 2 8 3 
Research c technology 36 
nt and ad- 
— managemei a не = = 
office of Economic Opportunity: 
Community action and other 789 750 765 758 
Action — 90 96 98 
Deductions for offsetting receipts: 
Interfund and intragovernmental transac- 
ions — — — — 
Proprietary receipts from the public -53 -* - = 
3,357 4,039 4844 648 
Expenditore account 2,952 3,878 5,131 5,553 
Loan account 405 161 -287 95 
‘Com wean 1971 and 1972, as 


Seite 
КТ Total, $4,291 millio! 


follows: 
ОА, $4,244; LA $47 million; 


n (Ni ). 
ies eid a a million (NOA, $4,573; LA $240 million). 
аа Table includes added costs.) 


HOUSING UNITS COMMITTED UNDER 
FEDERAL PROGRAMS 


grants of their own choosing. 

Subsidy spiral. The most dra- 
matic budget development will 
get a great deal of press cover- 
age. A sharp rise in expendi- 
tures is certain for the subsidies 
that have boosted government- 
assisted starts to an estimated 
500,500 in the 12 months end- 
ing June 30, and are expected 
to stimulate 565,800 units dur- 
ing the following 12 months. 

To pay the subsidies Congress 
is asked to appropriate $1.9 
billion for fiscal 1973—a 35% 
increase over the current year's 
$1.4 billion. But Secretary Rom- 
ney is asking for a 25% re- 
duction in contracting authority 
for the troubled section 236 
program that subsidizes all but 
1% of the mortgage payments 
on rental units for low and 
moderate-income families. He 
seeks only $150 million, com- 
pared to $200 million for the 
current year. 

Reforms. This is part of Rom- 
ney's attempt to tighten the 
administration of a program that 
is plagued with defaults and 
foreclosures [story p. 16] The 
$150 million would permit new 
commitments for only 174,200 
units, down from the 239,300 
estimated for fiscal 1972—in- 
dicating a significant slowdown 
in new business to be done 
under this program. 

Starts under 236, however, 
would soar, and so would com- 
pletions, both from the flood of 
commitments signed during the 
last couple of years. Starts 
would rise in fiscal 1973 to 
249,000—up from the estimated 
187,800 in 1972 and 118,197 in 
1971. 

The section 235 program for 
lower-income buyers of indi- 
vidual homes is in the budget 
for $170 million of contracting 


lion in private financing for (in thousands of units) authority for fiscal 1973, the 
housing in 1973. This includes Type of assistance ——À MÀ same as for this year. That 
mortgages insured by the Fed- n E ERR a would cover the contracts for 
eral Housing Administration, C КЕС TUAM cL "M 177,500 units, which is the 
increases in the assets of fed- Insurance on deposits in thrift insti- fiscal 1972 level. 

erally insured savings and loan Direct Fediecal rencing without sus c: н aede oe мА Starts under 235 would drop 
associations and other thrift Subsidized housing for special г om — ES from the 183,400 estimated for 
institutions, and increased bor- Dady combined with f 62 119 49 . . . this year down to 177,400 in 
rowing by such government- o eene lee сари fiscal 1973. 

sponsored enterprises as the ate-income families 497 — es coxa e us Default losses. To pay off 
federal Home Loan Banks, The Direct Federal construction or acqui- lenders on the defaults and 
Federal National Mortgage Miltary family housing. ДАК. 13 : Ё : foreclosures on subsidized hous- 
Assn. and others. This private Cen PENNE dmn w IL LLL I ing—both individual homes and 
support will actually drop from Lees: Estimated dupliontion? Ар. сае, Бе, apartment projects—the Ad- 
the $41.3 billion estimated for — UAM T В ministration for the first time 


1972 and the $40.6 billion pro- LM 


TRepresenms cetimate of inguredior guaranteed mortgages purchased by thrift institutions. is asking Congress for $195 
vided for 1971. 
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If you're thinking about building apartments 


protecting them. 


Making your apartments safe and 
secure is,easy and economical 
—if you include Kwikset extra- 
security cylinder deadlocks in 
your plans. They are ruggedly 
built of all steel and brass parts 
and feature every security pro- 
vision recommended by law- 
enforcement agencies, including 
full 1" bolts with steel cores and 
wrench-proof cylinder guards. 
Combine Kwikset cylinder dead- 
locks with an entry lockset with 
deadlatch in an exciting variety 
of fashionable finishes and dis- 
tinctive designs and you'll have 
the perfect combination of secu- 
rity and beauty. And that's some- 
thing worth thinking about. 


Kwikset /otksets 


® 


AMERICA'S LARGEST SELLING RESIDENTIAL LOCKSETS 
KWIKSET SALES AND SERVICE COMPANY * A SUBSIDIARY OF EMHART CORPORATION + ANAHEIM, CALIFORNIA 
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HUD budgets $4 billion for building boom-— subsidies up 35%... continued 


FROM PAGE 26 
million for the special risk in- 
surance fund created in the 
1968 Housing Act to cover 
losses on the high-risk mort- 
gages. Claims against the fund 
through last June 30 involved 
9,966 dwelling units for a total 
of $138.5 million. But the 
number is expected to rise by 
8095 to 18,000 units this year. 
Other significant budget 
items for fiscal 1973 run at 
about the same level as for the 
current year. There is one pos- 
sible increase, for new com- 
munities. Romney’s estimate 
is that $300 million in bond 
guaranties will be approved in 
fiscal 1973 for 15 new towns, 
under the New Communities 
Act. In mid-February only seven 
had been approved, but new 
approvals are expected to bring 
the total to 14 this fiscal year. 
Research. The request for 
research and technology funds 
for 1973 is $60 million, com- 
pared with $45 million in each 
of the two previous years, but 
Congress may not go along. 


Operation Breakthough, for in- 
stance, is expected to be com- 
pleted by fiscal 1973, except 
for evaluation. 

Other research efforts to be 
expanded include housing al- 
lowances ($9.5 million for 1973, 
compared to this year's $3 mil- 
lion), housing abandonment ($5 
million for 1973, $4 million this 
year], and housing management 
techniques ($10.4 million in 
fiscal 1973, $4.6 million in 
fiscal 1972). 

The comprehensive planning 
request, under section 702, is 
for $100 million, the same as 
in the current year and double 
the fiscal 1971 appropriation. 

Cuts in renewal. Urban re- 
newal would get $1 billion, 
down from $1.25 billion in the 
current fiscal year and $1.2 
billion in 1971. 

Romney is asking for $515 
million for the model cities 
program compared with $450 
million this year and $575 
million in fiscal 1971. Because 
of carry-over funds, the pro- 
gram level in fiscal 1973 is 
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(Totals will NOT agree with those in accompanying story. Chart includes added outlays.) 


estimated at $620 million, com- 
pared with the same estimate 
for this year and $520.5 mil- 
lion in 1971. 

Smaller programs. Here is a 
summary of the other programs. 

Neighborhood facilities: The 
request is $40 million to main- 
tain the $40 million program 
level. 

Open space land: The те- 
quest is for $100 million, the 
same as this year. 

Rehabilitation loans: The es- 
timated program level is $50 
million, as in each of the two 
previous years. 

Water and sewer: The pro- 


gram level is estimated at $200 
million, the same as this year’s 
estimate. 

Public facility loans: Revolv- 
ing fund will maintain the $40 
million program level. 

Equal opportunity: Request 
for fiscal 1973 is $9.1 million, 
compared with $8.25 million 
this year and $8 million in 1971. 

Flood insurance: Budget 
would expand coverage by $1.5 
billion to a total of $4 billion. 
By the end of fiscal 1973, an 
estimated 225,000 policies 
would be in force, compared 
with 140,000 in fiscal 1972. 

—D.L. 


HUD slaps ceiling on settlement costs and Congress will nail down roof 


The Department of Housing and 
Urban Affairs has now decided 
to set limits for settlement 
charges levied with any FHA 
or vA home mortgage. These 
limits will be published within 
four months, and Congress will 
probably expand them to in- 
clude most conventional mort- 
gages. 

The нир restrictions will 
cover all individual settlement 
costs paid by both buyer and 
seller, except for loan discount 
and statutory costs. Any excess 
charge will bar mortgage in- 
surance. 

Reform in the handling of real 
estate transactions has been 
brewing for some time. Senator 
William Proxmire (D., Wis.) 
ordered HUD two years ago to 
undertake a study of settlement 
costs, and he introduced a bill 
last November to set maximum 
costs. 

The expose. What sparked 
HUD'S latest action was a series 
of articles in The Washington 
Post in January exposing a 
scandalous system of kickbacks, 
interlocks and overcharges 
among lenders, title insurance 


agents in the Washington area. 
By coincidence an omnibus 
housing bill that was ready to 
emerge from the banking com- 
mittees of both houses provided 
a ready-made vehicle for amend- 
ments hitting at closing costs. 

The Senate Banking Com- 
mittee has approved an amend- 
ment ordering HUD to set maxi- 
mum settlement fees on a 
regional basis. The House Bank- 
ing Committee has begun hear- 
ings, and Secretary George Rom- 
ney has sprung loose the de- 
partment’s Proxmire study, 
which he had planned to sit 
on until the states had a chance 
to act. Yet HUD’s own report 
concludes, ironically, that regu- 
lation has been ineffective in 
many states. 

A congressional source said 
the main opposition to new 
legislation is coming from title 
companies. Yet even the com- 
panies’ trade association, the 
American Land Title Assn., has 
given qualified endorsement to 
federal regulation. 

The legislation. Proxmire’s 
bill, in addition to requiring 
HUD to set maximums, would 


of the costs of settlement. 

If the banks have to pay, 
Proxmire reasons, they'll work 
to cut costs on title searches and 
insurance, application and re- 
cording fees, credit reports and 
attorneys' fees. The legislation 
does not affect local taxes on 
realty transactions or the points, 
or discounts, charged by mort- 
gage lenders. 

A bill introduced by Repre- 
sentative Wright Patman (D., 
Тех.) would go considerably 
further, requiring all partici- 
pants in a settlement to sign 
affidavits that they had not 
taken any direct or indirect. 
kickbacks or referral fees. It 
would provide federal title in- 
surance, directly threatening 
the private title companies. 

A Proxmire aide says that it is 
virtually impossible to write 
air-tight laws against kickbacks 
and referrals. Requiring the 
lender to absorb costs, he says, 
would inspire pressure for re- 
form at the local level, where 
it counts. Much money could be 
saved, for instance, by com- 
puterizing land records to sim- 
plify title searches. 


disclosed wide variations in 
settlement costs around the 
country. The charges on a 
$40,000 home in Washington's 
Maryland suburbs, the highest 
in the country, add to $2,500 
when mortgage discounts are 
included. A house at the same 
price in Boston would require 
only $800 for settlement. Prox- 
mire says that if settlement 
costs on each of the 3.5 mil- 
lion real estate transactions 
that took place in 1971 were 
reduced to Boston levels, home 
buyers would save $785 mil- 
lion a year. 

A recent HUD survey also 
shows extreme variations in 
charges. The comparable title 
exams for loan closings cost 
$143 in Washington, for exam- 
ple, but only $21 in Albany, 
МЛ. 

The highest settlement cost 
areas in descending order are 
Maryland, Delaware, New York, 
Alabama, the District of Colum- 
bia, Pennsylvania, New Jersey, 
Washington, California and 
Florida. 

—DaviD SECREST 
McGraw-Hill World News, 


companies, lawyers and realty require lenders to absorb most Range of costs. The Post series Washington 
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New Panel System 202 package 
from Formica contains pre-cut 
panels with factory applied 
adhesive. Goes up fast, easy, and 
economically. Choose from 

22 beautiful colors and patterns. 


This is what builders have been looking for. 

An easy-to-install tub surround that's beautiful 
and long-lasting, too. 

We started with FORMICA* brand laminate and 
created Panel System 202 for high moisture areas. 
The wide, smooth panels simply cannot cause the 
problems tile and grout can. Their smooth, seamless 
surfaces wipe clean with a damp cloth. 

We made Panel System 202 more convenient to 
install, with a factory prepared package: one 5' x 5' 
panel, two 272’ x 5’ panels. Enough inside corner and 
trim molding to finish off the job, both surfaced with 
matching laminate. Plus a supply of sealant for tub 
joints and a can of FORMICA® brand 120 adhesive 
activator. Other packages sized to meet your require- 
ments available. 

To reduce on-site preparation, we've pre-coated 
the panels with a reactivatible adhesive in the fac- 
tory. There's no messy glue. Just roll on the new 120 
activator, then place the panels in position. 

Factory tests confirm that you can expect a real- 
istic installation time of about 112 hours. From $1.35 
to $1.75 per square foot installed. 

And the beauty of it all is you enjoy a variety of 
colors and patterns . . . and the proven buyer prefer- 
ence for Formica? brand products. 

Make it easier on yourself. Call your Formica rep- 
resentative, today, and ask about the new Panel 
System 202 Tub Surround Package. Or write us, 
Dept. HH-4, for free literature. 

It can make it easier on your pocketbook, too. 


FORMICA 


BRAND 


wall paneling 


© 1972 Formica Corporation, Cincinnati, Ohio 45202 
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Fanny May's conventional mortgage market gets off to a low-key start 


The Federal National Mortgage 
Assoc. entered the secondary 
market for conventional home 
mortgages for the first time last 
month by auctioning $46.4 mil- 
lion in four-month commit- 
ments to purchase convention- 
als from mortgage sellers. 

While that volume was small, 
Fanny May’s move may yet be 
of historic significance to the 
housing industry. For conven- 
tionals, just as FHA-VA guar- 
anteed mortgages, will now 
have a home with Fanny May 
should a money crisis such as 
that of 1966 recur. 

Today, of course, housing 
finance is enjoying prosperous 
times. Since the mortgage mar- 
ket does not need Fanny May’s 
support, and because the pro- 
gram is brand new, the cor- 
poration plans to move gingerly 
into conventionals. Only about 
$500 million will be purchased 
this year says FNMA's president, 
Allen Oakley Hunter. But with- 
in two or three years, depending 
on the market's needs, Fanny 
May could have $1 billion to 
$1.5 billion invested. 

Friend in need. “Our role," 
says Hunter, "is to support the 
market when the need arises, 
not to be the market. And we 
have a duty to see to it that 
Fanny May doesn't enter the 
market unnecessarily.” 

Results of the first two auc- 
tions reflect Fanny May's cau- 
tionary mood. On Feb. 14 the 
corporation issued $34.9 mil- 
lion in commitments to buy 
conventional one to four-family 
home mortgages at an average 
yield of 7.7495. A total of $62.4 
million in bids was submitted. 
On Feb. 28 commitments were 
issued for $11.5 million at an 
average yield of 7.64% against 
$21.1 million in bids. 

Any lender approved by Fanny 
May can participate in the con- 
ventional program but the mort- 
gages that are offered must be on 
the new standard note and mort- 
gage forms Fanny May devel- 
last year. 

Freddy Mac's market. The 
Federal Home Loan Mortgage 
Corp, which, unlike Fanny 
May, is a government agency, 
also started a conventional 
mortgage program last month. 
But Freddy Mac has purchased 
only a few millions worth so 
far. 

Unlike Fanny May, which for 
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First mortgage sold into Fanny May's new auction for conventional loans is presented 


PHIL PORTLOCK 


to Fanny May’s president Oakley Hunter (right) by Philip Jackson Jr. (left), president 
of Mortgage Bankers Assn. of America and vice president of the Jackson Co. of Birm 
ingham, Ala., which made the loan. Senator John Sparkman (D.,Ala.) looks on. 


MGIC INvESTMENT's Ross 
Stepping into private market 


now plans to issue only the four- 
month commitments, Freddy 
Mac stands ready to buy con- 
ventional one to four-family 


mortgages over the counter for 
delivery in 30 days and to buy 
multifamily mortgages too. It 
also issues 24-month commit- 
ments on conventional multi- 
family mortgages. 

Freddy Mac buys only from 
members of the Federal Home 
Loan Bank System, principally 
savings and loans and mutual 
savings banks, and from com- 
mercial banks whose deposits 
are federally insured. 

Delayed forms. Freddy Mac's 
officials say they have done so 
little business because typo- 
graphical and other errors de- 
layed their mortgage forms, 


Mortgage sales company organized in New York 


Hunter A. Copeland has left his 
post as eastern marketing vice 
president of the Colwell Co. of 
Los Angeles to head an invest- 
ment marketing partnership 
formed recently by Winter 
Mortgage Co., a Colwell sub- 
sidiary, and five other mortgage 
bankers. 

The new firm, based in New 
York City, is Hunter Copeland 
& Associates. It sells first mort- 
gages and mortgage-backed se- 
curities to institutional inves- 
tors. 

Winter Mortgage is the gen- 
eral partner, and the limited 
partners are Adair Mortgage Co., 
an Atlanta-based subsidiary of 
the Trust Co. of Georgia; Com- 
monwealth Corp. of Tallahas- 
see, Fla., Colonial Mortgage Co. 
of Indiana, of Fort Wayne; Harris 
Mortgage Corp. of New Orleans 
and Schumacher Mortgage 
Corp. of Memphis, Tenn. 


MorTGAGING’s COPELAND 
Selling from a new outlet 


Factory council elects 


Evan Jeffreys, president of Boise 
Cascade’s Manufactured Homes 
of California, Healdsburg, has 
been elected president of the In- 
dustrialized Housing Council, 
a factory-builder division of the 
Associated Home Builders of the 
Greater Eastbay, Berkeley. 


which differ from Fanny May’s 
(News, Jan.). The one to four- 
family forms were sent out 
only two months ago, and the 
multifamily documents were 
just getting into the mails last 
month. 

Freddy Mac has done some 
business in conventional mort- 
gages through its participation 
program. The agency buys up to 
8596 of a package of conven- 
tional home mortgages assem- 
bled by the seller. In turn 
Freddy Mac sells its participa- 
tions to investors with a guar- 
anty of principal and interest 
that is backed by the "full faith 
and credit" of the Federal Home 
Loan Bank System. 

At the end of 1971 Freddy 
Mac had bought $217 million in 
conventional participations and 
had committed to buy $231 
million more. It sold off $15 
million of the participations to 
investors last November and 
another $55 million in Decem- 
ber. 

Private markets. The entry of 
Fanny May and Freddy Mac 
into the conventional market 
has spurred the interest of 
investment bankers, mortgage 
insurance companies and others 
in making markets in conven- 
tionals too. Last month, for 
example, MGIC Investment 
Corp. of Milwaukee announced 
plans to form a subsidiary called 
MGIC Mortgage Corp. to deal 
in insured conventional resi- 
dential mortgages. The sub- 
sidiary is to be headed by 
William B. Ross, who resigned 
as executive vice president of 
Fanny May in February. 

There are still controversies 
to be settled over the way the 
conventional markets will op- 
erate. 

Mortgage bankers complain 
bitterly because Freddy Mac 
will not allow them to do the 
servicing—collect the pay- 
ments and police the delin- 
quencies, all for a fee—on 
mortgages they originate but 
which end up in Freddy Mac’s 
portfolio. The mortgage bank- 
ing representatives in Washing- 
ton are trying mightily to have 
this year’s omnibus housing 
bill modified to include a pro- 
vision allowing mortgage bank- 
ers to service such loans. 

—DEXTER HUTCHINS 
McGraw-Hill World News, 
Washington 
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"They just don't make ‘em like they used to: 


That's right. At Slater, we make them better. 

Our expanded Decorative Line of specification-grade 
touch-switches and receptacles, for example. 

We've come up with a rather unique idea. 
Personalized embossing on the touch switch. 

Let's say you're bidding on the electrical contract for 
a new motel. There isn't a motel around who 
wouldn't love to see its name on every switch in the 
building. We can emboss other things, too, like 
switch functions ( fan, disposal, etc. ). 

The possibilities are limitless. 

А small detail? Let's face it. In your business, 
an advantage is an advantage. 

Speaking of advantages, here are some more. 

We've added a new single receptacle to our 
Decorative series. Also a wide variety of combination 
devices. Slater's soon-to-be-a-classic 770 touch switch 
now comes in a 20-Amp version called the 2770. 

And the modular design of our Decorative series 
enables you to really reduce your inventory. One plate 
fits both the switch and the receptacle. 

We also ask you to remember that selling up to Slater 
means greater profit per item. As if we had to tell you. 

And last, but not least, are the colors. The newest 
decorator pastels belong in the newest buildings. 

The only part of an installation that your customer sees 
is the devices installed on the wall. If he likes what 
he sees, so much the better. 

We have a whole bunch of new ideas. But they all 
boil down to one thing: 

Slater. The Decorative Line that makes you look good. 


safer 


GLEN COVE, L.l., N.Y, 11542 
HEAVY DUTY AND RESIDENTIAL GRADE WIRING DEVICES 


NEWS/FINANCE 
The mortgage bankers go on trial on the question: Are you doing your job! 
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The mortgage men faced their 
severest critics in a dramatic 
confrontation seldom matched 
for abrupt accusation and abra- 
sive candor. 

The showdown came in Hous- 
ton, where the Mortgage Bank- 
ers Assn. staged a mock trial 
of the industry at the associa- 
tion's spring conference. Seven 
hundred mortgage leaders at- 
tended, and most of them sat 
in on the searing encounter 
session in the make-believe 
courtroom. 

Sharp little gasps of surprise 
sounded at the harsher ques- 
tions from the industry's critics, 
and an uncomfortable hush fell 
when an accuser demanded of 
one of mortgaging’s most re- 
spected elder statesmen, in ef- 
fect: 

Wasn't it because of advanced 
age that you sold your company 
to a bank? And can the company 
any longer do its job? That is, 
can it provide and service loans 
for investors if they are not 
connected with or friends of 
your parent bank? 

Indictment. The question 
epitomized the critics’ case: 
that the mortgage men had 
sold so many of their com- 
panies to banks, sent so many 
middle executives off to the 
wave of new real estate trusts, 
and had themselves entered into 
so many wheeler-dealer activi- 
ties ancillary to mortgage bank- 
ing that they could no longer 
accomplish their basic func- 
tion. That function is to origi- 
nate and service mortgages for 
investors. 

More than 130 new REITS, 
for example, had organized in 
the last three years and had 
issued stock valued at $5.5 
billion. Most of the manage- 
ment for the REITs had come 
straight out of the nation's 800 
or so mortgage banking houses. 

Two court-appointed prosecu- 
tors adduced the evidence 
against the mortgage men. Two 
investors from life companies 
abetted the attack as prosecu- 
tion witnesses. 

Achilles heel. The prosecu- 
tion’s impudent query about 
age and sellouts abraded a 
geriatric nerve. Too many mort- 
gage companies have been run 
for too long as the personal 
fiefs of their GOMs, the Grand 
Old Men who were their 
founder-entrepreneurs. 


Trial of the mortgage bankers unfolds in Houston. Here a defense attorney, Thomas M. French of Fort Worth, addresses jury chosen 
from the industry to hear charge that mortgage bankers dissipated strength to point where they can't do their job. Industry's most 
eloquent witness in defense, Lon Worth Crow Jr., chairman of Southeast Mortgage Co. of Miami, appears at witness table at far left 


The rush into merger with 
commercial banks began in the 
early 1960s, in fact, when the 
aging titans often found it 
easier to sell.their companies 
than to develop replacement 
talent. By mid-1971 banks and 
other entities owned 37 of the 
75 largest mortgage houses, 
and the austere old МВА itself 
was developing a disconcerting 
tradition: When a president of 
the association left office, he 
waited a decent few months 
and then announced sale of 
his company to a bank. 

For the defense. The mortgage 
industry’s most eloquent de- 
fense came from Lon Worth 
Crow Jr., one such former 
MBA president. He had sold 
his company to a bank, and he 
is now chairman of the South- 
east Bank Corporation’s sub- 
sidiary, the Southeast Mort- 
gage Corp. of Miami, an amal- 
gam of three mortgage concerns. 

Crow had surveyed 14 mort- 
gage companies recently ac- 
quired by banks. Nine had 
reported that their new status 
as subsidiaries had not affected 
their ability to serve either 
their builders or investors, and 
five had found that the merger 
actually had a beneficial effect. 
None said such a move had 
in any way impaired the ability 
to originate and service loans. 

And, said Crow, his own 
experience proved that the mort- 
gage company owned by a bank 
had faster access to credit than 
did competitiors, that it could 
consequently originate more 
and better loans for investors, 
and that it could render better 
servicing. 

Management. Far from losing 
key executives to the bank, 
said Crow, the mortgage com- 
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рапу more often attracts the 
bright but bored young manager 
from the bank: 

"We pay them 
one thing." 

And rather than serving as a 
one-way realty counseling ser- 
vice for the bank, Crow argued, 
the mortgage company draws 
on the bank's congeries of ex- 
perts for a wide range of advice 
that it might otherwise have to 
buy from consultants. 

Both profits and loan produc- 
tion have risen in his company, 
Crow said, since the merger. 

The msBa’s president, Philip 
C. Jackson Jr., also defended 
the mortgage men. His indus- 
ry's chief accusers, speaking 
as prosecution witnesses, were 
Donald L. Goetz and James B. 
Smith, respective vice presi- 
dents of Fidelity Mutual Life in 
Philadelphia and Equitable Life 
in Des Moines. 

Story in statistics. The de- 
fense's technique was to pre- 
sent the picture of an assured 
industry that could accept the 
most embarrassing questions 
and answer candidly, in low key 
and full confidence. The de- 
fenders did not even present 
the industry's statistical record. 

The figures might have proved 
revealing. 

The mortgage bankers' loan 
originations slipped slightly— 
and understandably—under the 
pressure of tight credit in 1966. 
Volume was off to $9.3 billion 
from $10.9 billion the previous 
year. 

The chartline has run smartly 
upward ever since, however, 
and the industry climbed 
through the 1969-70 credit 
pinch on surging volume of 
$11.6 billion and $13 billion. 

That climbed to $14.6 bil- 


better, for 


lion last year and should sail 
comfortably beyond $15 bil- 
lion for 1972. 

Servicing has likewise grown 
steadily, and it shows remark- 
able vigor today, even in the 
face of raiding campaigns 
mounted by the rival savings 
and loan industry’s zealous 
regulators. The mortgage men 
were servicing $59.6 billion in 
mortgages in 1966 and $90 bil- 
lion at the end of 1971.* That 
promises to leap beyond $100 
billion this year. 

Earnings. Profits, too, have 
been encouraging. The ratio 
particularly dear to the mort- 
gage banker’s heart is his re- 
turn on mortgages sold, and 
that factored out to an 11¢ loss 
on each $100 of loans in 1966. 
It has been up ever since, and it 
touched 51е in 1970, the last 
year for which figures are avail- 
able. The MBa’s economist, 
John Wetmore, says the 1971 
figure may be up or down, 
but only slightly, and the ratio 
is expected to hold reasonably 
firm through 1972. 

For an industry for which so 
many learned experts had been 
prophesying doom with met- 
ronomic frequency ever since 
the credit crisis of 1966, mort- 
gage banking was demonstrat- 
ing surprising resiliency. The 
jury, preferring to let the audi- 
ence draw its own conclusion 
from the Houston face-off, ren- 
dered no verdict on the evidence 
it heard. It might have arrived 
at a judgment had it studied 
the industry’s record. —E.W.R. 


*Total mortgage debt outstanding was 
$347 billion in 1966, and will be about 
$496 billion when final 1971 figures 
come in. The mortgage bankers’ servic- 
ing share has crept from 17% to about 
19% 
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Potlateh Engineered Wood Products 
help you build better for less... 


Lock-Deck® laminated decking with 
laminated posts and beams have 


opened the way to a whole new world 
of wonderful vacation home designs 
that once had to compromise beauty 
for strength and economy. In one easy 
application you get both structural 
roof system and a handsome finished 


ceiling. Laminated wall and partition 
systems can give you both structural 
and finished walls inside and out. 

Tremendous strength, freedom from 
warping, twisting or checking, and 
wide choice of species, patterns and 
factory finishes are just a few of the 
vacation home advantages of Potlatch 


laminated wood products from the 
forests where innovations grow. 


WOOD PRODUCTS GROUP 
Р.О. Box 3591 - San Francisco, Calif, 94119 


Potlatch, the forests where innovations grow...in wood products and factory-built structures, in paperboard and packaging, in business and printing papers. 
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Rossmoor’s Cortese on the comeback trail—seeking New Worlds of profits 


It’s been a long and rocky road 
back for the retirement king. 

When his empire began to 
crumble in the 1966 credit 
crunch, he was forced to sus- 
pend sales in four Leisure 
Worlds [News, Nov. '67]. And 
for a while the housing indus- 
try wondered whether he had 
drifted into retirement himself. 

But Ross Cortese had merely 
stepped off camera for a few 
years to streamline his ailing 
Rossmoor Corp. 

Now he's back, building an 
updated version of the Leisure 
World retirement villages he 
pioneered eleven years ago. 

And he's added something— 
New Worlds—communities de- 
signed for the first-home buyer. 

Optimism. Results are show- 
ing. At the annual meeting in 
January Cortese told stock- 
holders that the first fiscal 
quarter indicates that "earn- 
ings for the year will be the best 
in the company's history." 

Bateman Eichler, Hill Rich- 
ards, the Los Angeles broker- 
age that brought Rossmoor pub- 
lic last July, is also wildly opti- 
mistic. It expects net for fiscal 
1972 (September) to reach $3.3 
million, on revenues of $60 
million—an enormous jump 
from fiscal 1971's $1.98 mil- 
lion on $35.2 million. 

Still, if first-quarter trends 
continue, this optimistic fore- 
cast should be attainable. Net 
for the quarter was $813,000 
on revenues of $14.2 million 
compared to $151,000 on $5.8 
million for the same 1971 
period. 

And contract backlog at year- 
end amounted to 930 versus 744 
in 1971. 

The New Worlds. Perhaps the 
biggest change in Rossmoor is 
that it’s no longer confined to 
the retirement market. It has 
diversified into single-family 
homes, duplexes and quadplexes 
in the $15,000 to $28,000 range 
for the first-home buyer. Ross- 
moor will soon have eleven 
such communities—all but one 
called New Worlds—under con- 
struction. 

Six New Worlds, a total of 
4,020 units, are planned for 
northern California. Communi- 
ties are also planned for Glen- 
dale, Ariz. (900 units), Evesham 
Township, N.J. (1,070) and 
Winterwood, Nev. (90). 

Already under construction 
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First trade on the American Stock Exchange is examined by Rossmoor's president, Ross 
Cortese (right), and James Tobin (left), a senior floor official of the Exchange. 


are a 1,200-unit New World 
adjoining the Laguna Hills Leis- 
ure World and an 1,800-unit 
New World community, known 
as Aquarius, adjoining the Mary- 
land Leisure World. 

"We thought the young 
couple—the young wage earner 
—would be strongly attracted,” 
explained Robert D. Limberg, 
administrative vice president. 

"He has been, but our real 
market has been a more sophis- 
ticated buyer with an average 
age of 46 and liquid assets of 
over $11,000." 

New Leisure Worlds. Even 
during his darkest days Cortese 
swore: “I won't abandon my Lei- 
sure Worlds." 

He hasn't. He's even expanded 
on the concept. 

The Laguna Hills, Calif. Lei- 
sure World has been test- 
marketing high-rise condomin- 
iums offering full-service ame- 
nities, such as meals, maids, 
limousine transport and nurses. 

“Мт. C. finds a need and fills 
it," says Leila Wendelken, vice 
president of marketing. “For 
instance, the people who orig- 
inally bought at Leisure World 
are older, and most have health 
problems. So the tower con- 
cept tries to provide every 
physical necessity." 

Prices range from $20,000 all 
the way to $62,800. Of the 
13,400 units planned for Laguna 
Hills, 8,690 have been sold, as 
have 1,300 of the 5,000 planned 
for Maryland. Work is starting 
on a third Leisure World of 7,000 
units in Golden Hills, Ariz. 

New techniques. All of Ross- 
moor's new communities sell 
conventionally financed condo- 
miniums rather than the co- 


operatives of earlier Leisure 
Worlds. After the company de- 
velops land and sells homes, 
ownership and community 
management now pass im- 
mediately to the residents. 

Joint-venturing has been 
Rossmoor's answer to the land- 
accumulation problem that con- 
tributed so heavily to the earlier 
debacle. 

For example the company is 
building the Leisure World at 
Golden Hills, Ariz, in part- 
nership with Western Financial 
Corp. a Phoenix savings and 
loan holding company. 

Western Financial has the 
2,000-acre site under long-term 
option, and Rossmoor, as the 
developer, will get half or two- 
thirds of the profit from sales, 
depending on profit level, plus 
half the profit from commer- 
cial development and water and 
sanitation companies. 

New World Winterwood, near 
Las Vegas, Nev. is being built 
with Paradise Development Co. 

At the same time Rossmoor 
has some 3,000 acres that it in- 
tends to develop on its own. In 
Laguna Hills, Calif. it has 1,445, 
and work has begun on 422; 
745 in Montgomery County, 
Md., 205 being developed; and 
169 in Glendale, Ariz., all being 


developed. 
New ownership. Practically 
everything about Rossmoor 


seems to be new, right down to 
the ownership. The company 
is now publicly held, although 
Cortese and his family still own 
2 million of the 3.3 million 
shares. 

Two merger attempts had 
failed before Rossmoor offered 
a million shares to the public 


at $11% (plus warrants to buy 
500,000 at $12.50) in July 1971. 
The offering generated $10.5 
million, all but a million of 
which went to reduce debt. In 
February 1972 the shares began 
trading on the American Ex- 
change at a price of 117%. 

Streamlining. There have 
been other changes. Today's 
trim Rossmoor has 200 employ- 
ees—it had 560 in 1966—and a 
modest building has replaced 
the $2.5-million headquarters 
that Laguna Hills neighbors 
called the Taj Mahal. 

Such cutbacks can make a 
dramatic difference on financial 
statements: Rossmoor's general 
and administrative expenses 
were $6.5 million in 1966; they 
were $2.7 million in 1970. 

Cortese's toughest decision 
was probably to give up two 
Leisure Worlds and sell the 
stockpiled land. But land sales 
brought in $46.6 million from 
1968 to 1970, in addition to re- 
ducing operating costs. 

Cortese sold out of the Lei- 
sure Worlds in Walnut Creek, 
Calif., where he had built 3,125 
of aplanned 10,000 units, andin 
Cranbury, N.J., where he had 
built only 535 of 30,000. 

He sold 3,300 acres near Chi- 
cago, and he continues to sell 
land in New Jersey. 

Problems. At the moment 
Rossmoor is faced with the 
enviable problem of trying to 
keep up with demand. 

"We've been behind for about 
a year," says Leila Wendelken. 
“I have over 100 names on a 
waiting list." 

The company has turned to 
panelized construction—an ex- 
pensive solution, but it cuts two 
months off building time. 

A less enviable problem is 
Rossmoor's formidable long- 
term debt. It requires payments 
on trust deed and mortgage 
notes, some $18 million to 
banks in annual installments to 
1976, and $13.2 million to insur- 
ance companies through 1979. 

But nothing dampens the en- 
thusiasm of the Rossmoor staff- 
ers. They believe that Cortese 
is tuned in to people and that 
this is the key to success. 

“It’s not like selling real 
estate," says Mrs. Wendelken. 
“It’s selling a way of life." 

—BARBARA LAMB 
McGraw-Hill World News, 
Los Angeles 
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a builders approach to a practical kitchen 


Kemper is a beautiful way to be prac- Kemper understands and satisfies ^ have a beautiful and efficient kitchen 
tical because of on time and com- the desires of the home owner to and at the same time is mindful of the 
plete delivery, simplified installation, SIP practical attitude necessary in servic- 
complete size and style range to suit 4 % ing the builders’ professional needs. 
architectural specifications and the > е Call your Kemper distributor today 
most practical part of every Kemper = em Чак?” for a practical look at kitchens or 
kitchen—the competitive price. 701 South N Stre hmond, Indiana 47374 write for complete details, 
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Mobile homes lead housing stocks up 


House & Home's index of five 
leading mobile home stocks 
leaped to 1,816.71 from 1,597.57 
in the month ended March 6, 
an increase of about 14%. 

The index uses a base of 100 
for the value of the five com- 
panies’ shares in January 1965. 
Today's figures mean that the 
mobiles are selling at more 
than 18 times their prices of 
seven years ago. Champion 
Home Builders piled on 1455, to 
72%, in the month alone. 

The mobiles led an advance 
among nearly all housing stocks 
during the month. House & 
Home’s composite index of 25 
housing issues rose to 572.51 
from 533.64. Four of the five 
groups advanced. Only the sav- 
ings and loans fell back. 

Issues computed in the index 
are indicated by bullets (°) in 
the tables below and are over- 
printed in color. Here is the 
composite. 


200 SHARE PRICES OF JANUARY 1759 =400 
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How the five stocks in each 
group performed: 


Mar.'71 Feb.'72 Mar.’72 
Builders 503 561 601 
Land develop. 560 615 675 
Mortgage cos. 740 994 1,057 
Mobile homes 687 1,598 1,817 


S&Ls 170 197 192 
Mar6 Стр 
Bid/ Prev. 
Company Close Month 
BUILDING 
Alodex 12% + 4% 
AVCO Community Devel.’ 4% - % 
American Urban Corp. 6 +% 
Behring ad 8 - 1% 
Bramalea Cons. (Can.) 4м - % 
Building Systems пс... 21% + 1% 
Capital Divers. (Can) ‚78 
Centex Corp." 36 + 2% 
Christiana Cos.” [171 +h 
Cons, Bldg. (Сал) 225 - 005 
Dev. Corp. Amer." 41% + 6% 
Dey. Int. Corp. 7% -3 
Edwards Indus. % +1 
First Nat. Rity.” 1% - % 
ЕРА Corp. Ta - % 
Frouge Corp. 3% + % 
t + 
Hallcraft Homes 25 -2 
Hoffman Rosner Corp. 11% +1 
Homewood Corp. 224 + 1% 
Hunt Building Marts 1h +1%# 
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Mar.6 — Chng. 
Bid/ Prev. 
Company Close Month 
Leisure Technology" 20% - 3% 
McCarthy Co^ 5% + % 
McGrath Corp." 6% 
McKeon Const." 29 + % 
H. Miller & Sons 12% + V 
National Environment 2% + % 
(Sproul Homes) 
New America Ind * 23 + 5% 
Prel. Corp." 25% 2 
resiey Development 25% +2 
Pulte Home Corp.” 12% 3% 
Robino-Ladd Co. 17% - 1% 
Ryan Homes" 32 + 3% 
Ryland Group 40% +12 
Shapell industries‘ 27 +2 
Shelter Corp. of America 25% + 2% 
Standard Pacific" 6% + %h 
3-H Building Corp. 12% + № 
Universal House & Devel.” 3% + M 
US. Financial" 38% + 4% 
U.S. Home Corp: 33% + 6% 
=: mm 20% - h 
lestern Orbis" 4% - + 
Westchester Corp," 26% + 3/2 
Wyandotte Indus." 5% +1 
(First Hartford) 
SAVINGS & LOAN ASSNS. 
American Fin: 
Calif. Fin; 
eame oo IR Fin." 
cd - =e 
First S&L Shares” an 
First Surety 35 - 
First West Fin 2% - К 
Gibraltar Fin." 244 


Hawthorne т T 
= = Inv. sie м 


Trans World Fin; 

Union Fin.” A + и 
United Fin. Cal’ 1134 + % 
Wesco Fin. 16 - 2% 
MORTGAGE BANKERS 


Charter Co." 34 
CMI Investment Corp." 


23 


t. Illinois RIty 
Excel Investment 
Fed. Nat. Mig. Assn.“ 
FirstMtg. Ins. Co. 3 


Te FS 


estern Fin 
Mig. Associates 45% + 1% 
Palomar Fin.” 12% + % 
UPI Corp." 2% 
(United Imp. & Inv.) 


MORTGAGE INV. TRUSTS 


Alison Mig.” 27% + 1% 
American Century" 2872 + 1% 
Arlen Property Invest. 15% 

Atico Mtg.” 22% + € 
Baird & Warner* 195 - № 
BankAmerica RIty. 27% - % 
Bernett Mtg. Tr. 27% + 1% 
Beneficial Standard Мід." 24% 

Cameron Brown 30% - % 
Capital Mortgage SBI 28% - % 
Chase Manhattan* 54 + % 
CI Mortgage Group* 25% + % 
Citizens Mtg." 14% - % 
Citizens & So. Rity. 35% +3 
Cleve. Trust Rity. Investors... 22% + 2% 
Colwell Mfg. Trust” 28% 

Conn. General’ 29% + hh 
ousins Мід. & Eq. Inv. +1 
Diversified Mtg. Inv." 28% + 1M 
Equitable Ше“ 29% +2 
Fidelco Growth Inv." 36 + 1% 
Fidelity Mig." 27 + 1% 
First Memphis Realty 24% + 1% 

nver - 

First Pennsylvania’ 27% - 1% 
Franklin Realty” 9% + и 
Fraser Mig. 26% - 1% 
Galbreath Mig. 27% + % 
Great Amer. Mtg. Inv.’ 34% + 3% 
Guardian Mtg.” 40% - 1% 
Gull Mtg.& Rity." 184 + м 
Hamilton Inv.* 17% 

Heitman Mtg. Investors 13% - 1% 


Mar6  Chng 

Bid/ Prev 
Company Close Month 
Hubbard R. E. Investments" 21% - % 
Larwin Mig.” 29% - %4 
Lincoln Mtg . OM - V 
Mass Mutual Mtg. & Realty“ 29% + Ve 
Median Mtg. Investors 14% + W 
Medica! Mtg 32% +2 
Mony Mig. Inv.’ 12% - MW 
Mortgage Trust of Amer. 24% + 1% 
North Amer. Mtg. Inv. 33% - № 
Northwestern Mutual Life Mtg. 

& Rity’ 25% + % 
PNB Mtg, & Rity. Investors" 2634 +» 
Palomar Mtg. Inv." 17 + % 
Penn. R.E. Inv. Tr^ 13% + % 
Property Capital* з. -1 
Realty Income Tr." 15% = % 
Republic Mtg.” 18% - 5 
B. F. Saul, REIT. 25% + 2% 
Security Mtg. Investors" 19 + 1% 
Stadium Realty Tr. MN - % 
State Mutual SBI" 24% + % 
Sutro Mig" 19% - % 
Unionamerica Mig. & Eq." 29% + 1% 
U.S. Realty Inv." 19% - x 
Wachovia Realty Inc.’ 34 + 3% 
Wells Fargo Mig. де +h 
LAND DEVELOPERS 
All-State Properties h + 
American Land“ 06 + 04 

rvida Corp. 1 + % 
Atlantic Imp. 5 +» 
Canaveral Int." 5% - № 
Cavanagh Communities и + ^ 
Crawford Corp 5 

isc. Inc. 35 + 1 
Don the Beachcomber 

Ent. (Garden Land) 35 - ж 

Fairfield Communities * 4% + % 
tate Land and 5 + % 
orizon Corp." 60% + 6% 
Land Resources 5 +1 
Major Realty 13% + 2% 
jouthern \\ 15 
MOBILE HOMES & MODULES 
Conchemco" 23 + 4% 
ommodore Corp. - 
De Rose Industries” 12% + ^ 
olden West omes" 1 - 

0 mericana 14% - 
Mobile Home Ind." 49% +1% 
Monarch Ind. 6% + 1% 
ey inl Erw 

ountry Mobi 13 
Triangle Mobile 8 + h 
Zimmer Homes" 16% 2% 
Albee Homes 4% + % 
ААВСО Ind.” » 
Brigadier Ind 5% - MW 
Environmental Systems 15% + Ve 
Hodgson House 7% + MX 
Liberty Homes 18% = 1% 
Modular Dynamics 7% - h 
Modular Housing Systems 16 + % 
National Homes* 30% + 1% 
Nationwide Homes" 15% + 1% 
Shelter Resources" 12% + % 
Stirling Homex" 18% - h 
Swift Industries 3% - % 
DIVERSIFIED COMPANIES 
Amer. Cyanamid' 39^ +4 
Amer. Standard 14% - 2% 

(Wm. Lyon) 

Arlen Realty & Develop.’ 21% +1 

AVCO Corp" 19% + M 
Bethelem Steel 32$. + 
Boise Cascade' 17 - 1% 
CNA Financial (Larwin)" 24% +4 
Castle & Cooke“ 18% - и 

(Oceanic Prop.) 

CBS (Klingbeil)* 5% + % 
Christiana Securities 140 +6 

Citizens Financial" 21 + 4% 
City Investing’ 22% + 1 

(Sterling Forest) 

Corning Glass“ 215% + 3M 
Cousins Properties 31% + 4% 
Dreyfus Corp.“ 26% + % 
(Bert Smokier) 
Evans Products“ 25% + 2% 
Ferro Corp. 32% - % 
First Gen, Resources 3% + % 
Fischback & More“ 49% + Me 


Mar6 Сһпд 
Bid/ Prev. 
Company Close Month 
Forest City Ent." 31% + 5% 
Flagg Industries” 12% 
Fruehaut Corp. . 4 +3 
Fuqua Ind. 23% - 1% 
Georgia Pacific" 50%4 + 6% 
Glasrock Products " 7% - % 
Great Southwest Corp. 2h - и 
Gulf Oil (Gulf Reston)* 27 + 1% 
INA Corp. (M. J. Вгоск)' 48% +1% 
Inland Steel" (Scholz) 34% + и 
International Basic Econ S% -% 
International Paper’ 35% + %4 
Internat, Tel. & Tel 61% -3 
(Levitt) 
investors Funding" 19% + 1% 
Killearn Properties " 18% + m 
Leroy Corp. 3% +$% 
Ludlow Corp: 28% - 4% 
Monogram Industries * 16% 
Occidental Petroleum’ 11% - h 
(Occ. Pet. Land & Dev.) 
Pacific Coast Prop." Mm +h 
Perini Corp." 4% -1 
Philip Morris" 78 + 5% 
Prosher Corp 4 + %4 
Rouse Co. 30% + % 
Santa Anita Consol, 29 +4 
(Robt. Н. Grant Corp.) 
Sayre & Fisher”... gu +1 
Temple Industries“ 25% + % 
Tishman Realty* 22% + 3% 
Titan Group Inc. 5% + 1% 
UGI Corp“ 20% -83 
Uris Bldg." 18 +3 
U.S. Ply-Champion* 27% - % 
(Lewers & Cooke) 
Weil McLain 27% 
Westinghouse* 47% + 2% 
(Сога! Ridge Prop.) 
Weyerhaeuser* 50% + 5% 
(Weyer. Real Est. Co.) 
Whittaker (Vector Corp.)' 10 -u 
Wickes Corp’ 49 + 4% 
SUPPLIERS 
Alpha Portland Cement* 17% + № 
Armstrong Cork* 44V. + 5 
Automated Building Сотр."... 15% + 1% 
Berven Carpets" з» +2% 
Bird & Son 111 +7 
Black & Decker* 88 + 1% 
Carrier Corp.” . 50% + 1% 
Certain-teed* 49 * 25 
Crane‘ 50 
Deere” 599 + 5% 
Dexter’ 21% + 4M 
Dover Corp: 55% + 1% 
Emerson Electric“ 844 + 3% 
Emhart Corp“ 354 + 3% 
Fedders' 4M -+ 
Flintkote * 29% - ^ 
GAF Corp.’ 27 +3 
General Electric" 62% T 
General Motors“ 838 +4 
Gerber 38%  - 2% 
Goodrich’ 28 - 2% 
Hercules 59$ + 3и 
Hobart Manufacturing’ 64 - 1% 
Int. Harvester“ 30% - и 
Johns Manville“ 38% + IM 
Kaiser Aluminum* 23% + 4% 
Kirsch* 47% +4 
Leigh Products” 24% + % 
Magic Chef! 54% + 4% 
Masco Corp. 43% + 44 
Masonite Corp." 65 +2 
Maytag’ 44% + 2% 
Modern Maid" а + 2% 
National Gypsum“ 1% +» 
Norris Industries“ 54% + 6% 
Omark Ind . 4% + 1% 
Otis Elevator” 41% +% 
Overhead Door” 33% +1 
Owens Corning Fibercl.* 53% ¬ 1% 
Pollatch Forests* . 284 «25 
PPG Industries“ 48% +49 
Reynolds Metals* „ 20% + 2% 
Rockwell Mfg." 33% + 3^ 
Rohm Haas* .154 + 65 
Ronson* 7% - % 
Roper Corp. 384 + 5% 
St. Regis Paper“ 40% + 24 
Scovill Mfg: 32 +2% 
Sherwin Williams* 50% +3 
Skil Corp.’ 33 +9 
Stanley Works* 37 + 2% 
Tappan“ 359 - % 
Thomas Industries 32% + 2M 
U.S, Gypsum“ 315 + 395 
U.S. Steel" 32% + M 
Wallace Murray" 23% + 1% 
Welbilt Corp. 4% - * 
Whirlpool Corp." M48 +19% 


a—stock newly added to table. b—closing price ASE. c— 


closing price NYSE. d—not traded on date quoted. g— 
closing price MSE. h—closing price PCSE. «—Computed 
in HOUSE & HOME's 25-stock value index. z—adjusted 


for 4-for-1 split 
Source: Standard & Poor's, New York City. 


25 Ticket-Operated Maytags curb coin-box and 
security problems at Orr-Weathers Apartments. 


Report Mr. Curry and Mr. Fearn: “This has worked out 
so successfully that we're seriously considering installing 


the same type of equipment in other complexes as well." 


| > 


Mr. Donnell Curry, Executive Director East St. Louis Housing Authority and 
Mr. Calvin Fearn, Social Services Director, East St. Louis Housing Authority. 


Orr-Weathers Apart- 
ments is a complex of 
588 units in East St. 
Louis, Illinois, under 
the direction of the East 
St. Louis Housing Au- 
thority. 

What makes the laun- 
dry room unusual is it’s 
owned and operated by 
the tenants themselves. 
Located in the administration building, it 
was started as an experiment in 1970, with 
25 Ticket-Operated Maytag DIAL-A- 
FABRIC Washers. Instead of coins these 
machines use Maytag’s exclusive Elec- 
tronic Tickets which help curb the security 
problems often associated with coin boxes. 


Maytag's exclusive 
Electronic Ticket 
which has worked 
so well at Orr- 
Weathers Apart- 
ments. 


Here's an example of how well they 
work. One day thieves broke into the office 
and stole some Maytag Electronic Tickets. 
The stolen tickets were made unusable the 
next morning simply by changing the ticket 
receiver coding. 


According to Mr. Curry and Mr. Fearn, 
the program has worked so well that they 
are thinking about extending it to other 


buildings. In addition the tenants like the 
convenience of Maytag Dial-A-Fabric 
Washers which give them a programmed 
cycle for any washable fabric... even wool 
... With just one dial setting. 


Naturally, we don't say Ticket-Operated 
Maytags will completely eliminate all 
security problems. But if you want a sig- 
nificant improvement in laundry room 
security, plus Maytag dependability, it pays 
to get the facts about Ticket-Operated 
Maytag Washers. Just mail the coupon. 


MAYTAG 


THE DEPENDABILITY PEOPLE 


ee eee ee ee eee eee eee 


І THE MAYTAG COMPANY, Adv. Dept. НН-4-72, Newton, lowa 50208 
GENTLEMEN: Please rush me full information on the dependable 


Maytag-Equipped Laundry package. 


Name 


Address 


City 
State 


Phone 


Zip Code 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 


CIRCLE 82 ON READER SERVICE CARD 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 


H&H Арап. 1972 41 


The electric climate 
is for builders who 

a faster return on 
their investment. 


The electric climate’s 
unique benefits convinced 
Albert Miller to try it in 
16 units-now he’s putting 
it in 50 more! 


Those first 16 total-electric units 
made Albert Miller of Lexington, Ky., 
a solid believer in the electric climate. 
Installing everything electric, includ- 
ing the heat, gave him several benefits. 

“For one thing,” Mr. Miller says, 
“Т discovered that I can build total- 
electric houses faster because electric 
equipment is easier and faster to in- 


ACA. On a 
stall. In fact, it speeds up my con- 
struction by two weeks to a month in 
the winter! So I save time and labor 
costs. How do they sell? As fast as I 
can build them! Гуе got 50 more 
units going up now!” 

Make this your year to discover the 
exclusive benefits of the electric cli- 
mate. Talk to your electric utility com- 
pany today. 


“Awarded to homes exemplifying 
electrical excellence? 


Live better electrically 


Electric Energy Association, 90 Park Avenue, New York, N.Y. 10016 
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Featherock shown above: : zm Random smoothface, charcoal 
Random bold face 4 El Chico Restaurant, Ft. Worth, Texas 
Driftstone >< Bob Jones, Architect 


Featherock is a lightweight natural stone veneer mined in the High Sierra Nevada 
Mountains of Northern California. Available in every major city in the United States 
and Canada, Featherock offers four colors, Charcoal, Silver Gray, Sierra Tan, and 
Driftstone in two distinct styles, random bold face (rugged natural appearance) or 
random smooth face (smooth mosaic appearance). Featherock stands any climate, 
is economical to use, and is I.C.B.O. approved for installation without the use of 
masonry ties when type “s” mortar is used. Architects: for complete technical 
information consult your 1972 Building Stone Institute Catalog. For location of your 
nearest stocking dealer and a copy of our informative A.I.A. File, fill in coupon below: 


New Day & Night 


MODULE-PAC 


cuts Installation Costs 


1. The basic furnace. 


Day & Night's new Module-Pac 

is a heating/air conditioning 
combination that will make your life 
a lot easier. Module-Pacs make 
installations much more 
economical in apartments, 
industrialized homes, schools, 
conventional homes or any 
structure that needs total comfort. 
You can start with a basic forced 
air/electric furnace available in 
models 10, 15 and 20 kw. A gas 
model is also available, 80,000 
BTU — natural or propane. There are 
matching 2 or 3 ton air conditioning 
units. One cabinet size 
accommodates any combination. 
All electric furnaces include 
electric circuit breakers. 


4 H&H APRIL 1972 


4. Finished, recessed furnace/air conditioning. 
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3. Easy slide-in air conditioning. 


You can add the air conditioning 
unit when you install the furnace, 
or at a later date. It simply slides 
into place below the furnace and 
hooked into the common power 
supply by just four wire 
connections! No need for 
refrigeration lines, condensate 
lines, and slabs. 

For added simplicity, the 
Module-Pac goes on the outside 
a building, either wall-hung, grou: 
level or recessed (18-inch depth) 
with or without ductwork. All servi 
through two outside access pane 
Call your Day & Night dealer tod: 
or write for full details to: 

Day & Night Company 

La Puente, California 


day & night. 


your comfort company 


"EA fr. 
FRESH IDEAS FR( j 


we will customize 
the new Broan 


chuck wagon 
hoods 
over 5000 ways! 


You get all the decorator versatility of custom- 
built hoods, plus consistent quality and economy 
of precision manufacturing. 


Classic and Motif, the new Broan Chuck Wagon hoods, 
offer more finish and trim options than any other range 
or barbecue hoods. 


18 GLAMOROUS FINISHES 
Choose from wall mount, pass-through, peninsula апа 
island models (plus specials) in 18 glamorous finishes 
including hammered, antique enamels and appliance 
colors. You can order Motíf with matching or 
contrasting base finish. 


OPTIONAL METAL DECOR TRIM 
Handsome metal trim straps come in all 18 finishes to 
accent hoods, complement kitchen hardware. For added 
versatility there are theme-setting metal hood plaques 
— eagles, lion, dueling pistol and others. 


Motif 
| | Classic 


Model 322 Blower 


NEW BLOWERS ARE ENGINEERING BREAKTHROUGH 
A designer's masterpiece outside, the new Chuck Wagons 
are an engineering triumph inside. Broan's compact 
new blowers are unbelievably easy to install, operate 
and maintain. 


Model 322 delivers 1160 CFM for effective indoor barbecue 
power. Model 320 covers all kitchen range needs with 
420 CFM. Both are HVI Certified. 


FIRST ALL-SOLID STATE RANGE AND 
BARBECUE BLOWERS 
Dialite, home ventilating's first solid state light control 
joins Broan's popular Dialair speed and sound selector. 
Now it's cook's choice of air and sound ... and any 
light intensity from very soft for night lighting 
to 200 watts bright. 


FREE INFORMATION KIT 
Now every range or barbecue center you design can have 
a personalized hood and perfect ventilation. With a little 
care, no two Chuck Wagons need be alike, unless you 
build more than 5000 kitchens. Send for FREE 
information today! Use coupon below. 


the fresh air people 


Perfect Blending of Superb Ventilation and Personalized Style 
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NEWS/FINANCE 


Mergers can work: Earnings speed-up at Grant, Santa Anita proves it... 


That's news these days, when so 
many homebuilders and their 
big-business merger partners are 
finding life together so much 
more costly than living alone. 
The Grant management had 
four and a half years to reach the 
revenue levels that would bring 
it the top price possible under 
its earn-out agreement with 
Santa Anita; Grant Corp. got 
there in a year and a half. 
Merger. Santa Anita Consoli- 
dated, which has expanded from 
ownership of the racetrack into 
real estate and motor trans- 
port, acquired the Newport 
Beach, Calif, homebuilder in 
June 1970 for 139,020 shares of 
Santa Anita preferred, con- 
vertible into 1,112,160 common 
shares worth $22 million 
This amount is approximately 
20 times Grant's net income 
of $1.2 million for the fiscal 
year ended March 31, 1970 
Under the agreement, how- 
ever, only half the shares went 
to Grant upon merger. The re- 
mainder—66,885 shares worth 


$11 million—went into escrow, 
to be released over four years 
and seven months under this 
formula: Whenever Grant's net 
income exceeded $1.2 million, 
Santa Anita would pay over 
stock worth 10 times the 
amount of the excess. 

Grant's net for its new fiscal 
year ended September 30, 1971, 
was $2.5 million—$1.3 mil- 
lion more than the 1970 base 


Ten times this amount exceeds 
the entire $11 million still due 
Grant under the agreement. So 
it took Grant only 19 months, 
instead of four years and seven 
months, to earn the maximum 
it could receive under the terms 
of the earn-out agreement 

Santa Anita was among the 
first to apply this type of deal 
to homebuilding. 


Results. In fiscal 1971, the 


... but here's what happens when they don't 


The profit-and-loss news from 
some other combines is not so 
good. 

American Standard lost $83.8 
million on sales of $1.4 billion 
in 1971 after a special charge 
of $97 million for losses from 
sale of assets and closing of 
some operations. The operating 
losses of the land and builder 
operation, formerly Wm. Lyon 
Development Co., accounted 
for 42€ of Standard's $7.13 loss 
per common share. 

Bil Lyon has just resigned 


from American Standard to form 
a new company to build single- 
family homes. 

Boise Cascade lost $85 mil- 
lion on sales of $1.8 billion, 
largely because of near disaster 
in its recreational community 
and site-building acquisitions 
[News, Dec. '71]. 

GAC Corp. lost $56 million, 
mostly because of declining 
land sales and heavy contract 
cancellations in GAC Proper 
ties, formerly Gulf-American 


Corp 


first full year of combined op- 
erations, Grant increased over- 
all revenue 63% over 1970, 
from $38.7 million to $61.3 
million, and contributed a 
whopping 63% of Santa Anita's 
1971 revenues of $96.7 million 
and 49% of its net of $5 million 

Such dramatic results have 
become commonplace for the 
company headed by the veteran 
builder Bob Grant. Its revenues 
have plotted a steady upward 
curve, increasing an average of 
50% annually over the last five 
years. From a $979,000 loss in 
1967, net rose to $2.5 million 
in 197]. 

In the first quarter of fiscal 
1972 Grant’s net was $150,000 
on revenues of $10.4 million 
compared to $25,000 on reve- 
nues of $7.9 million in 1971. 

Projects. Grant’s California 
communities generated $24 
million of its 1971 revenues. It 
is also one of the top three 
single-family builders in Ha- 
waii, and it has projects in 
Nevada and Arizona. —B.L. 


Inside your home'or out, Virden 
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NEWS/POLICY 


Supreme Court tells tenants: You can’t withhold rent for lack of repairs 


The Constitution does not give 
tenants the right to withhold 
rent because a landlord fails to 
make repairs, the Supreme 
Court has just decided. 

The ruling does not preempt 
state laws condoning nonpay- 
ment of rent in such cases; 
rather, it leaves the states re- 
sponsible for defining landlord- 
tenant relationships. 

The ruling does allow land- 
lords to evict rent strikers where 
state laws permit. 

Oregon law. The court divided 
5 to 2, with Justices William 
O. Douglas and William J. Bren- 
nan Jr. dissenting, in a case in- 
volving Oregon’s Forcible Entry 
and Wrongful Detainer statute. * 

A Portland couple withheld 
rent after their landlord refused 
to make repairs. When the land- 
lord started eviction proceed- 
ings under the statute, which 
allows an owner to sue if rent is 
ten days overdue, the couple 
argued that the statute violated 
the due-process and equal-pro- 


*Lindsey vs. Normet, 70-5045. 


tection clauses of the Constitu- 
tion. 

Legislature’s area. Justice By- 
ron R. White, in the majority 
opinion, held that a tenant wish- 
ing to sue a landlord for sub- 
standard conditions should do 
so separately from any rent con- 
sideration; there is no "Con- 
stitutional barrier" to state laws 
requiring him to pay his rent. 

"We do not denigrate the im- 
portance of decent, safe and san- 
itary housing," the opinion said. 
"But the Constitution does not 
provide judicial remedies for 
every social and economic ill... 
Absent constitutional mandate, 
the assurance of adequate hous- 
ing and the definition of land- 
lord-tenant relationships is a 
legislative, not a judicial func- 
tion." 

Dissenters. Justice Douglas 
wrote in dissent: 

"In the setting of modern 
urban life, the home, even 
though it be in the slums, is 
where man's roots are. To put 
him into the street when the 


slum landlord, not the slum 
tenant, is the real culprit, de- 
prives the tenant of a funda- 
mental right without any real 
opportunity to defend." 

Justice Brennan dissented be- 
cause he favored further pro- 
ceedings in Oregon courts "to 
obtain an authoritative inter- 
pretation" of the law. 

No double bond. The decision 
also upheld a section of the 
Oregon law providing for trial 
six days after the tenant is noti- 
fied of the eviction suit, but it 
struck down a requirement 
that, if he should appeal, he be 
required to post a bond equal 
to twice the rent that accrues. 

"Just three years ago that 
would have been considered a 
huge victory for tenants' law- 
yers," says Florence Roisman, 
associate professor at Washing- 
ton's Catholic University law 
school. 

Model law. The Supreme 
Court decision shifting respon- 
sibility for landlord-tenant rela- 
tions from the courts to the 


legislatures came just a week 
before the uniform code com- 
mittee of the National Confer- 
ence of Commissioners on Uni- 
form State Laws was to meet in 
Chicago to hammer out the final 
version of a model landlord- 
tenant law. The committee has 
been working on the draft for 
four years, and it expects to sub- 
mit it to the NccusL member- 
ship in August. 


Housing judge named 


Paul G. Garrity, 34, has been 
named by Gov. Francis Sargent 
as the judge of Boston's new 
housing court (News, Jan.). 

Garrity, a native of Boston, 
is a member of the law firm ot 
Hale & Dorr and an expert in 
real estate law. 

The court, which is to begin 
functioning this spring, is the 
first housing tribunal in the na- 
tion to have equity powers. 
This means that it can arrange 
settlements even in cases where 
no statutes or precedents apply. 
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is the brightest name in lights. 


Virden Lighting, 6103 Longfellow Avenue 


Cleveland, Ohio 44103 


Division of The Scott & Fetzer Company 


Virden Lighting (Canada), 19 Curity Avenue, Toronto 16, Ontario · Division of SFZ International Limited 


INEWS/PEOPLE 


Jim Hunt, the newsboy who developed much of Fort Lauderdale, dies at 74 


James S. Hunt who retired as 
the nation's largest Chevrolet 
dealer to become one of Flor- 
ida's leading land developers, 
died in Fort Lauderdale on Feb. 
29. He was 74. 

Hunt once said: “I bought the 
American Riviera for four times 
the amount Spain originally 
paid for all of Florida." He 
turned his Riviera into the Galt 
Ocean Mile and Coral Ridge sec- 
tions of Fort Lauderale. Later he 
developed Coral Springs. 

Land and building. Hunt was 
widely known for his land auc- 
tions—colorful Old West land 
rushes where thousands com- 
peted to lay claim to desirable 
plots. In 1965 he sold 1,140 lots 
on 750 acres of land in eight 
minutes. The price: $4 million. 

Hunt founded Coral Ridge 
Properties and later sold it to 
Westinghouse Electric Corp. He 
was chairman and president of 
Land Planners Inc. and chair- 
man of several banks. 

Hunt specialized in houses 
costing $25,000 to $100,000, 


and he required all cash or 50% 
down. 

Early career. The son of a 
Detroit builder, Hunt was or- 


phaned early and became a 
newsboy, car polisher and bus- 
boy. He joined the British Royal 
Flying Corps in 1915 and 


WAGNER INTERNATIONAL 


Deltona's move to big board is observed by company president Frank E. Mackle Jr 
(right), who is welcomed to New York Stock Exchange floor by exchange president 
Robert Haack. Mackle bought 100 shares at 34 and a fraction in opening trade, and 
Deltona's DLT was first symbol to cross ticker tape that day. The company, a 
builder-developer based in Miami, has reported $100 million in sales for each of last 
three years. The stock had traded on American and Pacific Coast exchanges. It is 
one of 25 issues on which House & Home's index of building stocks is computed. 


emerged from World War I as a 
major, with decorations from 
Britain, France and Russia. He 
left World War II as a coast 
guard rear admiral with a Silver 
Star. 

Between wars Hunt managed 
his prosperous Chevrolet dealer- 
ship and devised and published 
the Blue Book, still the author- 
ity on the used-car market. He 
bought interests in Detroit radio 
station WJBK and in the Geor- 
gian Bay Line, a Great Lakes 
cruise ship company. He helped 
Allen P. Kirby regain control of 
the Allegheny Corp. in 1963 by 
buying a large block of stock. 


Levitt president quits 


Lou Fischer has resigned abrupt- 
ly as president of ITT Levitt & 
Sons. He had served for only six 
months. 

Gerhard Andlinger, recently 
elected chairman and chief ex- 
ecutive [NEws, March], will also 
act as president. 
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Community Builders 


... body and spirit builders, too! 


Wherever there is concern for the safe growth 
and development of children, GAME TIME play 
areas become the best children-sitters in the 
world. And they help sell housing. 


The community you build today helps shape 
tomorrow's citizen. 


Full color catalog of GAME TIME “imagineered” 


playground equipment, free upon request. 


GAME TI M E "с. 


Litchfield, Michigan 49252 


This authentic LOW COST two person Finnish Sauna is a completely self-con- 
tained room; featuring a U.L. safety listed 110 volt plug-in heater and automatic 
controls. Requires no plumbing, and is easy to assemble and disassemble. Avail- 
able in sizes from 4' X 4' X 6' 6" to 10' X 12’ X 7". 

Route 22—Dept. Н 
ARCTIC SAUNA CORPORATION Somerville, New Jersey 08876 
Phone: 201-722-2881 
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JOB MARKET 


Positions Available 


Large  Builder/Developer of 
Apartment Communities & 
Single Family/Townhouse Sub- 
divisions, operating in Wash- 
ington Metropolitan Area & 
bordering states, in business 
over 20 years, presently experi- 
encing rapid expansion & antic- 
pating going public, offers un- 
usual growth opportunity for 
individuals qualified through 
experience to perform in the fol- 
lowing positions: 


MARKETING MANAGER: ca- 
pable of taking total responsi- 
bility for immediate merchan- 
dising of $10,000,000 project. 
Must have performance record 
of successful serious experience 
in residential subdivision or 
condominium projects, be a 
dynamic & imaginative person 
with ability to develop creative 
merchandising ideas; energetic, 
hard-driving, do-it-yourself type 
salesman, eager to become an 
important part of marketing di- 
vision of large builder/developer 
corporation. Unlimited growth 
potential. 


PROJECT MANAGERS: Must 
have at least five years experi- 
ence in on-site construction of 
large garden apartment projects 
(200 units or more) and have 
ability to perform within time 
and cost disciplines. Excellent 
opportunity for growth. 


COST ESTIMATOR/PUR- 
CHASING AGENT: Requires 
at least five years experience in 
purchasing, estimating and con- 
tract negotiation for the con- 
struction of multi-family proj- 
ects and/or single family & 
townhouse subdivisions. Must 
be eager to assume increasing 
responsibilities and have growth 
potential of becoming depart- 
ment head. College degree pre- 
ferred. 


Top salaries & bonuses with 
fringe benefits including Pen- 
sion Trust Plan, Employee In- 
vestment Plan & Insurance. 
Good references required. Re- 
sumes treated in confidence. 


Write to receive corporate bro- 
chure and employment applica- 
tion form. 


CARL M. FREEMAN 
ASSOCIATES Inc. 
1400 Spring Street, 
Silver Spring, Maryland 20910 
Attention: Mr. William L. Berry, 
Sr. Vice Pres. 
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SALES REPRESENTATIVE 
WANTED: Established build- 
ing fabricator (since 1953) re- 
cently purchased by the Kassuba 
Company (largest apartment 
builder in the USA) is expand- 
ing its operations. Sales repre- 
sentative positions are open in 
states of Washington, Oregon, 
Idaho, Montana, Wyoming, 
Utah, Alaska and Hawaii. We're 
moving. Why not join us. Send 
resume to George H. Frederking 
BRIGGS MANUFACTURING 
CO., 3755 South 60th Street, 
Tacoma, Washington 98409. 
#206-472-4439. 


CONSTRUCTION MANAG- 
ER: For various housing proj- 
ects in Denver area for estab- 
lished volume builder. Houses, 
townhouses and apartments. 
Must be "up from ranks," hard 
nosed, production and cost ori- 
ented. Salary negotiable. Refer- 
ences required, write: BRAD 
WOLFF DEVELOPMENTS, 
1776 So. Jackson, Suite 303, 
Denver, Colorado 80210. 


CONSTRUCTION VICE PRES- 
IDENT: Rapidly expanding Chi- 
cago based single and multi- 
family building firm seeks full 
charge individual to run entire 
construction operation, Report 
directly to President. Excellent 
compensation package includ- 
ing opportunity for equity par- 
ticipation. Please send resume 
including salary history to: 
COOK, STRATTON & COM- 
PANY, Mr. Roberts, Personnel 
Director, 101 South Wacker 
Drive, Chicago, Illinois 60606. 


CIVIL ENGINEER—SITE EN- 
GINEER MANAGER: Excep- 
tional opportunity for site en- 
gineer to run own show. Must 
have 5 years minimum experi- 
ence in engineering design of 
subdivisions and multi-family 
sites. Ability to make practical 
feasibility studies and to ad- 
minister projects essential. Sal- 
ary range $14,000 to $21,000 
plus significant benefits. Merit 
advancement only. Equal op- 
portunity employer. Send re- 
sume, salary requirements to H. 
Robert Schoenberger, SEAR- 
BROWN, 85 Metro Park, Ro- 
chester, New York 14623. Same 
day reply. 


People Available 


MASTER PLUMBER: seeks 
consultant work for developers 
working in Maryland and North 
Carolina. Offers independent, 
objective assistance with 
plumbing and heating problems. 
Box 401 JOB MARKET House & 
Home, 330 West 42 St., NYC, 
NY 10036. 


HIGHLY SUCCESSFUL HOME 
BUILDER: seeks connection to 
direct development where he 
can use his experience and ini- 
tiative to the fullest extent. 
Preferences: South, Southeast, 
Southwest. Box 402 JOB MAR- 
KET House & Home, 330 West 
42 St., NYC, NY 10036. 


WHAT JOB MARKET 
CAN DO FOR YOU 


This new service from House 
& Home may be the answer to 
your problem if you are looking 
for a marketing VP, construc- 
tion superintendent, estimator, 
president, project manager, de- 
signer, purchasing agent, archi- 
tect, sales manager or even a 
new job for yourself. 

With over 400,000 readers ac- 
tive in every phase of housing 
and light construction JOB 
MARKET offers employers low 
cost access to a unique pool of 
management, supervisory and 
creative talent to fill job open- 
ings. 

For the man looking for a new 
position himself, JOB MARKET 
offers low cost access to those 
builder firms accounting for 
over 90% of the single-family 
and apartment starts as well as 
access to thousands of archi- 
tectural, engineering, commer- 
cial, financial, realty subcon- 
tracting and distributing firms 
with an important stake in 
housing. 

The cost is $2.00 per word 
with a minimum of 25 words. 
Your complete address or use 
of a private box number counts 
as 5 words. Typewritten text is 
needed the first of the month 
preceding the date of the de- 
sired issue. Payment in full 
must accompany your order. 
Send to JOB MARKET, House 
& Home, 330 West 42nd Street, 
New York, N.Y. 10036. 


The new 
McGraw-Hill 
Building 


in Rockefeller Center 


Eight floors available 


Approximately 330,000 square 
feet available for sub-lease. Choice 
location at 1221 Avenue of the 
Americas in Rockefeller Center. 
51 stories high, plazas, prome- 
nades, underground concourses. 
Unequaled operational standards. 
IND Subway Station "in the build- 
ing." Theatres, restaurants, hotels 
and stores just minutes away. 
Modular office design provides 
ultimate layout flexibility. 280 seat 
auditorium. 1,200 seat cafeteria. 


Rental information 


Contact McGraw-Hill's real estate 
consultants, James D. Landauer 
Associates, Inc., 200 Park Avenue, 
New York, NY. 10017, telephone 
(212) 687-2323; or your own broker; 
or John M. Holden, Vice President, 
McGraw-Hill, Inc., 330 West 42nd 
Street, New York, N.Y. 10036, tele- 
phone (212) 971-2382. 


the new 1972 
Directory 
of Modular 
Housing 
Producers 


Fresh facts on the influx of new 
companies joining the ranks of 
modular manufacturers... 


Fresh facts on personnel changes; 
plant number, size and location; 
marketing methods; firm ad- 
dresses... 


Fresh facts on actual 1971 produc- 
tion and 1972 estimates supplied 
by the modular manufacturers 
themselves... 


. all from continuing House & 
Home research designed to keep 
pace with frenetic change in the 
fast-growing modular industry! 


With additional firms added right 
up to press time, House & Home’s 
new '72 Directory updates the 
modular marketplace for supplier, 
producer and buyer of modular 
housing who want to do business 
with each other. 


A handy Reader Inquiry Card 
gives easy access to further infor- 
mation both from suppliers, who 
are indexed alphabetically, and 
from modular producers, who are 
indexed both alphabetically and 
geographically. 

The new ‘72 Directory of Modu- 
lar Housing Producers includes 
the following data on virtually 
every known company active in 
modular housing production: 


Mail Coupon With Remittance 


to House & Home, 
Modular Directory, 
330 West 42 Street, 
New York, N. Y. 10036 


1972 
Houses Home Directory 


1971 Modular Production: Single- 
Family Units, Multi-Family Units. 


Modular Manufacturers: Compa- 
ny Name/Address, Names of 
Principals, Parent Company Affil- 
iation. 


Factory Data: Number of Plants, 
Location of Plants, Total Plant 
Capacity. 


Marketing Methods: Use for Own 


Your name 


Firm name 


Mailing address 


City 


Send. copies of the 1972 DIRECTORY OF MODULAR HOUS- 
ING PRODUCERS for $2.00 each. Enclosed is check for $. 


Projects, Sale to Builders/Devel- 
opers. 

With the 1971 Directory sold out, 
copies of the new '72 Directory of 
Modular Housing Producers will 
also be available on a first-come, 
first-served basis at a cost of $2.00 
each. 

To order copies, print your name 
and address clearly on the coupon 
below and enclose check payable 
to House & Home. 


State Zip 
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THE MERCHANDISING SCENE 


"Offbeat room decor helps prospects 
remember your models ... A child's bedroom 
is a great place to try out 
any imaginative decorating theme" 


In past columns I've stressed the need for the 
interior designer to continually create an 
honest product—believable interiors de- 
signed to communicate the liveability of the 
shelter you build. 

“Honesty and freshness with a flair," as a 
decorating philosophy sounds like it may 
have certain limitations. And, in some 
rooms it does. 

But when it comes to children's bed- 
rooms, the interior designer can let her 
imagination run free. After all, who is more 
imaginative than the audience she is creat- 
ing this fantasy-like environment for? 

On the other hand we learned long ago 
that creativity should never crowd func- 
tionality out of a child's room. This is par- 
ticularly the case when space is at a 
premium. You have to be honest. As em- 
phasized in previous columns, if the decora- 
tor omits a dresser just to make the room 
look larger, the homebuying prospect will 
detect this little fraud in an instant. 

Here are several examples of decorating 
treatments for children's bedrooms that 
solve specific merchandising problems in 
an imaginative, yet honest way. 

The Snoopy bedroom. Charles Schulz' 
famed canine offspring is a worldwide 
celebrity, a cartoon character recognized 
by almost every child and adult. That's the 
primary reason we lionized him in this 
bedroom for preschoolers. 


The built-in beds are functional; they 
serve as twin toyboxes or storage bins. Wall 
decorations are inexpensive and easy to re- 
place; they are pages out of a Peanuts color- 
ing book, splashed with color and thumb- 
tacked on. A checkerboard is cut into the 
carpeting. 

The carpentry cost for creating the 
Snoopy bedroom was surprisingly small; 
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and the extra expense pays dividends. The 
basic room also was small, but by building 
in the bedroom furniture, the room is 
visually expanded. 

Theme bedrooms such as this and the 
ones that follow also can serve to generate 
traffic. Local newspapers’ women's or real 
estate departments may find them worthy 
of a photo and caption. Sometimes the de- 
velopment is identified in the caption, but 
there are no guaranties. 

Little girl's room. When it comes to little 
girls' rooms, the first reactions most decura- 
tors have is to make them fancy, frilly and 
feminine. Fine, but don't forget functional. 


In this case we gave Missy a little retreat 
in her bedroom by building a corner seating, 
area into an alcove. Matching patterns 
were used for draperies, cushions and 
spreads. 

The sailboat bedroom. Whenever pos- 
sible, your interior theme should be tied in 
with the basic outside environment. This 
boy's room is an example of how a nautical 
theme can be carried throughout a home. 


Once again, the carpenter has been put 
to work and with outstanding results. The 
sailboat bed, according to project salesmen, 


CAROLE EICHEN, CAROLE EICHEN INTERIORS INC., FULLERTON, CALIF. 


PHOTOS: JULIUS SHULMAN 


was a focal point for families visiting the 
models. 

Moreover several families, where dad was 
exceptionally handy, duplicated this room 
in homes they subsequently bought. 

To reinforce the blue and white nautical 
theme, a light campaign desk and chair was 
used. Wall coverings are paper that simu- 
lates nautical plans. Again, all of the basic 
furnishings normally found in a young- 
ster's bedroom were included; nothing was 
omitted to artificially enlarge the room. 

Jailhouse bedroom. The basic aims here 
were to give the under-10-year-old boy a 
sense of privacy and feeling of ownership 
in his bedroom and to divide the room into 
sleeping and play-work areas. 

The fact that boys and girls will build 
tents in their bedrooms out of blankets in- 
dicates a child's need for security. So, we 
designed this little jailhouse bedroom 
which inexpensively accomplished both 
objectives. By using floor-to-ceiling-high 
half-inch dowels, any carpenter can build a 
cell similar to the one pictured here. 


A desk and chair, musts for every school- 
age youngster's bedroom, are included. As 
a variation, if you think your prospect 
might have a couple of growing boys, don't 
be afraid to put in bunk beds. Needless to 
say, they are in harmony with the over-all 
theme. 

These four rooms were selected because 
they accomplished two objectives: 1) they 
give the prospective homebuyer a realistic 
example of how to inject some imagination 
into his new home, and 2) they implant 
themselves in the memory of the prospect 
who may not remember your develop- 
ment's name after an afternoon of model 
home tours; but he will remember where he 
saw a specific room that turned him on. 
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unusual beauty, They reflect discr 
door that is difficult to surpass. 


ANOTHER NORRIS INDUSTRIES BUILDING PRODUCT 


New Heavy Duty Bullders oe 
are all muscle and bite 


Announcing а new trio handle; how much more with a Black & Decker 
of rugged Builders you can cut without SUPERSHARP combination 
Sawcats, packed with tiring. Note the vertical blade. It’s Black & 
the kind of Black & adjusting shoe; the Decker's way of giving 
Decker power that gives comfortable LEXAN" you more bite per buck. 
top performance on the handle that stays in the Don't make another 
toughest jobs. Whether same upright position cut until you've talked 
ou choose the 672", whatever the depth with your distributor 
74" or 8" Sawcat, you'll of cut. Each double- about his special Spring 
find it's lighter in weight insulated Builders values on Heavy Duty 
and more compact. Pick Sawcat is also equipped Builders' Sawcats and 
up one of these well- the complete Black 


balanced Sawcats and & Decker line of 
see how easy it is to | circular Saws. 
^ expect the best from 


u^ & Decker 


POWER TOOLS 


Black s Decker. 


Tu" COMBINATION RIP & CROSSCUT 


۵, 
k 
| ШТ "S 


®General Electric Co. 
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All the help you can get 
in multi-family housing: 


The Kingsberry Man. 


Its forecast that approx- 

imately 5096 of the housing 

starts this year will be multi- 

family. If you haven't moved 
into this market yet, now's the time to 
do so! And, nobody knows the multi- 
family housing market like the Kings- 
berry Man. He's ready to help you in- 
crease your building operation and 
profits in a number of ways. He'll offer 
you over 35 multi-family designs in- 
cluding apartments, duplexes, town- 
houses, and condominiums suited for 
conventional and FHA financing. He'll 
assist you with a marketing study to aid 
in determining if a project is financially 
feasible. A plot plan for preliminary 
mortgage submission. And the benefits 
of manufactured housing...high de- 
gree of cost control and 50% reduction 
in on-site labor. Blue prints too, at no 
cost, to meet specifications. Just fill out 
and mail the coupon, and see what it 
does for you...all the help you can get 
in multi-family housing...the Kingsberry 
Man. 


^mi 
KINGSBERRY HOMES 
~~ 


Boise Cascade 
Manufactured Housing Group 
61 Perimeter Park, Atlanta, Georgia 30341 
Frank D. Carter, Director-Marketing, Boise 
Cascade Manufactured Housing Group, 


Dept.HH-4, 61 Perimeter Park, Atlanta, 
Georgia 30341, (404) 458-9411 


Yes, | would like all the help | can get 


Firm 


| presently have land available for (living units) 
О None, О 1-25, O 26-50, Û Over 50 


No. apts. (living units) built in past 12 months 


LJ None, O 1-25, O 26-50, 0 Over 50 


Address 
City State 
Zio —— ——— Phone 


Kingsberry Homes are distributed throughout a 35 
state area of the Mid-West, Mid-Atlantic, South East 
and New England states from plants located in 
Alabama, lowa, Ohio, Oklahoma and Virginia 
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E MODULAR SCENE 


It has been almost three years since that 
huge crowd gathered in Washington to hear 
Secretary Romney's dramatic announce- 
ment of Operation Breakthrough. The at- 
mosphere there was charged with excited 
anticipation and eager enthusiasm, but 
now has been tempered with the more 
practical realities of actual experience. 
Rumblings are heard that Operation Break- 
through is on the way out—that the govern- 
ment wants to drop subsidy housing pro- 
grams, and Breakthrough could be among 
the first casualties. 

However, while it has not approached 
the Cloud 9 goals of its founders, Break- 
through has been extremely beneficial and 
already more successful than most ex- 
pected. It should be a continuing program. 

One of Breakthrough's primary problems 
stemmed from the program's time schedule: 
With only a few short months allocated 
from announcement to submission, many 
quick and ill-conceived entries were to be 
expected. Unfortunately, but predictably, 
some of these found themselves in the 
chosen "Twenty-Two". It would appear 
that the 22 selections were arrived at, not 
only by detailed analysis of the concept 
submitted, but also by the name and sub- 
stance of the company involved. Con- 
sidering the lack of adequate preparation 
time, possibly the selected 22 were the best 
available. Certainly, any random selection 
from the total group probably would have 
resulted in at least a comparable number 
of illogical proposals. 

But it was hardly valid to assume that 
just because an entrant was a large suc- 
cessful company, its submission would 
reflect that background—particularly when 
there was little or no prior experience in 
housing. In fact you can usually expect less 
imagination, flexibility and dedication plus 
a lack of understanding of the total housing 
process at the decision making levels of 
huge corporations. Such deficiencies are 
usually fatal even with an unlimited supply 
of money and people. 

Industrialized housing is not solely a 
production industry. It is a total residential 
development process that moves one im- 
portant phase of that process into the 
factory. Anyone involved in decisions con- 
cerning design concepts or production 
must understand that total process. 

It was and has been obvious that too 
many people connected with Breakthrough, 
and with some of the participants, did not 
have this necessary background. And there- 


Р "Operation Breakthrough has done 
a lot for the industry despite 


its shortcomings... Let's keep it going 
on a permanent basis" 


fore it was predictable that programs would 
suffer and progress would be slow while 
these people were going through this im- 
portant learning process. 

An unrealistic approach. One naive im- 
plication in Breakthrough was that the 
housing industry is archaic and unorganized 
and that an influx of new blood from some 
of our more production-oriented, com- 
puterized industries would quickly bring 
revolutionary concepts and organization. 

I believe that the people running Break- 
through have already learned that the hous- 
ing industry is far from archaic—that it 
has done an amazingly good job over the 
years in providing Americans with ex- 
cellent housing at a reasonable price. It 
has only been the last five years of sharply 
rising costs of labor, material and money 
that has spurred factory housing. 

The general quality of American hous- 
ing is excellent. And the myth that Euro- 
pean housing is a better product and that 
Europeans are ahead of the U.S. in in- 
dustrialized systems is nonsense. American 
consumers would, for the most part, find 
the European product unacceptable. 

However, no housing is ever a perfect 
product. Perfection in a complicated multi- 
trade process such as housing does not 
exist and never will. Every effort should be 
made toward achieving perfection, but 
you cannot expect to actually reach that 
goal. Industrialized housing should be ex- 
pected to be no better, and certainly no 
worse, than the comparably priced con- 
ventional product. 

Breakthrough quality control criteria is 
apparently expecting too much—especially 
from an industry struggling for existence. 
To expect so much more in quality from an 
industrialized product than one built con- 
ventionally is illogical. It can only serve 
to increase costs beyond economic com- 
petition. If such quality criteria were ap- 
plied to conventional housing, labor and 
material costs would be raised beyond 
economic feasibility even if the skilled 
labor was available to do the job. 

A matter of economics. Every material 
supplier fights this same economic battle. 
He constantly balances quality against 
price. There is hardly a component in the 
average housing unit that cannot be had 
at a higher quality—and increased price. 
To use such products plus higher quality 
labor would certainly improve the general 
quality of housing which in turn might 
require somewhat less maintenance. But 


it could also almost double the construc- 
tion costs without adding to livability. And 
contrary to Breakthrough's goal of bring- 
ing down the cost of housing, such a prac- 
tice would place it further out of the reach 
of the average American. 

In spite of criticism, some of it from 
this writer, Breakthrough has served a 
very useful purpose and should continue 
to act as a national center for new housing 
technology. The housing industry has had 
so many innovative failures in the last 
half century that the leaders in the industry 
became gun-shy and preferred to play it 
safe. There was little original thinking in 
terms of product. Any new proposal was 
risky. 

Breakthrough helped to make innova- 
tion respectable. It has stimulated the be- 
ginnings of an important and growing active 
industry well beyond the 22 winners. It 
has helped to make unions more aware of 
the industry and has eased potential prob- 
lems in this area. It has stimulated de- 
sirable uniform statewide housing codes, 
which ultimately could be effective aids to 
all builders—albeit that at the moment 
these codes are going through a shake- 
down period [H&H, Sept. 71]. However, 
all of these areas still demand constant 
and continuing increased attention. The 
job is not nearly complete. 

A future role for Breakthrough. As a 
permanent federal agency for new housing 
technology, Breakthrough should continue 
to effectively stimulate housing innova- 
tion on a permanent basis. A large and well 
equipped testing department should be an 
integral part of that agency. New concepts, 
new products and new systems could re- 
ceive objective analysis, and approvals 
would be recognized on a national basis. 

Breakthrough need not finance innova- 
tive concepts. As long as the proper atmos- 
phere is created and potential roadblocks 
are removed, private enterprise will will- 
ingly make the necessary investments. 
Such an atmosphere can open up a tremen- 
dous potential for new concepts. 

The housing industry requires a strong, 
unifying, open-minded force at the national 
level. Breakthrough can be the nucleus of 
such an agency. It is very badly needed and 
can do much toward furthering a more pro- 
ductive, meaningful housing industry. 

With such assistance a dynamic modular 
housing industry can quickly develop into 
a practical realization of most of Opera- 
tion Breakthrough's goals and aspirations. 


JOSEPH C. GRASSO, EXECUTIVE VICE PRESIDENT, MODULAR HOUSING SYSTEMS INC., NORTHUMBERLAND, PA. 
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Caradco... 


— 
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EXCITEMENT 


Unique modular system 
permits arrangements 
that complement 

any exterior. 


EXCITEMENT 


Double weather-stripping 
seals out cold, heat, dirt. 


EXCITEMENT 


Permanent, leak-proof vinyl glezing 
assures all-weather comfort. 


EXCITEMENT 


A full 90? opening for easy 
inside-outside cleaning. 


Exciting charm, exciting versatility. concealed hinges, gold-tone 

You get both in the Caradco C-200’ operators, factory-priming outside, Caradco 

casement. Plus all these bonus screens, grilles (storm panel Widow and Door Division 
features that make the Caradco version). Excitement! To make it SUUS VERE ER 

package an even better buy: happen, see your Caradco dealer. 


Main Plant, Dubuque, lowa 52001/Hainesport Assembly Plant, Hainesport, New Jersey 80836/Ohio Assembly Plant, Columbus, Ohio 43204 
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THE PLANNING SCENE 


Setback requirements: Part III 
“Dogmatic rules can inhibit the best 
of planning concepts when 

you're striving for family privacy" 


Previous columns about the effects of set- 
back requirements on single-family sub- 
division planning looked at the problems 
from two angles: first, how restrictive rules 
affect our consideration of terrain and en- 
gineering factors; and second, how natural 
elements—like the sun and wind—could be 
incorporated into our planning—if per- 
formance standards replaced setback rules. 

But even more important, perhaps, is the 
consideration of a person's emotional or 
mental well-being, vis-a-vis his residence. 
Like architectural design and site planning, 
this subject is more subjective in nature 
and therefore open to more varied opinion. 

What affects our emotional well-being 
anyway?! Much has been written about 
privacy, stimulation, a feeling of belong- 
ing or sense of place. And to be sure, there 
are many more factors that psychologists 
and sociologists can add about what affects 
our well-being. For the purpose of the fol- 
lowing illustrations, though, I wish to keep 
to the basics—using privacy as an example. 

Privacy, or the lack of it, affects our well- 
being considerably, especially where den- 
sities are fairly high. Certainly there has to 
be some type of balance between privacy 
and social contact for every person. But for 
the moment, let's concentrate on privacy. 

To what extent does privacy exist in the 
typical subdivision? Usually, only to the 
extent that it can be obtained by closing 
all the blinds. Most residents have excellent 
views of their neighbor's bedroom and bath- 
room windows and vice versa. And often 
areas for outdoor family activities can be 
seen by the entire neighborhood (Figure А). 


Even with the addition of fences that are 
found in many western communities, pri- 
vacy is lost by a predominance of two-story 
houses. 

Let's see how privacy factors could be 
enhanced if setbacks were abolished. We'll 
take the three basic types of setback areas— 
side, front and rear yard—and look at each. 

First, the side yard: What could be 
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ROBERT W. HAYES, PRESIDENT, THE COMPLA CORP., SAN FRANCISCO, CALIF. 


achieved if it were reduced, eliminated 
or enlarged? If eliminated, at least on one 
side, the indoor rooms could relate to one 
major outdoor space, thus making it easier 
to achieve privacy (Figure В). 


Another solution allows for one home to 
orient its major private area towards the 
side yard, and the adjacent home to orient 
its two private areas to the front and rear, 
thus affording more chance for privacy for 
both families (Figure С). 
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Iz AH | 


Still a different possibility is the place- 
ment of two houses back-to-back, thus 
orienting each in a different direction. 
This allows for greater open space between 
the two and provides more light and air 
[Figure DJ. 
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The disadvantages are a lack of acoustical 
privacy and the need for a fence between. 
This would be intensified if the houses were 
two-story. 

What about privacy when the front set- 
back is eliminated? Shifting the house to- 
ward the street provides for a greater area to 
be utilized on the rear or at the sides of the 
house. It also allows many of the rooms to 
face to the side yard rather than directly to 
the street [Figure E, above right]. 


The rear yard setback is usually not so 
critical except when there is a need for 
orienting the house to the side. Some- 
times, though, privacy is needed more from 
the street than from the rear of the lot, for 
example when there's a busy street or a side- 
walk with considerable pedestrian traffic. 
Thus, siting at the rear of the lot can create 
private areas to the front and side. These 
areas can be properly screened from the 
street by fences or landscaping (Figure FJ. 


What type of criteria could we work with 
to insure privacy between outdoor-indoor 
areas if setbacks were eliminated? 

First, we would strive for views that 
looked either into a fenced-in terrace or one 
with considerable distance from the next 
house or public area—say more than 100'. 

Certain areas of the house are more criti- 
cal than others. But for the most part out- 
door privacy areas could be tied in with 
indoor areas such as recreation rooms, 
bedrooms and baths. These should vary with 
design of the house as well as family needs. 

Thus the house should be placed on the 
lot where it affords the chance for maximum 
privacy, be it rear, front or side. 

An attempt has been made in this series 
of columns to illustrate that setbacks per 
se are meaningless. Meeting the needs of 
the people who will live in the residential 
environment is what's important. But, un- 
fortunately, it's usually forgotten when it's 
easier to rely on a single dogmatic solution. 

Each of the elements we've discussed— 
engineering factors, terrain, natural ele- 
ments and emotional needs—is important 
when a subdivision is planned. And while 
each should be considered separately, they 
must be weighed against each other to pro- 
vide the best possible environment. After 
all, that's what good planning is all about. 


А room full of Tuscany 
sets an apartment apart. 


It has tenant appeal. You can usher 
prospects into all that Old World 
Tuscany" charm. Wait while they react 
to its natural texture and color. And end 
up being their new landlord. 

But new Tuscany ceramic tile does 
more for you than beauty up a room 
and soften up a prospect. 

It gives you long-term mainte- 


nance-free walls and floors. No burns, 
stains or scratches to mend, refinish or 
replace when the next family moves in. 
And if and when you sell, your 
rooms full of Tuscany ceramic tile will 
still be the best looking rooms in your 


building. 


Tuscany comes in 4 colors, 4 shapes. 


Write for a brochure. It's yours for free. 


American Olean Tile Company, 
1643 Cannon Ave., Lansdale, Pa. 19446. 


American 


Olean 


Jational sum Company 


New Tuscany ceramic tile. Its the natural thing to use: 
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Before homebuilders and homebuyers start 
cheering for proposals that would provide 
property-tax relief by taking school costs off 
the property tax, they should take a good 
long look at what that kind of unthinking 
relief is costing homebuilders and home- 
seekers in Europe. 

As any competent economist could have 
predicted, the resulting low property tax 
has been capitalized into impossibly high 
land prices. So, for example, a 50'x100' lot 
for a small house in a suburb of the capital 
of Switzerland would sell typically for 
220,000 Swiss francs, or a bit more than 
$55,000. And on the outskirts of London, 
land zoned residential is priced as high as 
$192,000 an acre. 

The culprit. Low property taxes are the 
biggest reason why land prices in Europe 
are so crazy high—why private enterprise 
has been priced out of most of the housing 
market, why from 5096 to 8096 of all new 
housing has to be government-built or 
government-subsidized; why up to 8596 of 
all new housing construction is limited to 
land-intensive apartments (mostly high rise) 
instead of land-expensive houses. 

In our own country under today's mis- 
application of the property tax, the owners 
of good homes (whose ratio of improve- 
ment value to land value is high) do, indeed, 
carry an unfair share of the property-tax 
burden as compared to slum owners and 
speculative owners of idle and under-used 
land (whose ratio of improvement value to 
land value is low). But the right way to 
correct this unfairness is not to shift more 
of our school costs to a highly regressive 
federal sales tax or to finance them through 
bigger federal deficits that would feed in- 
flation. 

The best way to correct this unfairness 
would almost certainly be to shift all the 
basic costs of public education to a uniform 
statewide tax on land only, as recommended 
by the Governor's Fiscal Policy Commis- 
sion in Oregon. This would be far better for 
homeowners (and homebuilders) than the 
New York proposal to levy a uniform state- 
wide tax of $2.04 per $100 of true value on 
both land and improvements—a proposal 
that would actually increase the property 
tax on most homes. 

Sooner or later, everyone will have to 
recognize that what we call the property 
tax is not just one tax; on the contrary it 
combines and confuses two opposite and 
conflicting taxes whose consequences could 
hardly be more different. Said the consensus 
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of a round table of urban experts co-spon- 
sored (among others) by the Council of 
State Governments and the National League 
of Cities: 

"One of the two conflicting taxes fused 
and confused in the property tax is the tax 
on improvements—the tax on what past, 
present and future owners of the property 
have spent or will spend to improve it. And 
it must be obvious to anyone that heavy 
taxes on improvements are bound to dis- 
courage, inhibit and often prevent improve- 
ments. 

“The other levy confused in the property 
tax is the land tax—the tax on the location 
value of the site, the tax on what the 
property would be worth if the owners had 
never done anything . . . to improve it, the 
tax on the value that derives mostly from 
an enormous investment of other peoples' 
money ...to create the community around 
it and make the location accessible, livable 
and richly saleable. And it must be obvious 
to anyone that heavy taxes on the location 
could put effective pressure on the owners 
to put their sites to better use so as to 
bring in enough income to earn a good profit 
after paying the heavier tax. 

“All this is so obvious that you would 
think every city would try to tax land 
heavily and tax improvements lightly if at 
all; but just the opposite is the case. Almost 
every community collects two or three 
times as much money from taxes on im- 
provements as from taxes on land; in fact 
many communities tax improvements more 
heavily than any other product of American 
industry except hard liquor, cigarettes and, 
perhaps, gasoline." 

Biggest tax shelter. Conversely, these 
communities so under-assess and under- 
tax under-used land that its price has been 
skyrocketing 6.19 times as fast as the rest of 
the price level. Under-valued land has be- 
come by far the biggest and most profitable 
tax shelter of all—a tax shelter in which 
landowners can get rich in their sleep, with- 
out working, risking or economizing. The 
result: Homebuilders and buyers must pay 
1) heavier taxes to make up for landowners 
being so under-taxed and 2) much too high a 
price for land because landowners are under 
almost no tax pressure to sell. 

The under-taxation of land that is so good 
for landowners is bad for everyone else. 

1. It is bad for the land developer because 
the more land developers have to pay for 
raw acreage and the farther out into the 
boondocks they have to sprawl to find 


dm "Shifting our school costs from property taxes 
to a federal sales tax won't help homebuilders 


or buyers... What's needed is 
a uniform statewide tax on land only“ 


acreage they can afford to buy, the less 
margin they have to cover their land- 
development costs and the less profit they 
can hope to make on the development 
dollars they risk. 

2. It is bad for the homebuilder because 
the more he has to pay for his lots, the less 
money he has left to build more sales ap- 
peal into his houses, the greater his risk 
of having to price his product out of the 
market and the less his chance of selling 
his houses at a good profit. 

3. It is bad for the subcontractor, the 
building-materials dealer and the building- 
product manufacturer. When a builder has 
to pay $5,000 too much for his land, he has 
to take that $5,000 out of his house some- 
where or go broke. So he passes the squeeze 
on to his subs, his dealers and the building- 
product manufacturer. 

4. It is bad for the mortgage lender be- 
cause the more water there is in the land 
price, the less real value the mortgage 
will represent and the less his security. 

5. And it is bad for the Realtor because 
Realtors live by making sales and today's 
crazy land prices are pricing thousands of 
sales clear out of the market. 

An old story. More than 12 years ago 
House a Home's first special issue on land 
and land use noted that homebuilders had 
voted 4 to 1 that land was their most critical 
problem and quoted NAHB economist (now 
executive vice president) Nat Rogg that 
"today's land situation is a killer for the 
builder." 

The concluding headline was: 

"The only way land-price inflation can 
be prevented is to tax land more heavily." 

That would be a far better solution to 
today's housing problems than the enor- 
mous subsidies the federal government has 
been pouring into housing—subsidies that 
HUD Secretary George Romney says can 
now run over the years as high as $148,280 
to enable a moderate-income family to rent 
a little $17,500 apartment, subsidies that 
have gone mostly to offset the subsidy- 
accelerated inflation in land prices that 
accounts for so much of the 84% increase 
in housing costs since 1967. 

So a uniform statewide tax on land only 
would be a many-times-better solution to 
our school-cost problem than proposals 
for shifting the cost of education to other 
tax sources in order to ease the property- 
tax burden on homeowners without cor- 
recting what is so obviously wrong with the 
way the property tax is now applied. 
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MEDUSA CUSTOM COLOR 


Add elegance to new homes with the use of Medusa 
Custom Colored Masonry Cement for colored mortar. 

By specifying a colored mortar for your Home, Town 
House, or Apartment, you customize and personalize its 
architectural splendor. With little additional cost, you 
will appreciate your investment to its fullest. 

Offer your clients new enchantment in color. Choose 
from a multitude of colors available in sample kits. Write 
for color brochure—Medusa Portland Cement Co., 


P. O. Box 5668, Cleveland, Ohio 44101. 
MEDUSA 


Write for free sample kit containing six popular MCCMC colors. 
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Carrier changes 
apartment cooling 
inside and out. 


Carrier's new split system equipment is Outside, Carrier's new 38GS Compact 
tailored neatly to apartments. In both size condensing unit completes the system. 
and cooling capacity. 16" low on the roof. Or behind the bushes 


on the ground. 

Its upflow air exhaust cuts down the 
sound. So does its unique computer- 
designed fan. 

Like its inside companion, the 38GS 
comes in the sizes you need to handle tons of 
cooling in any apartment complex. Simply. 

Know, too, that since the 38GS-40VU 
system carries our name, you'll get the 
kind of tenant recognition and dealer service 
that's made our name. 

Have a Carrier Dealer quote your next 
garden apartment. Inside and out. He's in 
the Yellow Pages. Or write us. Carrier Air 
Conditioning Company, Syracuse, N.Y. 13201. 


(Carrier) 


air conditioning 


Inside, our 40VU fan coil unit stands 
out of the way in a closet. And quietly 
cools an apartment. 

Comes in six sizes to match your 
apartment sizes. And now or later, you can 
slip in an electric heating coil. We made 
room for it. Upflow. Or downflow. 

On larger models, a solid state circuit 
even controls the fan speed. Set it. 

And forget it. 
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just right. And that includes the faucet fixtures. | 
That's why Seacoast Towers installed Delta faucets—6000 of them. For one thing, Delta's | 


simplicity blended beautifully with the decorator touches that abound in Seacoast Towers. Mer die 
More important, they found that Delta faucets are virtually maintenance-free. Thanks to a patented — 
rotating valve that eliminates the washer. And the maintenance and replacement costs that go with washers. 
As Mr. Muss put it: *We're very happy with our Delta faucets. We put them in the apartments, 
cabanas, maids’ rooms and laundries. And they've been practically trouble-free for eight years? 
What Delta faucets have done for Seacoast Towers, they can do 
for you. Write Delta Faucet Company, a Division of Masco Corporation, 
Greensburg, Indiana 47240. 


President of Alexander Muss & Sons, Inc. 
Builders of Seacoast Towers. 
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Waste treatment 

H&H: The reporting job on the AWT 
Waste Treatment System [H&H, 
Feb. is very commendable. We 
feel you have made an important 
contribution to the home building 
and land development industries. 

However, two misconceptions 
were presented. 

The cost of a 50,000 gallon per 
day plant of this type is not $50,000, 
as stated in the article, but approxi- 
mately $200,000. Since these costs 
are quite important to the reader, 
we would like to see this corrected. 

The other error indicated that the 
plant shuts down during regenera- 
tion of the activated carbon. Of 
course it doesn’t—the solids which 
are continuously recovered from the 
stream are held during the regenera- 
tion cycle and are later disposed of 
when the plant goes back into the 
incineration mode 

JOHN D. FLOYD, managing director 
AWT Systems Inc. 
Wilmington, Del. 


Yak sessions 

H&H: I agree with your excellent Jan- 
uary editorial, “Homebuilding and 
Hot Air” 

We not only could wind up stone 
deaf, but we are being robbed of 
precious time. To assemble individ- 
uals to hear a presentation of 20 


Weathering 


for sale... 


minutes that could be accomplished 
in 10 and to hear speakers repeat 
what has been said before is not use- 
ful. We are not utilizing the oppor- 
tunities available for the exchange 
of ideas and information. 

There is available a time-tested 
vehicle for those who speak before 
groups and become involved in 
round tables and conferences, 
whereby individuals can learn to 
develop the skillfull art of com- 
munication. I refer to Toastmasters 
International, a world-wide non- 
profit organization which provides 
its members with the opportunity 
to develop their leadership and ex- 
ecutive potential. 

Anyone can obtain further in- 
formation by writing to: Toast- 
masters International World Head- 
quarters, 2200 N. Grand Ave., Santa 
Ana, Calif. 92711. 

Sip MARCUS, secretary 
Eldorado Developing Corp. 
Spring Valley, N.Y. 


Modular meeting 

H&H: It was a pleasure to associate 
with you and the others at the Janu- 
ary modular meeting in Ft. Lauder- 
dale [нан, March]. I thought the 
meetings were both interesting and 
fruitful. The time spent with Harry 
Finger [asst. secretary, нир] has to 
be beneficial to our industry 


I believe the most basic and im- 
portant element in modular hous- 
ing is code uniformity. If we could 
have the man from HUD most in- 
volved in uniform codes for build- 
ing at our next meeting, | think 
it could add impetus to efforts in 
having states adopt uniform hous- 
ing codes 

Jack E. Danu, president 
Fleetwood Enterprises Inc. 
Riverside, Calif 


Rent Advisory Board 

H&H: With some slight misgiving 
I granted a telephone interview con- 
cerning my Rent Advisory Board 
activities to a member of your 
staff and hoped for the best. Basic- 
ally, the story [NEws, Feb.] was 
reported accurately. However, one 
major item was not reported prop- 
erly, and I want to correct it. 

Your article reads, "Another con- 
cession was made in establishing 
base prices through use of aver- 
ages rather than the highest 1096 
of transactions." This was not the 
posture of the industry members 
nor was it a recommendation of the 
Rent Advisory Board. This method 
of determining base prices was by 
action of the Price Commission 
which not, in this instance, 
follow the recommendation of the 
Rent Advisory Board 


did 
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The use of averages will lead to 
an unnecessarily complicated scale 
of rentals which, if utilized in its 
entirety, will average out economic- 
ally but will pose severe adminis- 
trative problems for many owners 
of rental property. If experience 
bears out this theory, I would 
hope that the Rent Advisory Board, 
as well as the Price Commission, 
will take appropriate steps to mod- 
ify this ruling and eliminate this un- 
necessarily burdensome situation. 

Harvey M. MEYERHOFF 

Baltimore, Md. 

Reader Meyerhof# is the home- 
building industry's representative 
on the Rent Advisory Board—ED. 


Housing stock list 
нен: I can't help but commend you 
on your excellent effort of monitor- 
ing the publicly held companies in 
the housing industry in your index 
of 25 key housing issues. However, I 
am amazed that you have forgotten 
to include a large and rapidly grow- 
ing company called Westchester 

Corp., based out of Houston, Tex. 

Westchester Corp. should be in- 
cluded in the building section, and 
Itrust that you will include it in 

subsequent issues. 
T. H. CHMIELEWSKI 
General Electric 
Philadelphia, Pa. 


B Cabor's 


enhance 
the beauty 
of wood... 


STAINS 


Why are stains often chosen over paints? 
Because wood and stains are made for each 
other . . , stains bring out the best in wood, 
blend naturally, beautifully into the setting. 
For the home shown here, the architects 
specified Cabot's Bleaching Oil to attain the 
weathered "driftwood" look . . . an effect 
heretofore found only in seacoast areas af 
ler years of exposure to 
salt air. Cabot's Stains, 
їп 87 unique colors, 
protect the wood, en- 
hance the grain, grow 
old gracefully, never 
crack, peel or blister. 


4 | 5% 


IT 


Samuel Cabot Inc. 


One Union St., Dept. 430, Boston, Mass. 02108 | 
Г] Send color cards on Cabot's Stains 
L] Send Cabot handbook on Wood Stains | 


Long Island home; Architects: Vernon and Jay Sears, Quoque, Long Island; vertical siding treated with Cabot products. 


*Cabot's Stains, the Original Stains and Standard for the Nation since 1877" Á——S—M—€—m 25 
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Build apartment sub-floors with structural 4-Way Floor 
Decking System and in the same application get 


- resilient carpet under- 
-———- layment, acoustically 
rated noise control, and 
weatherproof insulation. 


4-Way Floor Decking, 2’x8’ 
panels, 1!''2” thick for 
16” o.c. framing; 134” 
thick for 24” o.c. framing. 


Construction Adhesive, 

„ improves construction 
integration, practically 

| eliminates squeaks, cuts 
Ё nailing by 40%. 


Specially designed, tested 
Floor Decking Nails with 
Construction Adhesive 
provide a stiffer, non-nail 
popping, secure floor deck 
system that prevents 
“‘call-back’’ annoyance. 


From the family of code-approved products by the | Ü masote company 


WEST TRENTON, N.J. 08628 
2-022 More than 63 years of technology for building and ecology 
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Using the Bostitch Clinch Nail 
System, we assembled this Fink 
roof truss. Then Fred and Bernie 
climbed on board and we hoisted 
them into the air. The truss bowed 
but the joints held fast, even with 
the racking stress of two grown 
men on either side. (Many of your 
own trusses may be subjected to 
Two Bostitch 20-gauge truss — Similar racking in handling, 
Tee С shipping and installation.) 

Proof that the Bostitch Clinch 
Nail System builds roof trusses strong enough to with- 
stand this kind of stress. 

The exclusive Bostitch Clinch Nail System — a com- 
plete package of coil-fed nailers, compressor, hoses, 
2-ply truss plates, jigs, clamps, 
and Bostitch Clinch Nails that 
hold with rivet-like strength. 

Other Bostitch construction 
systems include manual and 
pneumatic nailers and staplers, 
plus nailing heads for automated 
framing and sheathing machines. 
For the widest choice in fastening The MORENO TET 
systems, send for our new con- nailer drives 250 clinch nails 
struction capabilities brochure. without reloading . nails 
Write Bostitch, 103 Briggs Drive, 


East Greenwich, В.І. 02818. BOSTITCH 
Bostitch fasteners hold fast! ЗЕЕ 
atextronl company 


D Bostitch 1972 
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Even Fred and Bernie Wouldn't "rack" this roof 
Pw 


Join the great 
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American 
Real Estate 


Network. 


It’s a brand-new concept by the 
people who invented the mortgage 
investment trust. 

A publicly-held network of 
builders, developers and real estate- 
oriented financial, manufacturing, 
supply and service companies. 

All helping each other, but work- 
ing autonomously — under their 
own corporate names and man- 
agers. And all of them growing big- 
ger and stronger than they ever 
could any other way. 

At the nucleus, coordinating it 
all, is the staff of First Realty 
Investment Corporation: one of 
the most experienced financial, 
management, administrative and 
advisory teams in the business. 

FRI supplies financial support 
and corporate expertise, as well as 
business contacts to the Network. 

In short, FRI coordinates major 
real estate projects through the 
planning, financing, land acquisi- 
tion, marketing, development, con- 
struction, sales and management 
stages and beyond. 

All in joint venture with solid, 

successful builders and developers. 
T And in permanent partnership 


(through merger or acquisition) 
with mortgage bankers and brok- 
ers, holding companies, engineer- 
ing, accounting, property manage- 
ment, consumer-sales finance and 
brokerage companies, and general, 
life and title insurance firms. 

As well as manufacturers in such 
areas as lumber and plywood, 
plumbing fixtures, architectural 
hardware, heating and air condi- 
tioning equipment, elevators, light- 
ing fixtures, window and sash and 
insulating glass. 

What's more, in the FRI Net- 
work, there will be no junior part- 
ners. And no "junior" companies 
need apply. 

FRI is interested in acquiring 
only firms netting at least $200,000 
to $500,000 annually, after taxes, 
whose futures are as bright as their 
past performances and profits. 

For additional information, 
write: First Realty Investment Cor- 
poration, Senior Vice President— 
Corporate Development, 801 
Forty-First Street, Miami Beach, 
Florida 33140. Or call 305/ 
531-8661. 


First Realty Investment 


Corporation. 
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Raynor offers you over 1,733 choices in garage doors. 
Residential, Commercial and Industrial. 

In every popular garage door style, size and material... 

and in a price range to match your budget. Ribbed steel... 
Flush steel... Insulated steel... Aluminum... Fiberglass... 
Paneled wood... Hollow-core flush wood... Rolling steel doors... 
Fire curtain doors... Aircraft hangar doors... Service station 
doors ... whew! The point is, we can offer the doors you need to 
attractively and securely close any opening. And we back up 
every Raynor overhead-type door with a registration number 
permanently recorded on data film for positive identification 

and quick replacement of any damaged parts ...today, tomorrow 
or twenty years from now. Send for one of our handy garage door 
reference guides to get all the specifications. 

Raynor... we build better doors. 


RAYNOR. 


DOORS 


Name _ 
Title 

Firm 
Address 


City 


———————————— I 


Check the handy garage door reference guide 
you'd like to receive, and mail to: 


RAYNOR MANUFACTURING COMPANY 
DEPT. H DIXON, ILLINOIS 61021 


[] Residential garage door guide 
C] Commercial/Industrial garage door guide 


> State - XT Zip 


DeWalt. 
First... 


20 giant. 


First... 


16 under $1000. 


ГІЇ. 


of heavies 
from 10° to 20. 


DeWalt’ Golden Anniversary 
is a specially good time to buy a 


DeWalt Radial Arm Saw. 


Now is the best possible time for you to get a new DeWalt. Your DeWalt Distributor is offering Golden 
Anniversary Specials and Safety-Pak Bonuses. You have the greatest choice of saw capacities, arm lengths 
and power ratings in the industry. Best of all, you can count on increased production with a new DeWalt. 
For 50 years, DeWalt has earned a reputation for being first in cutting, first in value, first in high production 
with consistent accuracy. Repeatable accuracy—and first in safety. Many models have as standard equipment: 
automatic brake. 115 volt controls, magnetic starter with overload and low-voltage protection and blade guard 


with anti-kickback device. 


Ty 


ll'bewal's two new 20" 
models set records. Rip- 
ping capacity—to 4834". 


Right hand miter capacity—to 23”. 
Maximum depth of cut—615/g". All 
with standard equipment. Super-duty 
7% HP TEFC DeWalt-built motor. 
And the 20” has performance and 
safety equipment that others would 
charge extra for—if they had them. 
Built-in automatic brake. Push-but- 
ton switch and magnetic starter with 
overload and low-voltage protection. 
Exclusive column lock for rigidity 
and repeatable accuracy. The new 
20" will set production records. 


CIRCLE 400 ON READER SERVICE CARD 


W The DeWalt 12" with 
automatic built-in motor 
brake and totally en- 


closed motor cuts a full 4" deep. It's 
fast, accurate and easy-to-operate. 
Contractors, builders, industrial 
maintenance departments rate it 
tops. Two models. 
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Р First 16" under $1000! 
Biggest value in radial 
arm saws. Cuts 57/6" 


deep. DeWalt custom-built motor is 
totally enclosed, fan cooled. 5 horse- 
power continuous duty rating. Push- 
button switch and magnetic starter 
with overload and low-voltage pro- 
tection. Wide contact 8-ball bearing 
saw carriage gives easy, precise 
operation. In addition, DeWalt also 
offers six 16" super-duty models up 
to 7' HP. Get a test гип of these 
DeWalt 16's at yourdistributor's now! 
CIRCLE 401 ON READER SERVICE CARD 


I! DeWalt Builders’ 10" with 
built-in motor brakes cuts 
a full 3" deep. From the 


push-button control panel to the 
heavy gauge steel base, it's loaded 
with DeWalt performance features. 
Two models to choose from. 
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Т The DeWalt 14" is а 
proven producer in resi- 
dence building, cabinet 


shops, lumber yards, vocational 
schools, industrial plants and wood- 
working shops. Cuts 474,” deep. 
DeWalt custom-built motor, totally 
enclosed and fan cooled. Push-button 
switch and magnetic starter with 
overload and low-voltage protection. 
Outstanding durability. In medium or 
standard arm lengths, 5 or 3 HP 
motors. Six models. 

CIRCLE 402 ON READER SERVICE CARD 


Special 
Golden Anniversary 
Safety Pak. 


Your DeWalt Distributor is offering a 
FREE Safety-Pak with the purchase 
of a 14", 16" or 20" saw. Pak includes: 
Lower Safety Guard, Adjustable 
Safety Stop and Spirator Return. Val- 
ues to $113. Specials on 10" and 12" 
models too. FREE Cabinet or leg 
stand with purchase. Call your Dis- 
tributor today! Or write DeWalt, Lan- 
caster, Penna. 17604, Division of the 
Black and Decker Mfg. Co. 


DEWALT 
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Red cedar shingles create a life-style that’s easy to maintain. 
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Editorial 


Phase II’s rent guidelines: 


They serve a temporary purpose 
but let's be sure they don't lead 


to permanent rent contr ol 


Speaking of the Phase II guidelines, Bob Pease, 
former president of the Mortgage Bankers Assn. and 
a member of the Rent Advisory Board, put it very 
well a couple of months ago. 

Said he: “When their over-riding purpose is to 
control inflation, the guidelines are something that 
both tenants and landlords can—and should—live 
with.” 

Agreed. 

Despite all the arguments pro and con (News, 
Feb.), the Rent Board’s guidelines are about as bal- 
anced as any reasonable person could expect. Fur- 
thermore, they'll last only as long as Phase II, which 
could well be phased out in the not-too-distant 
future. 

But what worries us is that the precedent set by 
the guidelines could lead to permanent rent control 
—probably not from Washington, but very possibly 
at the state or local level. 

The climate is right for just such action. This is 
an election year, and the gut issue is neither Viet 
Nam nor race relations; it's the high cost of living— 
the costs that make a shambles of the average fam- 
ily’s budget. Organized tenant groups are flexing 
their muscles and putting pressure on congressmen, 
state legislators and city councilmen. And office 
holders [or seekers) can knuckle under to such pres- 
sure with relative impunity. What better villain to 
scourge than that classic villain, the landlord? 

It goes without saying that some tenant com- 
plaints are justified. There are, indeed, landlords 
who are rent gougers—just as there are price gougers 
in almost any business you can name. But perman- 
ent rent control—in effect, handcuffing the many for 
the sins of the few—is not the answer. Worse, it 
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could be a catastrophe—not just for apartment 
builders and owners but also for the tenants them- 
selves. 

If you have any doubts about how bad that catas- 
trophe could be, take a look at New York City, 
where many landlords, squeezed between rental 
ceilings and rising operating costs, have faced only 
two choices: let their buildings go to Hell or aban- 
don them. Result: the worst housing shortage in the 
nation. 

It’s easy to point out—and to an extent true—that 
New York is a special case. More typical is the State 
of Massachusetts. In mid-1970 the Massachusetts 
legislature passed a law authorizing local rent con- 
trol under broad guidelines. Three Boston-area com- 
munities—Brookline, Somerville and Cambridge— 
promptly wrote stiff rent-control ordinances. Under 
these ordinances a landlord must get the approval 
of a local board to raise rents or evict a tenant—even 
if the eviction is for nonpayment of rent. The up- 
shot: Except for luxury apartments and subsidized 
projects (both exempt), no apartments have been 
built in any of the three communities since the 
ordinances were passed. 

The plain fact is that we don’t need permanent 
rent control. For the most part the old law of supply 


and demand determines rents. Right now, for ex- 


ample, a strongly competitive situation—spawned by 
overbuilding in a number of markets—is working to 
the benefit of tenants. As one West Coast builder 
told House & Home: “We're not about to raise our 
rents . . . If we did; the competition around here 

would kill us." 
That's the way it is in most apartment markets— 
and, over the long pull, the way it should always be. 
JOHN Е. GOLDSMITH 


Multifamily 
at the 
crossroads 


ver since the multifamily market took off back in 
the early sixties, rentals have been its backbone. 
Precise statistics don't exist, but a fair guess would 
be that better than 80% of all multifamily units 
built over the past few years have been rental apart- 
ments. 

Is this about to change? Almost certainly. The 
rental market 16 fast approaching a squeeze potential- 
ly so painful that even the biggest and most suc- 
cessful rental apartment developers are looking for 
a way out. 

The squeeze is compounded of several elements: 

High vacancy rates. Whether or not rental apart- 
ments are seriously overbuilt is at least partly a 
matter of opinion, but it's an incontestable fact that 
in some markets, vacancies have passed the 2096 
mark [News, March]. 

Climbing management costs. At the very least 
these costs can be expected to follow pay-board 
guidelines and rise at nearly 6% per year. 

Limited rent rises. At the moment they are pegged 
at about 2%% per year, certainly not enough to 
handle the growth of management costs. 

Moreover, these elements multiply each other. 
For example the apartment owner can't make rents 
on new units high enough to compensate for the 
limited rent rises, because, thanks to the high vacan- 
cies, his tenants will simply look elsewhere. And 
the pressure for overbuilding contínues, thanks in 
large measure to an oversupply of money looking for 
the tax shelter that apartment depreciation creates. 


So all of a sudden, all the talk and much of the 
action is about condominiums. It's a rare rental 
developer—large or small—who doesn't have a con- 
dominium building or project at least on the draw- 
ing board, if not actually under construction. And 
many owners of existing rental apartments that 
are feeling the squeeze are beginning to convert 
them and sell them off as condominiums. 

Is this the realistic way? Proponents of the con- 
dominium route say it is because condominiums 
offer most of the advantages of rental apartments 
and few of the disadvantages. For example: 

Condominiums satisfy the same broad market of 
young families, empty-nesters and retirees who are 
happy to take a smaller home in return for mainte- 
nance-free living. 

Condominiums offer much the same low monthly 
living cost, with the added advantages of tax deduc- 


tions on part of the monthly payment. 

Condominiums make possible the same degree of 
high-intensity land use which keeps down land and 
land-development costs. 

And most important, of course, condominiums 
take the developer out of the rent-cost squeeze and 
the high-vacancy bind and put him into a solid 
build-and-sell market whose surface has barely been 
scratched. 

But by no means are rental apartment developers 
all going over to the condominium side. Many of 
them see condominiums as merely a useful, but 
relatively small, adjunct to their rental apartment 
business. And still others consider rental apartments, 
despite their recent difficulties, a better market. 
Their reasons are just as persuasive as those of the 
condominium advocates. Specifically: 

* Despite relatively high vacancy rates, the rental 
market remains strong. Most high vacancies occur 
in older, less desirable projects, while good, well- 
run projects are doing very well indeed. 

• Much of the recent squeeze can be dealt with 
by efficient management and new tenant policies— 
especially in the field of shorter, more lenient 
leases. 

* Finally, there are indications that if all the con- 
dominiums now planned actually get built, the 
market may become even more seriously overbuilt 
than the rental market is now. 


It is this burning question—condominiums or 
rentals—that House & Home explores in the pages 
that follow. 

First, we asked seven of the country's biggest 
rental-apartment developers how they saw the 
question, and what direction they plan to take. Their 
views are presented on the next six pages. 

Next, we looked into the new world of con- 
dominium conversions—turning existing rental- 
apartments into for-sale units. Executives from two 
companies that specialize in that fleld tell how it is 
done and what to be aware of, starting on page 100. 

Finally, because the quality of an apartment is a 
vital factor in its success or failure, we show, start- 
ing on page 88, a group of rental projects whose 
design and environment have made them solid finan- 
cial successes. To round out this aspect of the 
market, a remodeling job that turned an old 
liability of an apartment into a like-new asset is 
shown starting on page 106. 
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Seven big apartment developers 


who find themselves at 
this crucial crossroads tell you 


where they're going and why. 


"We're staking our company on 


the proposition that condominiums 


// 


will go over big. 


So says John W. Kessler, 
president of Multicon Com- 
munities, a subsidiary of Multi- 


con Construction Corp. Co- 
lumbus, Ohio 

Kessler is the only one of the 
several builders interviewed by 
House & Home who was will- 
ing to state flatly that condo- 
miniums will represent his 
major marketing effort for both 
the immediate and long-range 
future. 

Of some 2,000 total units 
Multicon now plans to build 
in several markets throughout 
the East, Midwest and South 
in 1972, all but four will be for 
sale as condominiums (most 
of them condominium town- 
houses). The big market, Kes- 
sler says, will be in the $20,000 
range 

Pride of ownership, along 
with tax benefits, is still a ma- 
jor motivating force in the 
shelter market, Kessler believes 
And the condominium concept 
retains these advantages at con- 


John W. Kessler is president of Mul- 
ticon Communities, a division of 
Multicon Properties Inc., located in 
Columbus, Ohio. Founded in 1962, 
with Kessler as a general partner, 
Multicon specialized in the joint 
venturing of rental projects. The 
company incorporated in 1969 and 
became part of Bethlehem Steel Co 
in 1971. This year's Multicon starts 
are expected to be in the 1,800-2,000 
range 


siderable cost savings compared 
with single-family houses, a 
factor which he feels will make 
condominium owners out of 
many home-owners as well as 
current renters 
Builders, faced with main- 
tenance and management costs 
that will probably continue to 
outpace rental income rises, 
should find in condominiums 
a much brighter investment 
picture, Kessler says, especially 
since the net return can be 
booked soon after the project is 
completed. And this argument 
goes double in the case of an 
earnings-hungry public corpora 
tion (Multicon's parent com- 
pany is Bethlehem Steel Согр.). 
What are the key points to 
consider in condominium build 
ing? Kessler sees two: loca 
поп and company organization 
The best site, in Kessler's 
experience, is a predominantly 
single-family neighborhood 
with nearby multifamily hous- 
ing. Specifically, "A nice resi- 
dential area where single-family 
homes are 10% more expen- 
sive than what we can offer." 
The rule is: "A good condo 
minium location is a good 
rental area, but a good rental 
area is not necessarily a good 
condominium area," Kessler 
says. Environmental factors are 
the reason for this. Rental ten 
ants are primarily attracted by a 
site's conveniences—access to 
freeways, shopping centers, etc 
But they are relatively much 
freer to move out if, say, the 
levels of noise and dirt are too 
high, than are condominium 
owners. Therefore a potential 
condominium owner will check 
out possible negative factors 


much more carefully before put- 
ting his mortgage on the line. 

The local rep. This ties in 
closely with what Kessler be- 
lieves is the next most im- 
portant point in developing the 
condominium market: finding 
(and keeping) a man or com- 
pany to represent Multicon in a 
local market area. Since this 
local representative will be re- 
sponsible for finding and buy- 
ing land, overseeing develop- 
ment and marketing the fin- 
ished project, he is obviously 
a vital cog in Multicon's ma- 
chine. 

So after Kessler decides to go 
into a certain area, the first 
thing he does is look for a local 
entrepreneur who knows both 
the industry and the area. 
Sometimes this even means 
buying out a local homebuilder, 
then offering enough pay, in- 
centives and responsibility to 
make him want to stay with 
Multicon. 

When he finds his man, Kes- 
sler brings him to his Colum- 
bus, Ohio headquarters for sev- 
eral months. This gives both the 
man and the company ample 
time to know each other, and 
the local rep time to receive 
training in Multicon's business 
and construction methods. 

These methods include a fine 
balance between centralized 
operation for coordinated plan- 
ning and maximum purchasing 
clout and local management to 
get the best use out of the land 
and the most effective market- 
ing and merchandising. 

"My local representative is a 
vitally important member of 
the company and the key man 
when it comes to selling our 
condominium units," Kessler 
says. "If he's really good, he's 
hard to get and hard to keep. We 
require an entrepreneur. But 
a good entrepreneur, by def- 
inition, wants to work for no one 
but himself. 

“That’s why we give him al- 
most complete responsibility 
for developing the area, subject 
to the barest minimum ОЁ au- 
thority from headquarters. And 
we do take away the risk fac- 
tor for him." 

What kind of condominium? 
Except for a few high-rises for 
retirees in Florida, all Multi- 
con's sale units are townhouses. 
They are more similar to con- 
ventional houses than are apart- 
ments, and they don't require 
the common areas—corridors, 
large entry areas, etc.—that 
garden apartments do. 


Moreover, the townhouse 
form of construction should 
eventually be a natural for mod- 
ular housing, an idea whose 
time "just has to come," Kess- 
ler believes. 

"With their potential ad- 
vantages in high volume and 
production control, modulars 
should eventually provide bet- 
ter value, even though not all of 
them do at the present," he says. 

"Today, they cost more to 
finance, and transportation is 
another big problem. But. I’m 
sure there will be much more 
modular in the future." 

Converting rentals. Kessler is 
even studying the feasibility of 
converting part of a Chicago 
project into condominiums. If 
the prospects look favorable, 
he will probably offer the apart- 
ments in one of the buildings 
for sale to its present tenants. 
Those tenants who don't want 
to buy will have the opportunity 
to move to a similar rental unit 
in another building in the pro- 
ject, with Multicon paying the 
mover's tab. 

The vacated units would then 
be offered as is at a discount 
instead of being renovated. 

Possible dangers. What fac- 
tors in the future could change 
the outlook for condominiums? 
One is the tax shelter problem. 
If condominium building takes 
off the way Kessler thinks it 
could, rental owners whose va- 
cancies went way up could pull 
their rents way down and oper- 
ate more for tax shelter than for 
current income. This could pose 
competitive difficulties for the 
condominium builder, Kessler 
acknowledges. 

Another fly in the ointment 
might be the growing demand 
for second homes. Since these 
are in most cases purchased 
rather than rented, a boom in the 
vacation home market could eat 
up the capital which would have 
gone into the down payment 
for the primary home. And 
Kessler sees the possible advent 
of the four-day week as giving 
a big boost to both the travel 
industry and the second-home 
market, again at the expense of 
the condominium builder. 

But Kessler doesn't see these 
as major problems. He sums 
up his case like this: 

"The public wants condo- 
miniums for ownership and tax 
write-off reasons. 

"The builder should see in 
them the chance to take his 
earnings and look for new pro- 
jects.” 


“The rental market is just now 
coming of age, and we're going 


to stay with it." 


So says Jack P. DeBoer, one of 
the firmest of non-believers in 
condominium housing. He has 
no intention of leaving the 
rental market in which he has 
grown to one of the country's 
largest building firms. 

DeBoer sees the best way of 
staying healthy in the squeezed 
rental market as increased ef- 
ficiency—in his words, "taking 
the slop out of rental costs." 

DeBoer thinks that until now, 
rental builders have been able 
to show black ink without be- 
ing too careful about building 
and maintenance costs. That 
situation does not exist any 
more, and builders who want to 
stay in business will have to 
clamp down hard on excess 
costs. 

DeBoer's own experience has 
been that there are costs to be 
cut and quality to be improved 
in virtually every area, from 
basic construction materials to 
carpets and light bulbs. 

Looking ahead. A major rea- 
son for DeBoer's optimism to- 
wards the rental market is his 
conviction that condominiums 
will soon begin to price them- 
selves out of the market. 

“1 believe we're going to see 
in condominium building ex- 
actly what has happened to the 
single-family market over the 
last twenty years," he says. 


Founded in 1965, Jack P. DeBoer 
Associates of Wichita, Kans., is 
presently doing an annual volume 
of close to $100 million in rental 
apartments. Geographically, De- 
Boer’s projects extend from Las 
Vegas to Raleigh, N.C., and Lans- 
ing, Mich., to Houston. 


“What happened there was a 
case of too good a selling job by 
the industry. 

“The period from 1946 to 
1956 saw an interesting evolu- 
tion. First you had a two-bed- 
room house on a slab, then 
three bedrooms, then three with 
basement and so on up the line. 
Now people can’t afford single- 
family houses any more, even 
though today you can still build 
a two-bedroom on a slab at 
nearly the same relative cost 
as you could in 1946. 

“The industry sold itself out 
of the market in single-families, 
and it’s going to do the same 
thing with condominiums. 

“On the other hand our multi- 
family building quality is 200% 
better than it was three years 
ago, because we’ve learned that 
we can't afford to make mis- 
takes any longer." 

The better quality, DeBoer 
says, means that maintenance 
costs have been substantially 
reduced. 

" And we keep the lid on even 
tighter by stringent and regular 
inspections of all our projects. 
This is the responsibility not 
only of the local management 
but of what we call our Environ- 
mental Department, which is 
based here in Wichita but is 
within two and a half flying 
hours of all our developments." 

DeBoer's attack on high costs 
is  two-pronged: full-time 
schools for managers and main- 
tenance men, and a department 
whose job is to keep a log on 
the performance of maintenance 
hardware—a sort of Consumers 
Union in miniature. 

This can make a big differ- 

TO NEXT PAGE 
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RENTALS OR CONDOMINIUMS CONTINUED 


ence, DeBoer notes, even on 
something as small as a light 
bulb, an item which costs his 
company a yearly sum in the 
five-figures bracket. 

Various makes and types of 
carpeting, to cite another ex- 
ample, are laid in DeBoer's of- 
fice areas. A few months of traf- 
fic is all it takes to find out 
which carpets can take it and 
which can't. Other items tested, 
with performance logs kept, in- 
clude draperies, paint, bathroom 
fixtures and kitchen appliances. 

Cagey customers. DeBoer is 
convinced there is no future in 
presetting higher rental rates so 
as to close the gap between 
rentals and rising costs. The 
only way the gap can be closed 
is by better building and better 
maintenance. 

“Today's customer is sophis- 
ticated and price-conscious as 
never before. He knows down to 
the dollar what an apartment is 
worth; if your rent is $5 over the 
market, you're going to have a 
lot of empty apartments." 

A big reason why DeBoer 
speaks with confidence is that 
he knows precisely what his 
market is and how to reach it. 
His project surveys show these 
statistics: 80% of his male and 
90% of the female tenants are 
under 35. A little over half are 
married, but they average only 
0.19 school-age children and 
0.35 children of all ages. 

What this spells out to DeBoer 
is a lot of freedom and a lot of 
discretionary income. And his 
new brochures hit the freedom 
aspect hard, pointing out that 
freedom from down payments 
and household chores means 
freedom to travel and to put 
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money into cars, the stock mar- 
ket, etc. 

"Today's youth ideals are a 
far cry from the older ones of 
'the vine-covered cottage and 
baby makes three," he says. 
“Today's young people are bet- 
ter educated and less likely to 
fall into that kind of rut. They 
know that a home can't possibly 
appreciate in value—certainly 
not the way stocks are likely 
to—and they take pride in own- 
ing other things. Certainly a lot 
of them will put their money 
down on a vacation home be- 
fore they'll tie it down in a 
primary dwelling unit." 

A rough go. What about costs 
that go up no matter what you 
do? 

"The rental business is cer- 
tainly getting tougher,” says De- 
Boer, "and I’m convinced that 
this will drive most apartment 
developers into condominiums. 
This may not be what the cus- 
tomer wants, but it will be what 
he gets. 

“But for us, there will be no 
condominium building in the 
near future. It’s just a different 
business, and it’s not compati- 
ble with rental developing.” 

Are there any factors that 
might change his outlook? Says 
DeBoer: "One problem is that 
the industry runs a risk of pric- 
ing itself out of the rental mar- 
ket as well as the single-family 
and condominium markets. 
Otherwise, the most disastrous 
thing that could happen would 
be taking away of tax write-off 
advantages in the rental seg- 
ment. 

"I'm not worried about us, 
but I am a little worried about 
the industry." 


"Condominiums will boom for the 
next two years, but by 1977 there 
won't be any suitable land left." 


rosebuds 
while ye may" note comes from 
H. Clarke Wells, senior vice 
president of L.B. Nelson Corp. 

The firm, until recently a 
specialist in rental garden apart- 
ments, started the move into 


This "gather ye 


condominium townhouses a 
year and a half ago. 

Wells’ current projection sees 
for-sale townhouses as being a 
big gainer for the next two years; 
by 1974 this market may ac- 
count for half of Nelson Corp.'s 
housing starts, with rental 
apartments accounting for the 
other half. 

But Wells offers a note of cau- 
tion; “I think that in five years 
the pendulum will have swung 
back a bit; my guess is that by 
1977 we may be back up to 
two-thirds or three-fourths of 
our production in garden apart- 
ments. The balance will be in 
some form of condominiums, 
either townhouses or high-rises. 

“The reason is simple. In five 
years virtually all the land suit- 
able for townhouses for sale will 
be gone. All that will be left will 
be land zoned for very high- 
density." 


H. Clarke Wells is senior vice presi- 
dent of L.B. Nelson Corp., Palo Alto, 
Calif. The company was founded in 
1962 as L.B. Nelson & Associates 
and incorporated in 1969. Major 
building areas are the San Francisco 
Bay area and Washington, D.C. 
Wells is also a contributing editor 
and former senior editor of HOUSE 
& Home. 


It could be different. There 
are two factors that could 
change that outlook, in Wells' 
opinion. One is the creation of 
more new towns in the proper 
sense—self-sustaining commu- 
nities, not the bedroom com- 
munities which most of the so- 
called new towns really are. 

“Tf industry and developers 
can be persuaded to open up new 
towns, for which you need a 
minimum of 50,000 people and 
at least one industry each, then 
a whole lot of new land will be 
opened up to for-sale housing." 

The other factor that Wells 
thinks will have a substantial 
effect—at least in the next few 
years—is the Rent Advisory 
Board. 

"For the last six years, we've 
seen operating costs rise about 
5% every 18 months. But now 
the Rent Advisory Board says 
you have to hold increases 
down to 2%% a year. And it 
doesn't look as if the Pay 
Board will be as stringent, so 
operating costs will probably 
rise much faster than rents. 

“Тт sure the rent board will 
be in existence for a long time 
to come, and it will probably 
tend to become a fairly strong 
bureaucracy. So if it sticks with 
present guidelines, a lot of mar- 
ginal, high-density land is going 
to have to be turned into high- 
rise condominiums." 

D.C. picture bright. Wells 
sees the Washington, D.C. area 
as the best marketing area for all 
kinds of housing for the next five 
years. There will be built the 
first of three projects that Nel- 
son Corp. plans as combinations 
of condominium townhouses 
and rental garden apartments. 


While the townhouses will 
be built for sale, should the 
market not go as Wells expects, 
they will be rented. 

"One of the big advantages of 
this kind of construction is that 
you can shift over quite easily 
from one to the other." 

This hedge reflects Wells’ 
skepticism that the market for 
condominiums is as bright as 
some see it. 

Says Wells, "I have a feeling 
the public is going to lean to- 
ward rental—especially now 
that most townhouses are al- 
ready pushing past the $30,000 
level. I predict that in five years 
they'll be as expensive as single- 
family houses are now. 

“All these factors convince 
me that townhouses are merely 
a stop-gap measure; they're just 
not the most economical way to 
use land. Restricted as they are 
to eight units per асге—12 at 
most if you jam them in and get 
the zoning—they've got to give 
way to high-density construc- 
tion." 

Grabbing the tenant. A couple 
of innovations the Nelson Corp. 
has tried out have played sig- 
nificant roles keeping vacancy 
rates down to below 595. 

Each rental project of 500 or 
more units has no less than 
three permanent furnished 
models—a studio and one- and 
two-bedroom apartments. 

They're not only fully deco- 
rated, but they contain back- 
lighted photo transparencies 
that carry both the product mes- 
sage and the institutional mes- 
sage too. 

What's more, a full-time em- 
ployee (нан, Nov. 71) does 
nothing but show prospects 
through the models (transporta- 
tion from one to another is by a 
specially designed golf cart, 
adapted to the sidewalks and 
complete with a fringe on top 
and the name of the project on 
the side). 

The models are anything but a 
waste of revenue space, Wells 
maintains. 

"A vacancy rate of 5% figures 
out to 25 apartments per month 
—just about one a day—in a 500- 
unit project," he points out. 
"Since there will be anywhere 
from five to ten lookers for 
every eventual renter, a lot of 
traffic must come through every 
day. Having good model apart- 
ments for traffic to go through 
more than justifies the non- 
revenue space, which figures out 
only to a fraction of 1%, any- 
way." 


“We're going into condominiums, 
but they'll add to our rental 
operations, not replace them." 
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So says Walter J. Kassuba— 
who made his mark in the in- 
dustry by turning the Kassuba 
Development Corp. into one of 
the nation's largest rental de- 
velopers. 

And he has an interesting rea- 
son from his own financial 
standpoint for adding condo- 
minium development to his 
rental operations. In four words: 
very substantial tax breaks. 

It works like this: the rental 
property Kassuba has under con- 
struction creates enough deduc- 
tions—construction interest, 
broker and lender fees, real 
estate taxes, etc.—to completely 
shelter the ordinary income 
generated by condominium de- 
velopments—at least in the vol- 
ume Kassuba is now produc- 
ing condominiums. 

Kassuba is even more reluc- 


As head of Kassuba Development 
Corp., Walter Judd Kassuba has in 
12 years become one of the top three 
builders in the country, with an ap- 
proximate production in 1971 of 
10,000 units. Kassuba Development 
Corp., with headquarters in Palm 
Beach, Fla., also builds shopping 
centers and mobile homes. 


tant than most to offer a predic- 
tion on how far he'll be going in 
condominiums—" Ask me again 
in a year," he says—but he has 
three for Florida and one for 
Connecticut on the drawing 
board right now. 

"We'll concentrate here in 
Florida at first, then move 
gradually," he says. “We don't 
want to be in the position of 
building 12 condominiums, 
then finding out we're making 
some mistakes that could easily 
have been corrected if we'd just 
taken our time and gotten our 
feet on the ground better. 

Easier financing. From the 
consumer's aspect a major 
point in favor of sale units is 
the present relative ease of fi- 
nancing, Kassuba says. So the 
increasing number of people 
who want a second home in 
Florida for winter or year-round 
use should continue to feed the 
condominium boom—especial- 
ly since convenience of location 
is not as important for retired 
people as it is for the young. 

Innovator. But Kassuba 
doesn’t plan to give up any of 
the rental market. And making 
life as simple as possible for the 
rental tenant is a key philosophy 
behind Kassuba’s success. 

Item: He has replaced the 
standard lease with an occupan- 
cy agreement which can be 
cancelled by either party on 90 
days notice. 

And, wonder of wonders, the 
agreement is brief, to the point 
and easy to read. It consists of 
just ten paragraphs and 12 rules 
and regulations. A sample: 

“Upon proper expiration of 
this agreement, Occupant will 
turn over full possession of 


the apartment to the Owner, and 
return all keys. Occupant will 
be entitled to a prompt refund 
of the Security Deposit, if the 
apartment is returned in a clean 
and like condition as when re- 
ceived. Of course, reasonable 
wear and tear is allowed. . .” 

Furthermore, on the back of 
the second copy, Kassuba's 
agreement "takes the insecurity 
out of security by listing the 
exact charges we will make 
against a deposit,” he points out. 

“On the day a person moves, 
our manager walks through the 
apartment with that person and 
assesses charges. If after being 
informed, the tenant wants to 
clean the stove or patch the 
wall, we’re glad to have them 
do it. The deposit is returned 
within two weeks, minus any 
deductions." 

Fast service. Any call for re- 
pairs is answered within 24 
hours, and a service request 
form is filled out. By analyzing 
service requests on a regional 
and national basis, Kassuba is 
able to evaluate maintenance 
problems and, hopefully, cut 
down on their frequency. 

Pets are allowed only in cer- 
tain sections of his projects, 
which he calls “Traces” from 
the old term for wilderness 
paths which led the traveler to 
hospitality and shelter. A sep- 
arate Pet Agreement with copy 
for owner and occupant spells 
out the rules the occupant is 
expected to observe. 

Environmentalist. When he's 
shopping for money, Kassuba 
brings with him a 20-minute 
slide-with-music show that em- 
phasizes landscaping and other 
environmental features of his 
projects. It hits the lender hard 
with the message that young 
people are concerned with these 
amenities and that he knows 
how to build for this important 
market. It helps get his financ- 
ing and carries an important 
institutional message as well, 
he observes. 

The long view. Whether or 
not condominiums grow the 
way some are predicting, Kas- 
suba sees a strong future for the 
rental market. But with costs 
rising faster than rental income, 
he sees “how good you are com- 
pared to the next guy" as the 
difference between success and 
failure. 

And making a rental project 
easy to move into, live in and 
get out of will be the key to his 
own success. 


TO NEXT PAGE 
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"The public is ready to buy 
condominiums, and lenders 
are ready to invest in them" 


So says Donald J. Scholz, whose 
new company expects in fiscal 
1973 to build 824 condomin- 
iums vs 1,636 rental units and 
by 1974 to push condominium 
production ahead of rentals. 

Eventually, Scholz thinks, he 
may drop the rental end al- 
together. 

"In the last year nearly every 
major city has become a strong 
market for condominiums," 
says Scholz. "Before that, con- 
dominiums were almost un- 
known. 

"We used to couch our ad- 
vertisements in terms of the 
benefits of condominium hous- 
ing. Now, although we're still 
mentioning that, we find peo- 
ple already know about the 
benefits. So we can talk less 
about condominiums in general 
and more about Scholz condo- 
miniums." 

Where the dollars are. Scholz 
sees the major financial impetus 
as coming from the savings and 
loan associations. The sar's 
are only just beginning to get 
into the field, he points out. 
And since in most cases they're 
not allowed to put more than 
2096 of their assets into rental 
projects, and since condomin- 


Donald J. Scholz & Co., Sylvania, 
Ohio, is the second company to 
carry the name of this industry 
Phoenix who in 1969 sold his first 
company to Inland Steel for nearly 
$90 million in cash and stock. 
Established only last year, the new 
Scholz enterprise is currently work- 
ing on 14 projects from Santa Ana, 
Calif., to Buffalo, N.Y. 


iums qualify as single-family 
houses, that will mean vast 
amounts of money available 
for condominiums. 

“The sar's are very eager to 
get into this market," Scholz 
says. "And they have the ad- 
vantage of not being limited on 
the size of the mortgage they 
can put up, as FHA is. 

"For example the most we 
can get from the ЕНА, includ- 
ing an allowance for higher 
land cost, is $21,600. When 
you build above the $30,000 
range, this means too big a down 
payment for most buyers." 

Participation the key. As far 
as the rental market is con- 
cerned, Scholz is no advocate 
of the build 'em and leave 'em 
philosophy. Not only does it 
give the whole syndication con- 
cept a bad odor, it cuts the 
builder out of a potentially 
lucrative share in future resales 
or refinancing profits. 

Scholz has written into his 
contract a provision which, in 
return for his management of 
the property, gets him a piece 
of the resale action—typically, 
about 3096. This is good for 
both him and the syndicate, 
since it gives him an incentive 
to provide the best manage- 
ment he is capable of. 

“It’s not common in the in- 
dustry yet," he acknowledges, 
"but I hope it will be." 

Since his share of this future 
profit will depend largely on 
the extent to which the property 
will appreciate in value, Scholz 
is aiming for the medium and 
:high luxury market, with par- 
ticular emphasis on finding and 
developing land with unusual 
attributes. 


“Lower-priced condominiums, 


without all the pools and saunas, 
are what the public wants" 


So says George Deffet, presi- 


dent of Deffet Companies 
which, after a meteoric rise in 
the rental field (from 125 units 
in 1965 to 1,500 units last year), 
plans next year to move strongly 
into the condominium and, of 
all things, the co-op market. 

Deffet backs his claim that 
low-price condominiums can 
be a hot market with some 
rather startling figures. For ex- 
ample: 

A recent marketing analysis 
in 100 medium-sized cities— 
which Deffet sees as the big 
market of the future—indicates 
that only 6% to 10% of po- 
tential buyers expressed the 
slightest interest in luxury fa- 
cilities such as heated pools, 
saunas, elaborate clubhouses, 
etc. (The survey applies to 
married people; singles can be 
expected to make much more 
extensive use of them. 

The survey results represent 
to Deffet a clear indication that 
people are far more interested 
in lower condominium costs 
and better management than 
they are in luxury facilities 
which most of them aren't go- 
ingtouse anyway. 

Condominiums аѕ invest- 
ment. Deffet does see an upsurge 
of condominium buying, espe- 
cially when the economy begins 
to make its long-awaited up- 


George Deffet, president of Deffet 
Companies, Columbus, Ohio, be- 
gan in the late fifties with small 
apartment buildings. The com- 
pany's growth started in 1967 when 
Deffet produced a 230-unit project; 
for 1972 production plans call for 
2,500 low-rise units. 


turn. А prime reason: its in- 
vestment value for the young, 
single and affluent. 

And he cites recent transac- 
tions in the Chicago area in 
which condominium owners 
have reportedly resold their 
units at profits as high as 1796 
after two years’ ownership and 
25% after three. 

"What's especially important 
is that these are taxed as capi- 
tal gains, not ordinary income," 
he notes. "A stock market in- 
vestor would be doing well in- 
deed to have matched that per- 
formance, especially if he's in 
a high tax bracket. I think this 
trend will grow and will spur 
condominium building." 

Cooperatives, yet. Deffet 
plans to build 100 to 300 co- 
operative units this year, both 
because of their profitability 
and to help ease into condo- 
minium building, which he ex- 
pects to start in 1973. 

Two factors make cooperative 
building particularly attractive 
to Deffet at this juncture: 1) 
entire buildings can be sold 
faster to investors than con- 
dominium units can be sold to 
individual buyers, and 2) an out- 
side group—The Foundation for 
Cooperative — Housing—takes 
over all the planning, develop- 
ing and marketing headaches 
for Deffet's co-ops. 

Through its subsidiary, ксн 
Services Inc., this Detroit-based 
non-profit foundation has been 
the midwife for 50,000 co-op 
units in its 20 years of exist- 
ence. 

It works closely with build- 
ers in project development and 
steers the approval paperwork 
through FHA, Fanny May or 


any other agency involved. It 
collects its fee out of the end 
mortgage. 

Especially when a builder is 
cutting his teeth in for-sale 
housing, a strong and inde- 
pendent consultant like the 
foundation can make the transi- 
tion a lot easier, Deffet says. 
And there's another big ad- 
vantage. FHA will grant mort- 


"Condominiums will continue to 
gain, but local resistance 
is a major problem" 


гарез of up to 90% for co-ops, 
vs 80% for condominiums. 

Easier to get out of. The prime 
advantage of cooperative hous- 
ing to the resident is that it 
virtually guarantees buyback of 
the stock he holds in the co-op 
corporation in the event he 
decides to move. 

"Especially in today's econ- 
omy, we find a hesitancy on the 
part of the public to commit 
funds which might be needed in 
more liquid form to real prop- 
erty," he notes. "It's a rare sit- 
uation for a co-op corporation 
not to be able to buy back its 
stock, plus equity buildup, on 
the spot." 

Service. Deffet claims a 9796 
rental occupancy rate in his 
Columbus projects, compared 
to what he says is an overall 
90% in the area. He attributes 
this not only to continued 
striving for better management 
but also to his policy of accept- 
ing—and welcoming—interim 
tenants. 

In 1971 an average of 20% 
of his rental tenants were on 
weekly or monthly leases. He 
sees this "apartel" service as 
à necessary concession to in- 
creasing mobility: It gives the 
newly-arrived resident a place 
to stay while looking for per- 
manent housing. And a substan- 
tial number of these residents 
elect to settle either where they 
are or in another Deffet project. 

Deffet's interim tenants also 
bring in money on apartments 
that would otherwise be vacant; 
efficient paperwork and record 
systems maximize the dollar 
return on the short-termers. 

Where the market is. Deffet's 
extensive marketing analysis 
sees 100 or so of the nation's 
middle cities as the growth 
markets of this decade. 

"Most of the middle cities 
are demonstrating increased in- 
dustrial expansion and there- 
fore population increases. This 
will create a sustained and 
strong demand for multifamily 
dwellings of all types, with par- 
ticular emphasis on moderate- 
income multifamily units both 
for sale and for rent." 


So says Ewell G. Pope Jr., partner 
in Crow, Pope & Land Enter- 
prises, which began condomin- 
ium production in 1970 with a 
relatively modest 34 units and 
boosted this to 81 units last 


year. For 1972 condominium 
production is estimated at 200 
units, vs 884 low-rise rentals. 

Pope was reluctant to project 
further, largely because the 
company is in the enviable posi- 
tion of owning large tracts, 
already zoned for multifamily, 
which could be developed either 
way depending on marketing 
conditions. But he doesn't see 
customer acceptance as the big 
marketing problem. Rather it's 
the resistance from neighboring 
homeowners fearing property 
devaluation. And ironically, the 
luxury condominiums usually 
cost a good deal more than the 
single-family houses adjacent to 
them. 

"We're aiming for the guy 
who has a fine home, who wants 
to be relieved of maintenance 


As a partner in Crow, Pope & Land 
Enterprises of Atlanta, Ewell G. 
Pope Jr. is the idea man in charge of 
finding property and dreaming up 
uses for it. The company began in 
1958 as a partnership with Frank 
Carter, in 1965 Trammell Crow, 
Texas real estate developer, joined 
the company. Among the company's 
many projects in progress is one in 
Hong Kong. 


problems, but who wants to 
stay in the neighborhood he's 
accustomed to," says Pope. 
"But, with a few exceptions, we 
haven't been able to get condo- 
miniums into these single-fam- 
ily neighborhoods. In fact we're 
getting violent opposition. 

"Far from  devaluing the 
neighborhood, we are really up- 
grading it. We're certainly not 
building condominiums Бе- 
cause they're cheaper or because 
we're trying to economize— 
they aren't, and we aren't—but 
because people want more 
luxury and less space." 

Buyer acceptance of condo- 
miniums, on the other hand, 
has been excellent. Pope sees the 
immedate market as older per- 
sons who have been accustomed 
to home ownership; renting 
"goes against their ownership 
thinking," he believes. "And 
they want continuity as opposed 
to the year-to-year type of 
lease." 

Buyers can also be divorced 
people who prefer to stay in the 
same area and not uproot their 
children from their school. Even 
highly mobile families, nor- 
mally oriented to rental units, 
accept the condominium idea if 
they expect to stay in the area for 
three years or more. 

"But in the long run", Pope 
says, "it will be the younger 
persons who have been living in 
good apartments, who move 
most quickly to condominiums. 
It's the same lifestyle." 

Beating the mortgage rates. 
Like everybody else, Crow, Pope 
& Land found the recent high 
money cost a severe blow to 
apartment building. But the 
company found an out that, in 


Pope's words, "made the differ- 
ence between profit and loss for 
a while." 

What he did was to bypass 
the banks and get his money— 
at 1% to 2 points less—from 
real estate trusts. An unusual 
feature of the loans was that 
they ran for five years instead of 
the normal two-year period for 
construction loans. 

"It was the smartest thing we 
did during that time," he notes, 
"and we were able to do it be- 
cause of our long-term good 
reputation with lenders. Essen- 
tially, what the scheme does is 
to level out recent short-term 
ups and downs to more normal 
patterns." 

Possible condominium boost. 
Regarding recent court deci- 
sions that have gone against the 
use of property taxes for school 
support, Pope sees more of a 
benefit for the condominium 
owner than the detached-house 
homeowner. 

His reasoning: "The single- 
family property tax as presently 
constituted does not pay its 
share of the load. Since this 
puts a disproportionate amount 
of taxes on the condominium 
owner and the rental tenant, any 
across-the-board tax reduction 
that might result from these 
rulings will be a greater reduc- 
tion for them than for the single- 
family owner." 

Nevertheless, Pope expects 
plenty of rental building ahead. 

"The only thing that could 
make us go condominium 
across the board would be ruin- 
ous legislation, the spread of 
rent strikes or anything that 
made the rental business com- 
pletely untenable.” Li 
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Every town has its share 
of small land parcels, 
usually in prime locations where 
multifamily zoning is possible, 

if not actually in force. 

Here you see how two such parcels 
—each about half an acre— 

were put to optimum use. 
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Below- ›п a small site in San Anselmo, Calif. For a closer look at the project, turn the page 
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SMALL SITES CONTINUED 


You see no off-street parking on 
the site plan at right—and for 
good reason. Parking for 30 cars 
is below grade and under a raised 
plaza and townhouses in the 
center of the project (shaded 
area in site plan right, photo 
on previous page). 

Solving the parking problem 
this way made it possible to 
put 14 two- and three-bedroom 
townhouses on the small site 
and still left enough space for 
the generous central plaza 
(photo opposite). However, ex- 
cavating the flat site and build- 
ing the parking structure added 
more than $60,000 to the proj- 
ect’s cost. So the total cost 
averaged out to $25,500 a unit— 
or $22.20 per sq. ft. of living area. 

The rental project, designed 
to be acceptable in an area of 
single-family homes, includes 
four other townhouses not 
shown on the site plan. It was 
built for married students at 
San Francisco Theological Sem- 
inary in San Anselmo, Calif. 
Rents are subsidized by the 
seminary. 

Architects: Frants Albert and 
William M. Abend/HCD Col- 
laborative. Builder: Elvin C. 
Stendell Inc. Landscape archi- 
tect: Lisa Guthrie. 
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Site plan puts 14 townhouses at 
two different levels. Seven units, 
at front and rear of project, are on 
grade; other seven, on top of park- 
ing structure, are about 4' above 
grade. Floor plans (below) pro- 
vide 1,080 sq. ft. of living area in 
two-bedroom houses and 1,260 
Г sq. ft. in three-bedroom units. 
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Typical kitchen-dining area /Ре- 
low] opens to private outdoor 
space—in some units, a deck; in 
others, a patio. 


SECTION А-А. 
Landscaped plaza (right) atop 
parking structure is focal point 
of project. Building at right is at 
rear of site and about 4' below 
plaza level 


PHOTOS: GERALD КАТТО 
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SMALL SITES coNTINUED 


Here's a classic example of 
what can be done with the sort 
of site that hardly anyone wants. 

About the only asset of this 
site is its location—close to the 
Louisiana State University cam- 
pus in Baton Rouge. It's tight 
(only 19,200 sq. ft.), it's flat and 
it’s hemmed in by multifamily 
housing that is ordinary at best. 

But there’s nothing ordinary 
about the solution of those prob- 
lems by the husband-and-wife 
architectural team of Bodo 
Claus (also the builder and 
owner) and Katherine Claus. 
Esthetically, the building stands 
out from its neighbors. More 
importantly, perhaps, the over- 
all plan makes optimum use 
of the limited area by providing 
24 apartment units, a swim- 
ming pool and off-street park- 
ing for 32 cars. 

The building’s three-level 
plan piggybacks two-story 
townhouses over ground-floor 
flats—an increasingly popular 
arrangement (see p. 98) that 
voids the need for third-floor 
walkups or elevators. 

"Different exterior materials 
express the different types of 
living units within," say the 
architects. “A massive base of ROT DAE eA ON ар 
brick contains the flats while N { 
the emphasis оп verticality in ; 
the surfaces of the upper walls | SPAN 
(stucco and redwood) ex- | $ A 
presses the lofty spirit of the E^ 
townhouses.” ل‎ | | 

The townhouses are grouped [ Dv г ЖШ | | 
around, and entered from, four "M E 
landscaped decks on the second 
level. The flats, entered from a 
central courtyard, open to pri- 
vate patios enclosed by 7' red- 
wood fences. 

Rentals for the one-bedroom, 
620-sq.-ft. units range from $125 
to $145. Tenants are mostly 
university couples—either stu- 
dents or faculty and other em- 
ployees. 
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A lot of potential apartment sites 

get bypassed because of some 
serious problem of land or location. 
Here are three examples of 

how such problems were solved—and 


even turned into assets. 


On this five-acre site in Mon- 
terey, Calif, a construction 
problem—how to work around 
big trees on irregular terrain— 
was turned into a design and 
marketing asset. Result: The 
141-unit project has been fully 


rented since five weeks after 
its opening in April 1970. 
slightly higher than those of 


LIVING -DINING 


competing apartments, range 
from $200 to $250 for one- and 
two-bedroom units. 

Saving the old oaks and 
Monterey pines called for more 
than the usual open space. $ 
three-story buildings were nec- 
essary to re the desired 
density of 28 units an acre. 
Aside from the trees, the proj- 
ect’s most distinctive feature 
is a large plaza on the site’s 
highest land. Buildings enclose 
the plaza and step down the 
hillsides. 

The project, built by James 
Jefferies for Tom Trollope, was 
designed by Barrie H. Groen & 
Associates, whose solution of a 
very different site problem is 
shown on overleaf 


Central plaza, shown above from 


the project's main entrance and 
at right from the north end of th« 
recreation building, was planned 


iround old trees, One-story rec 


Sd 
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reation building 
shown I! 
cludes pool table 
and a large room used by tenants 
for parties and meetings 
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PROBLEM SITES CONTINUED 


This six-acre Dallas site posed 
a two-fold problem: high land 
costs coupled with stringent 
parking requirements (1% 
spaces per apartment). So the 
plan had to accommodate a 
high density—32 units per acre 
—and parking for 288 cars. 

The solution: piggyback 
buildings—two-level apart- 
ments over flats or carports— 
and the use of most of the open 
land for landscaped parking 
malls. 

There are three basic piggy- 
back arrangements (plans and 
sections, right): 1) one 2-bed- 
room, two-level apartment over 
one l-bedroom flat; 2) two 2- 
bedroom, two-level apartments 
over one 2-bedroom flat; 3) one 
2-bedroom, two-level apartment 
over a carport for three cars. 
Units rent from $155 to $260. 

Since the marketing thrust 
was to young adults, a strong 
contemporary style was chosen 
for the three-story, wing-walled 
buildings (photos, below and 
right). The project opened in 
the late spring of 1970 and was 
96% rented by January 1971 
despite a heavy supply of apart- 
ments in the area. 

Architect: Craycroft-Lacy & 
Partners. Builder: Richard Sikes. 
Owner: George O. Yamini. 
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I . ^ 7 
Triangular site is sectioned so 
most buildings fall into an H- 
| shape plan. Dotted lines indi- 
cate buildings with two-story 
units over ground-level carports. 
Clubhouse and one swimming 
x pool are at project's entrance; 
another pool (photo, right) does 
not show on plan. 
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SECTION А-А 
Three piggyback combinations 
—two-story apartments over 
either flats ог carports—are 
shown in sections and floor plans. 
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Here the problem is pure design. 
It’s no trick to build economi- 
cally on a flat, treeless, rec- 
tangular site. But how do you 
create an environment that will 
attract tenants? 

In this case architect Barrie 
H. Groen (who also designed the 
project shown on the previous 
overleaf) broke up one bigarea— 


gmn 


eight acres—into a lot of little 
areas—eight courtyards en- 
closed by buildings set at angles 
to each other. 

The clustered village effect, 
enhanced by Mediterranean ar- 
chitecture, yielded a highly 
rentable resort atmosphere— 
important for the Scottsdale, 
Ariz. location. The project has 
been 100% occupied since it 
opened last summer. 

Parking, kept to the perime- 
ter with one exception—a 
curved bay that bisects the site, 
is easily accessible to all build- 
ings—a necessary feature in an 
adult community. The project is 
owned by W.R. Shulz & As- 
sociates. Builder: Wm. Lyon De- 
velopment Co. 
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Conversion specialists 


A new kind of company 


spawned by 


the rental squeeze 


It was an unexpected request that got Largo Properties, a 
Connecticut builder-developer since 1969, into the con- 
dominium conversion business. 

Late in 1970 the owners of a 144-unit rental apartment 
house in Stamford tried to unload their building on another 
investor. When there were no takers, the owners decided 
to try the conversion route. They hired Largo to handle 
the switch. 

Largo in turn set up Largo Condominium Co., a wholly- 
owned subsidiary, and hired Robert Lyons, a former director 
of marketing and sales for U.S. Steel's Realty Development 
Div., as its director of marketing and sales. Now, with its 
initial conversion successfully completed, the new com- 
pany is moving into others. 


The first step: an 
in-depth market study 


You need to determine whether 
or not the apartments you want 
to sell are the apartments the 
public wants to buy, says Lyons. 
For example will they be attrac- 
tive to confirmed city dwellers 
—that 36-to-65-year-old group 
that wants homes without the 
suburban drawbacks? Will they 
perhaps attract empty-nesters 
whose present houses are too 
large and too much bother to 
maintain? Or are they suited 
to the 65-and-over retirement 
or senior-citizen market? 

It's quite possible that your 
apartment has everything wrong 
with it—maybe 3- and 4-bed- 
rooms in an urban community 
where young singles willing to 
buy their units want studios 
and one-bedroom facilities. 

Lyons says it's all too easy for 
an owner to view his apartment 
house through the well-known 
—and  deceptive—rose-colored 
glasses. And that's all the more 


More and more apartment 
owners, caught in the squeeze, 


are deciding they'd rather 


switch than fight. Two 


companies tell how to do it reason for a third-party market 
| | study. That way you'll get a pro- 
as painlessly—and profitably— fessional, objective evaluation. 


With the market study you'll 
also have to compute the price 


as possible. 


per square foot for new construc- 
tion of condos and single-family 
houses in your area, plus the 
rentals per square foot for sim- 
ilar rental apartments. 

Those figures will show you 
with precision your competi- 
tor's strength, says Lyons. Sure- 
ly, you won't succeed in selling 
two-bedroom condos at $21,500 
when around the corner from 
your building some other build- 
er is offering two-bedroom sin- 
gle-family houses for $19,990. 

Once you know what your 
competitors are charging, you'll 
need to determine the most you 
can spend on exterior improve- 
ments to make your building 
competitive with new construc- 
tion in the area. 

You can usually forget about 
the cost of interior repairs be- 
cause 1) you'll strive to sell 
your units as is and 2) you'll 
simply charge more for a unit 
you've modernized. 

Next, put a selling price on 
each unit. Here's a rough rule 
of thumb Lyons offers to help 
you arrive at the price: An apart- 
ment in a converted condo 
ought to sell at 100 to 120 times 
that apartment’s monthly rent- 
al. And an apartment house in a 
desirable location—near a park, 
transportation or shopping— 
can command as much as 130 
times monthly rentals. 

There's one caveat: Your sales 
price should be 20% to 3096 
lower than new for-sale con- 
struction—condos or single- 
family houses—in the area. 

Finally, determine how much 
each unit's owner will have to 
spend each month to live in his 
condo home. That's critical be- 
cause today's prospective buy- 
ers consider monthly payout 
ahead of everything else. 

The list should include, in 
addition to mortgage payments, 
taxes and insurance, all main- 
tenance charges for the upkeep 
of the condominiums. And of 
course you should point out in 
that breakdown those items— 
taxes and mortgage interest— 
which are tax deductible. 

Your monthly total should 
either be the same or lower 
than rentals for comparable 
apartments in your community. 


Financing: Conversions 


need a new technique 

Ask the bank that holds your 
present permanent mortgage to 
agree to give you—when you ask 
for it—a bridge mortgage equal 
to the amount outstanding on 
your old mortgage. The bridge 
mortgage, a newcomer to the 
financial community, was in- 
vented to solve the conversion 
problem. It does two things: It 
gives you the money to pay off 
the old mortgage. And it allows 
the release of the lien on each 
unit as the unit is sold —some- 
thing the permanent mortgage 
would not do. Typically, you'll 
pay a slightly higher interest 
rate for this short-term money 
than for conventional mortgage 
funds. 

At the same time get the bank 
to agree to provide the mort- 
gages on the condominium 
units as you sell them. 

If you need money to dress 
up your apartment's exterior, 
tack on those costs to the 
bridge's total, and then get an 
advance on those extra dollars. 
You'll run no real risk. For if 
you don't convert, you probably 
can refinance the original mort- 
gage to repay the bridge ad- 
vance. And the spruce-up job on 
the building may allow you to 
raise the rents. 

Once you declare that your 
building is a condominium—a 
right only you can exercise— 
you accept the bridge mortgage, 
pay off the existing mortgage 
and then repay the bridge as you 
close on each condo unit. 

On the other hand if you 
decide not to convert, you run 
no financial risk because the 
bank will not charge you for a 
bridge mortgage you never used. 

Outside New York State, your 
banker will require that at least 
half of the apartments be sold 
before he'll grant the bridge 
mortgage, thereby allowing you 
to declare the building a con- 
dominium. But, Lyons says, you 
may set the percentage of sales 
still higher, if you choose. By 
law 35% of the existing tenants 
in residence in a New York 
apartment house must buy a 
unit before conversion can take 
effect. 


Marketing: Present tenants 


are the first target 

They have proven over the years 
to be an apartment owner's 
best condominium customer. 
So concentrate on selling them 
first, Lyons says. You can expect 
about 40% of them to buy. 
Typically, they'll buy their own 
apartment—as is—within the 
first 30 days. 

"When the tenants don't buy 
within the first month," says 
Lyons, ^we know we have a 
bomb on our hands." 

It's critical, Lyons says, that 
no tenant learn about the im- 
pending conversion until the 
owner is ready to announce it. 
A leak will stampede tenants 
into somebody else's apartment 
house. 

When you're ready, mail a 
letter to all tenants explaining 
your intention to convert. In- 
clude in that mailing magazine 
articles and newspaper clippings 
that explain positively the bene- 
fits of condominium ownership. 
"One item we included," Lyons 
says, in speaking of the conver- 
sion of Bedford Towers in Stam- 
ford, “was an article called ‘To 
Rent or To Buy' by syndicated 
columnist Sylvia Porter. She's 
well known and highly regarded 
by the public." 

Once the letter has been sent, 
you'll need to set up an office 
in a vacant apartment where 
the tenants can get their ques- 
tions answered. And staffing 
that office must be a new breed 
of salesman—one knowledge- 
able in the economics and tax 
implications of condominium 
ownership. 

Tenant sales will move 
swiftly—provided management 
has been good over the years, 
Lyons says. But if tenant resent- 
ment exists, your salesmen will 
have to overcome that ill feel- 
ing. 

The best way to win over an 
irate tenant, Lyons says, is to 
explain that once the building 
has become a condominium, 
the villain landlord will be 
gone. From that time on the 
tenants-turned-owners will run 
the building—through their 
condominium association. 

TO NEXT PAGE 
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Thus if they want 24-hour door- 
man service and a swimming 
pool opened until 2 a.m. seven 
days a week, they can have it— 
provided the condominium as- 
sociation is willing to foot the 
added expenses. 

Another selling benefit to 
hesitant tenants: All future im- 
provements on the building will 
be made at wholesale prices. No 
longer will there be a landlord 
profit built into every change. 

One question uppermost in 
any tenant's mind: How much 
will this apartment cost me 
monthly? Obviously, the sales 
office staff will need to supply a 
breakdown of monthly charges, 
pinpointing those that are tax 
deductible. It will also be wise 
to translate those tax-deductible 
items into actual dollar savings 
in terms of each family's actual 
income-tax bracket. 

Once a tenant agrees to buy, 
he signs a contract with the 
owner and puts up his down- 
payment—ranging from 5% to 
25%. The contract the prospec- 
tive buyer signs stipulates that 
the owner of the apartment 
house has the option to cancel 
the conversion and to return all 
down payments. But once the 
owner does declare the con- 
version effective, there is no 
rescinding on either party's part. 

A few lengthy leases may pose 
problems when a tenant is not 
interested in buying, says Lyons. 
But there's a possible solution: 
Offer to apply a portion of each 
month's rent toward that ten- 
ant's down payment on a con- 
dominium. You'll lose some 
rental income, but you may gain 
a sale. 

If that approach fails, sell 
the unit to an investor who 
will collect the tenant's rents 
for the duration of the lease. 

What about buyers from out- 
side the project? This group is 
divided into two camps—those 
who are now renting elsewhere 
and those who are living in 
single-family houses. And the 
best way to reach them, Lyons 
says, is through the advertising 
approaches that have become 
more or less standard for new 
condominiums. 

You must show the man 


who owns his own single-fam- 
ily house that he'll never again 
mow grass or repair a leaking 
roof or stand in a flooded base- 
ment—once he owns a con- 
dominium, Lyons says. 

On the other hand you can 
tell the family that rents an 
apartment that they can still 
have all the joys of apartment 
living—plus the tax benefits of 
home ownership—when they 
buy a condominium. 


Here are some do's and 
don't's for converters 


Don't redecorate an apart- 
ment before it’s been purchased 
—if it's to be modernized. Let 
the buyer select the quality 
and color of the items making 
up the modernization. Violate 
that rule, Lyons says, and you'll 
kill sales. Families will love the 
apartment but will hate the red 
carpeting or the avocado cabi- 
nets. 

Do set up model apartments 
to show both as is and mod- 
ernized units. And be sure to 
furnish both. Furnishings are 
especially important in the as 
is apartments because they give 
buyers an opportunity to see 
how sensible decoration can 
spark up an old apartment. 

Do get as much local publicity 
as possible out of your conver- 
sion. For example: Lyons hired 
an artist to paint a mural for 
the lobby. A photo showing the 
artist at work ran in the local 
newspaper. 

Do set a realistic advertising 
budget: about 1% to 12% of 
gross sales. 

Don't let any family move in- 
to an apartment before mort- 
gage closing. "It's absolutely 
the worst thing you can do,” 
says Lyons. “It’s better to have 
the apartment empty than to 
have it filled with people who 
have not closed and who may 
have to be evicted.” 

However, the owner of Rich- 
ardson Life Style, a brand-new 
rental building presently being 
converted to a condominium in 
a Dallas surburb, permits buy- 
ers to move in prior to closing. 
And until closing those families 
pay only the monthly common 
charges for maintenance. Rich- 


ard A. Meyers, president of 
Richard A. Meyers Realty Inc., 
New York City, who is han- 
dling the conversion, contends 
that allowing the buyers to 
move in ahead of closing is a 
gimmick that helps him clobber 
the three other competing con- 
dos in the area. 

Do repair, restore, refurbish 
the unit before the closing. And 
then get the buyer to inspect 
the apartment and sign an ac- 
ceptance statement which you 
forward to the bank. 


Here's a case study of 
a successful conversion 


In late 1970 the owners of 
Bedford Towers decided to sell 
the 11-year-old, rHaA-financed 
apartment, Lyons explains. 

The 144-unit building had 
much going for it—especially 
location. It was in downtown 
Stamford, Conn., close to rail 
and bus facilities and a shop- 
ping center. In fact its central 
location meant that a tenant 
didn't need to own a car. (There 
were only 78 parking spaces 
provided for the 144 families 
living ете.) 

But despite the apartment's 
advantages, there were no tak- 
ers. The project simply wasn't 
an attractive investment pack- 
age. 
Luckily, at year end, a group of 
investors showed mild interest, 
putting this proposition to the 
owner: 

"Let's see whether or not we 
can convert the building into a 
cooperative. If we can, we'll 
buy." 

The owner assented. He had 
no other choice. So in January 
1971 the investors who hoped 
to buy and then convert as- 
signed Largo Properties this 
task. 

Largo prepared a pro-forma 
sales schedule, along with a ren- 
ovation budget based on an ex- 
tensive evaluation of what had 
to be done to the building's ex- 
terior, the landscaping and the 
building’s public interior areas, 
including lobby, laundry room 
and game room. 

At that point it was suddenly 
discovered that Bedford Towers 
could be converted to a co- 


operative only if the ЕНА mort- 
gage could be assumed by the 
cooperative corporation follow- 
ing the conversion. 

Largo soon had its answer: 
No—it could not be assumed. 

Thereupon, the prospective 
buyers asked Largo Properties 
to survey the possibility of 
making Bedford Towers a con- 
dominium. 

Since Largo already had cost 
figures and prices of the units, 
it was a simple matter to march 
into the local bank and ask: 
“Will you grant a bridge mort- 
gage for the interim financing, 
and also provide the permanent 
mortgages as the condominium 
units are sold?" 

Largo asked that question on 
February 19. Two months and 
two days later, the bank said 
yes. 

But there was this proviso 
that banks include in their 
tentative approvals on condo 
conversions: "You must sell at 
least half of the units before 
we'll grant the bridge mort- 
gage." 

The investors agreed— gladly 
—and bought Bedford Towers 
in June 1971. 

Of course the original owner 
knew by then that the building 
could be converted to a condo- 
minium. Nonetheless, he will- 
ingly sold. The reason: 

Selling to the group of inves- 
tors gave him a capital-gains 
deal. Had he converted to a con- 
do himself, his profits would 
have been treated as ordinary 
income. 

Unfortunately, in the six 
months that the investors de- 
bated cooperatives versus con- 
dominiums, the tenants got 
wind of the impending con- 
version and feared they would 
somehow lose out in the change. 
Result: Forty-four of them 
moved out. 

The leak was inevitable under 
the circumstances, says Lyons. 
Management had stopped re- 
newing leases, and as the ten- 
ants heaped their questions on 
the superintendent, they 
learned from him that conver- 
sion to a cooperative or a con- 
dominium was indeed an im- 
pending reality. 


(Today, Lyons says, such a 
leak would be impossible. He 
Says pre-announcement con- 
version plans can easily be 
wrapped up in a month's time. 
"Nobody will ever know what's 
afoot in that short period," he 
says, looking back at the co- 
operative fiasco.) 

As soon as the building 
changed ownership, the new 
owners commissioned Largo 
Properties to make the transi- 
tion to a condominium—rapid- 
ly. 

The first and most obvious 
act: Settle the nerves of the re- 
maining 100 tenants before any 
more decided to move. 

To do that Lyons sent an ex- 
planatory letter to each tenant. 
Then he set up an office in a 
vacated apartment where sales- 
men trained in condominium 
selling patiently explained what 
condominium ownership meant 
in terms of tax benefits and con- 
trol of the building's future 
direction. 

At the same time, Lyons says, 
Largo Properties started to dress 
up the building: The roof was 
repaired. So, too, were the 
boiler plants. The lobby and the 
laundry room were redone. A 
game room was completed. 
New storm windows were in- 
stalled. Hallways were painted. 
And the grounds were land- 
scaped. 

AII that frantic nail pounding 
and painting took place—delib- 
erately—in the month that 
Largo was attempting to sell 
apartments to the existing ten- 
ants. Why? To prove to the 
doubters that management was 
serious about improvements, 
Lyons says. 

To hypo sales to tenants, 
Largo offered then an 11% dis- 
count below the advertised 
prices to the general public. 
Half of the tenants bought, 
Lyons says. 

The remainder had various 
personal reasons for saying no, 
reasons ranging from being 
transferred to another city to 
a total disbelief in apartment 
ownership. 

Lyons believes that such pro- 
portions of buyers versus non- 
buyers in the tenant group will 


hold relatively steady no matter 
where the apartment house is 
located. "Let's face it," he says, 
"there are some families that 
just will never buy no matter 
what the offer." 

Largo attempted to cut the 
owners' cash outlays by selling 
the apartments as is when pos- 
sible, Lyons says. Such apart- 
ments were simply cleaned, 
given two coats of paint and a 
new refrigerator. All existing 
tenants who bought condomin- 
iums bought their own apart- 
ments on this as is basis. 

By contrast most of the 
buyers from outside bought 
fully modernized apartments. 
Modernization included a two- 
coat painting of the apartment; 
carpeting throughout the rooms, 
including the kitchen; a new 
bathroom vanity; an enclosed 
bathtub; new lighting fixtures 
and medicine cabinet; a new 
refrigerator, sink, dishwasher, 
range, kitchen cabinets, coun- 
tertops and fixtures. Cost: about 
$1,500. 

Lyons speculates that the 
tenants who lived there were 
perfectly happy in their old 
environments and felt no com- 
pulsion to re-do their apart- 
ments. But, he says, the new- 
comers to the building wanted 
their new homes to be bright. 

To illustrate how the owners 
structured their prices, Lyons 
cites the case of apartment 
2-S—a two-bedroom, two-bath 
unit with no parking facilities. 
The apartment had rented for 
$219. Its condominium prices 
were: 

As is to tenants ...... $29,609 

Modernized to 


CENAS але 33,340 
As is to public ......... 32,866 
Modernized to 

ТИНЕ Se ecce 34,550 


On December 1, 1971 Largo 
sold 73 units, and the owners 
declared the building to be a 
condominium. 

Some time later, 100 units 
were sold. And at that point 
the owners had received enough 
money to repay the entire 
bridge mortgage. 

They then owned outright the 
remaining 51 units, and sales 
are continuing apace. 
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New opportunity 


Buying rental apartments 


and reselling them 


as condominiums 


It's been a successful business for American Condominium 
Corp. of Dallas, which last year converted 170 units 
worth $3.8 million, and this year hopes to double that 


volume. 


James R. Gitre launched Acc in 1970. Since then, he has 
made condominiums out of rental projects in Michigan, 
North Carolina and Texas. In the talking stage are conver- 
sions in Washington, Washington, D.C. and California. 

His five-year goal: a volume of 5,000 units a year. 


How do you handle 
the building owner? 


The answer is found in that old 
saw: If you can't lick 'em, join 
'em. 

Consider Gitre's experiences: 

Up to a few months ago АСС 
specialized in buying rental 
projects and then converting 
them to condominiums that 
would be attractive to middle- 
aged couples. 

But the buying negotiations 
stretched into months and 
months—often as long as a 
year. Once the owner of the 
building heard the word con- 
dominium, the value of his 
building increased markedly in 
his own mind, and the price 
went up accordingly. 

"Sure," says Gitre, “we could 
eventually beat the guy down to 
a realistic price. We pay cash. 
And we can pay more than any 
syndication. 

"But we just don't have the 
time for all that hassling if 
we're ever to reach our 5,000 
units-a-year goal." 

So now Gitre takes a different 
approach to the house-buying 
problem: Once the owner raises 
his sales price so he can share 
in the millions he envisions 
Acc making out of the con- 
dominium conversion, Gitre 
counterattacks: "Let's joint ven- 
ture the deal.” And usually 
the owner agrees. 
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Joint venturing may 
be the best way 


When an apartment house own- 
er accepts Gitre's offer, the deal 
can shape up in any one of sev- 
eral ways, depending on how 
good the building's owner is at 
bargaining. 

Typically, the owner puts up 
the property and some cash for 
rehab expenses. The owner also 
agrees (via a contract) to let 
Gitre run the show, based on 
his knowledge and experience. 
For example Gitre insists that 
all common areas be improved: 
boilers, roofs, lobbies, etc. “We 
don't believe in going the as is 
route," he says. 

At the same time ACC antes 
up some expense dollars, too. 

Then, once the condominium 
units are sold, the original own- 
er and Gitre’s company split 
the profits. 

The profit percentages vary 
from deal to deal. But it’s safe 
to say that acc never takes 
less than half. 

There’s still another way for 
АСС to joint venture—that’s 
with a silent money partner 
such as an sar. When such a 
money partner is involved, the 
plan works this way: 

ACC buys the building— 
assuming, of course, the owner 
will sell at a reasonable figure— 
and sells it to the sar. General- 
ly, Gitre adds to the sales price 
at least the expenses of acquir- 
ing the property, and perhaps 
something on top of that. 

In its turn the s&r puts up 
the building plus al] the money 
needed to do the job: rehab 
work, sales literature, advertis- 
ing budget, furnishings for 
model apartments and so on. 

However, ACC pays its own 
corporate overhead costs: sal- 
aries, rents, etc. 

Most of the time—but not 
always, because each deal has 
its own boundaries—the sat 
charges about 8% interest on 
the money it funds for the joint 
venture. 

When the project is sold out, 
the sar takes back the money 
it has funded. Then, the sax 
and Acc split the profits. Again, 
that split is always subject to 
negotiation. 


Gitre says that any financial 
institution involved in such 
joint venturing makes about 
25% on its money in the year 
or so that it takes to convert. 


The building: what makes 
it good—or bad 

Gitre says his company looks 
at any potential purchase from 
two points of view: the com- 
pany's and the ultimate owners' 
of the condominium units. 

"From our point of view," 
says Gitre, “we'll never buy a 
building located where there's 
land galore." Nor, he says, will 
he buy where new subdivisions 
are being built. The reason: He 
wants as little competition as 
possible. 

What Gitre searches for is 
property in land-locked com- 
munities—neighborhoods that 
are filled with houses. That way, 
he says, there's less likelihood 
that a new building will spring 
up while he's attempting to sell 
condominium units. 

А building's vacancy rate will 
make Gitre wary if it's above 
2096. 

“We don't abandon the proj- 
ect if the vacancy rate is high," 
he says. "We find out why. If 
it’s because of poor heat in 
the winter or a super who 
won't budge without being 
tipped, we don't worry. Those 
are problems we can solve." 

Architecture is another con- 
sideration. Middle-aged, con- 
servative buyers don't want 
wayout design. "They're hap- 
piest with Colonial or Georgian 
garden apartments," Gitre says. 

In any case Acc attempts to 
buy the best apartment in the 
area. And it must always be on 
the right side of the tracks. 

Finally—and obviously—any 
building Acc buys must be in 
sound health, or—at worst—be 
capable of being put in top- 
notch shape. Gitre says he has 
no objection to spending money 
on rehabilitating an apartment 
house, provided he's convined 
that such rehab work will en- 
able him to sell the units at the 
right price. 

ACC makes a market survey 
for every building. 

"Our marketing people give 
us a buyer profile," he says. 


"Sometimes the buyers are all 
in one age bracket—other times 
there's a mixture." 

Armed with that homebuyer 
knowledge, Gitre looks over the 
building and the area to see if 
they correspond with the po- 
tential market. For example he 
looks for conveniences such as 
nearby transportation and shop- 
ping centers for the empty 
nesters, while proximity to en- 
tertainment and downtown fa- 
cilities are more important to 
the younger buyers. 

Tennis courts and swimming 
pools are of little interest to the 
middle-aged buyers since, ac- 
cording to Gitre's experience, 
such people did not grow up 
with these amenities. 

"The empty nester will set- 
tle for less than the latest. Not 
so for the young kids. The 
younger people are attracted to 
the best." 

ACC has until recently con- 
centrated its sales efforts al- 
most entirely on the middle- 
aged empty nester. This buyer, 
Gitre says, wants to live in a 
secure environment, free from 
worry about his neighbors and 
the deterioration of the neigh- 
borhood. The empty-nester is 
slow to buy. 

"He may come back six times 
—and will frequently bring 
friends and relatives with him." 
So he cannot be rushed by an 
over-anxious salesman. 

There are no yardsticks for 
an empty-nester's preference 
about room size. Much de- 
pends on his bank account, al- 
though Gitre has discovered 
that many middle-aged couples 
have become so accustomed to 
living in large houses that they 
tend to buy large condominium 
units. 

They also may want an extra 
room for a guest or married son 
or daughter or grandchildren. 


Overcoming local 
legal obstacles 


The legal problems arise be- 
cause within recent years, many 
municipalities have enacted or- 
dinances concerning condomin- 
iums—zoning, construction, 
setbacks, etc. 

So the question facing the 
converter entering that com- 


munity is "Do we abide by the 
relatively new rules regarding 
condominiums? 

Gitre's (and his legal stafi's) 
view: The building that is 
about to be converted was 
built under an apartment-house 
ordinance and still remains 
under that ordinance. There is 
nothing in the apartment or- 
dinance that prevents anyone 
from switching the ownership 
from one man to several men. 

Further, Gitre argues, why 
should there be higher building 
standards for a building simply 
because the tenants own it 
rather than rent it? 

Finally, Gitre emphasizes that 
each state with a statute per- 
mitting condominiums clearly 
favors ownership of multifamily 
housing by the tenants. There- 
fore, the local authorities can- 
not interfere with the state's 
statute without sound reason. 

Gitre doesn't begin solving 
his legal problems by going to 
city hall. Instead, he says, “we 
stay clear of the local authori- 
ties unless it's absolutely nec- 
essary." 

Rather than march into a 
zoning-board meeting or into 
a building-codes session and an- 
nounce the conversion, Gitre 
has his lawyer look quietly at 
the town's ordinances. If there 
are none pertaining to condo- 
miniums, the issue is dropped, 
and the conversion goes straight 
ahead. 

Only when there are ordi- 
nances is the town's lawyer 
approached. And Gitre empha- 
sizes that it's the lawyer only— 
not the various regulatory 
boards— who is consulted. 
("That's because the boards will 
automatically go to the town 
lawyer for an opinion, anyway. 
So we forget about the boards.”’) 

Moreover, Gitre stresses, he 
is simply seeking a written 
interpretation of an existing 
ordinance—not a meeting with 
a zoning board for approval of 
this or that. 

The whole deal usually takes 
less than a month's time, he 
says. And while the town's at- 
torney's written approval isn't 
ironclad, Gitre has never been 
the victim of a reversal. 

—LORRAINE SMITH 
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This private rehab job—a ware- 
house turned into apartments— 
generates a $20,400 rent roll 
on a total investment of only 
$95,000. 

The investment by James R. 
Mowry, who is both owner and 
architect, was low for two rea- 
sons. First of all, the former 
warehouse (shown below] was 
reasonably priced because it's 
in a relatively dormant section 
of Binghampton, N.Y. Never- 
theless, the location has at- 
tracted tenants because it's 
near public transportation and 
within walking distance of 
downtown theaters, the library, 
restaurants and offices. 


E ا‎ 


Secondly, Mowry did surpris- 
ingly little remodeling. Instead, 
he capitalized on the structural 
soundness of the building, re- 
taining—and exposing—the 
solid brick walls, the rough- 
sawn wood beams and the stone 
foundation. 

In fact, except for steam- 
cleaning the brick and painting 
window frames, the only ex- 
terior work was at the entrance 
level. New arched doors were 
framed by brick reclaimed from 
the building’s old meat smoking 
kilns. 

To dress up the front a curved 
lattice overhang was installed 
Every town has its share above the recessed entry, and a 
baie ; wrought iron railing was set 
of rundown buildings 1n areas around a new light-well that 
brings daylight to the lower 
level of the front duplex (plan, 
housing. Here is how one such overleaf]. 

Я Inside work consisted of the 
building was rehabbed to installation of new electrical, 
produce a gross return of more plumbing and heating systems 

and partitioning to set up the 


than 20% on the original investment. apartments. то NEXT OVERLEAF 


that are ideal for multifamily 


PHOTO: FISHER 


TYPICAL 


TRANCE LEVEI 


LOWER L 
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photos above and 
pposite, lower left) contains 760 
sq. ft. and rents for $200 furnished 
Use of existing materials (even 
the old warehouse sign was re- 
tained) not only kept costs down, 
but provides an atmosphere that 
appeals to a growing segment of 
the apartment market young, 
sophisticated singles and re- 
cently-married couples who ap- 
preciate an eclectic design ap- 
proach. Interior brick was steam- 
cleaned, and existing wood joists 


were painted with white retard- 


flame spread paint required by 

city code. Duplex units (lower 
hotos top апат 

opposite] were designed as apart- 

ments, but currently are rented 

commercially at $250. Rear gar- 

den [plan] is for use of all tenants 


REHAB CONTINUED 


Front duplex (above and left] cur- 
rently houses an arts and craíts 
shop which uses the lower level 
for exhibits. Mowry's firm took 
over the rear duplex (below) be- 


cause the architect/owner and his 


partners plan to do more rehab 
work in the immediate vicinity 
Lower-level walls in duplexes are 
old stone foundation. Per-square- 
foot cost for the job was $10.80, 
including furnishings and appli- 
ances in the apartments. 


help of Morrison Homes, 
Inc. Two identical houses 
E were constructed by the 

ular framing | | same construction crew, оп 
n reduce labor similar sites. The only 

lal costs by more difference: one home used 
24-inch floor and wall 
framing, the other 16-inch. 
The results are in, and 
they're worth studying. 


CES СБ" 


` conducted in Pleasanton, 
- California, by the NAHB 
Research Bureau with the 


Comparative Cost Summary, 16” o.c. vs. 24” o.c. 


16" o.c. | 24" o.c 


Difference 
Cost 


Material Cost — 
24" о.с. 16" o.c, | 24" o.c. 


WALLS ў 
1. Frame & Erect Walls|$ 451.58]$ 373.59|$ 794.15|$ 688.65|$1.245.73|$1,062.24| $183.49] 147 
2. Siding 341.22| 386.32| 471.76| 76949| 81298| —43.49| —5.6 


7i4.81| 1,180.47| 1,160.41| 2,015.22| 1,875.22| inus 6.9 


| 
66.60] 315.78 265.10| 400.69 331.70 68.99 


—— i 


__57.94] 17430| 225.32] 23852) 28326| —24474|—18. 
124.54 490.08 490.42) 639.21 614.96 2425| 3.8 


Total Walls | 834.75 
(545 lin. feet) 


FLOORS 
1. Frame Floors 84.91 
2. Subfloors | 6422 
Total Floors 149.13 


(900 sq. ft. floor surtace) 


TOTAL WALLS 983.88 
AND FLOORS 


Estimated Dry Wall | 34667 
Estimated Electrical 32.00 
GRAND TOTALS 


m 
A 
№ 


839.35 | 1,670.55 | 1,650.83) 2,654.43| 2,490.18] 164.25] 6.2 


__300:00] 358.33] 357.33] 705.00] 657.33] 4767] 68 
2507| = ur $2.00]  2507| 693| 217 | 
2 4, | 


-$3,291.43|$3,174.58| $218.85| 6.45% 
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In comparative studies, 
the NAHB learned that 
24-inch spacing netted a 
15.296 labor savings on 
walls, and a 12.396 savings 
on floors. This adds up to 
19 man hours overall labor 
time reduction, which really 
makes sense with today's 
labor costs. 

In terms of dollars and 
cents this adds up to a 
healthy $165 total savings 
on wall and floor 
construction. Combine that 
with the additional savings 
you enjoy on drywall and 
electrical installation, and 
the total comes out to more 
than $200 for a 2140 
square foot house. And 
could add up to over $300 
per house, depending on 
local labor and material 
costs. 


The new Mod 24 lumber adi 
and-plywood framing 
system assures better 
profits in today's building 
market. For complete 
details on the test and the 
Mod 24 system, send for 
a comprehensive 16-page 
booklet. Mail the coupon. 


(ХУ) Western Wood 


C Products Association 


А AMERICAN PLYWOOD ASSOCIATION 
1119 A Street, Gn) 


Tacoma, Washington 98401 
m ne س‎ M ا‎ 


aveit tested by the Orson F 


Please send details on the new Mod 24 
building system. Mail coupon to: 

Mod 24, Dept. HH-272 

Р.О. Box 2277 

Tacoma, Washington 98401 


Name 


Company or Organization _ 


Address 


City” State Zip 


One of a series by members of the 
American Wood Council 


RECS IB ig 3 
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For every typical cause of downtime, 
Fleetstar A has an anti-downtime feature. 


Anti-downtime starts on the FLEETSTAR* A truck with the frame 
itself. Heavy-duty all the way. An inverted L-reinforcement the 
full length of the frame is standard on the 184-inch and larger 
wheelbases and optional on shorter wheelbases. For added 
strength, an inner liner is standard in the critical tandem axle 
mounting area. So you can haul bigger loads on rougher roads. 

The electrical system uses individually fused circuits 
and bolted type junction blocks. 

And twin 6-volt batteries give you greater dependability 
than just a single 12-volt battery. 

Heavy-duty loom coverings protect the copper brake lines. 
And the heavy-duty radiator is actually mounted independently 
on the frame to reduce the possibility of vibration damage. 

This year, Fleetstar A trucks also give you an п even greater 
choice of power-trains. In addition to time- : 
proven International 180 and 200 HP V-8's, you 9 
can specify 225 HP Cummins’ or Cat” engines. Sih 
And your choice of 17 transmissions now 
includes a 5-speed syncromesh. 

Of course, even the Fleetstar A truck must 
be serviced. And to help cut your downtime there, 
International backs you up with the largest heavy-duty truck 
service organization in the industry. 

Ask your International truck dealer about the newest 
Fleetstar A truck. And fight downtime like you've never 
fought it before. 

International Harvester Company, Chicago, Illinois 60611. 


М. 
INTERNATIONAL TRUCKS 


Your profit centers on wheels. 
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Aquarian. It has 
a million things 
working for you. 
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One million Aquarian fittings will be in use before 
April 30, less than 18 months after they were 
introduced. That's one million testimonials that 
you won't get slowed down by callbacks. That 
your customers will like the dependability, beauty 
and convenience of Aquarian. 

Aquarian proves again, that with fittings as 
well as with other American-Standard products 
...the best keeps getting better. 

Ask your American-Standard distributor 
about the "Thanks-a-Million" color television 
drawing and the special price and display offer 
that gives you a piece of the action with the 
second million Aquarian fittings. 


Ceramix heart of the Aquarian takes 
50-year use test without failure. 


Complete testing includes putting the fitting 
through one million cycles. That's equal to 50 
years of normal use. 

The two ceramic discs sealed in the Ceramix 
cartridge are Aquarian's strong heart. They're as 
hard as a jewel stone and so smooth that even 
air can't get between them. We know they'll last 
at least 50 years. There's nothing to wear out. 
Metal doesn't rub against metal or against rubber. 
There are no washers to replace. 


AMERICAN 
STANDARD 


PLUMBING / HEATING 
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Why buy 9 nailers when f will do? 


That's right! Only one nailer—the Duo-Fast CN-137—drives 
all nail sizes from 6d common to 16d sinkers. 23 different 
nails. No adjustments needed. Just slide in a stick of nails 
of the right length and drive away. It's a Duo-Fast exclusive. 


What a time saver! No time out making adjustments to the 


gun. No time looking for another model. 
changing nail sizes with a hammer. 

What an economy! You buy only one nailer...not two. Only 
one tool to maintain, to store, to keep track of. The money 
you save can be used to buy other Duo-Fast time-savers. 
What performance! Drives regular, ring-shank or screw- 
shank nails. The 16d's drive as effortlessly as the 6d's...as 


It’s as fast as 


fast as you can pull the trigger. Special Duo-Kote coating 
assures extra tight hold. Also available galvanized. Safety 
mechanism prevents accidental firing. Beautifully balanced 
for easy, fast, precise nailing. 

Want to know more? Send today for a copy of Builders 
Brochure FT-26. We'll demonstrate the CN-137 at your 
convenience. Write Duo-Fast Fastener Corporation, 3702 
River Road, Franklin Park, Illinois 60131. 


> EVER YTHING 
NAILING HM 
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It's time to be 
narrow-minded about - 
electric heat 


Insist on the unit that fits between 
standard wall studs 


Don’t prejudge. The narrow Hunter Hide- 
Away is bigger than it looks. It pours out 
plenty of heat for most rooms. It gives a 
choice of four wattages (1500, 2000, 2500, 
3000) in one size housing. Beige grille stays 
cool to the touch. Heater sells at budget 
prices, installs easily, works with unit or 
wall thermostat. It also comes with chrome 
grille in 1250 and 1500 watts for bathrooms. 
Can be surface-mounted using accessory 
kit. So down with prejudice! Be narrow- 
minded ... by keeping the narrow Hunter 
Hide-Away on your mind. 


Mail today for further data: 


Hunter Division, Robbins & Myers, Inc. @ 
2837 Frisco Ave., Memphis, Tenn. 38114 (2 


| 
| | 
| | 
| | 
| Please send full information on V | 
| Hunter Hide-Away Heaters. TRY | 
| wt : | 
Name "NI i 

| 
- Company____ | 
| Street B LEM Da > 
| 
| Сиу. = 
| State н Zip | 
B ae c - J 


HUNTER HDEAWW — 
Electric Heater 


Hunter has the complete line in electric heat 
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СОМЕ 


z 


TO 
AND 
THE WEST 


b 


SEE 


The latest in townhouses 


Double Decker Omnibus at Disneyland 


PCBC HOUSING/VACATION PARADE 


This year, the PACIFIC COAST BUILDERS 
CONFERENCE, the nation's second largest 
builders' event, is offering a unique opportunity 

to all builders, but especially Eastern builders. 

It's a chance to take in a great builders' conference 
this summer. In the process, however, you'll tour 
some of the finest housing developments California 
has to offer and enjoy the State's leading tourist 
attractions. 


“PCBC HOUSING/VACATION PARADE” makes 
it all possible. This specially-designed tour jets 
you to San Diego and takes you to outstanding 
housing developments and sights in that area 
and in Orange County. Then you fly to San Jose 
for visits to award-winning Northern California 
developments and the legendary landmarks of 
the Bay Area. 


In between, you can see Disneyland, visit famed 
Napa Valley Wineries, spend evenings at elegant 
hotels (San Diego's Westgate Plaza and the 
Disneyland Hotel) and enjoy pleasant luncheons 
and gala evening receptions hosted by your 
Western colleagues. 


“PCBC HOUSING/VACATION PARADE” begins 
Sunday, June 4, and ends in San Francisco June 7 
in time for PCBC and the start of three fun-filled, 
information-packed days for you and your business. 

Special reduced rates have been arranged for 
you and your family. 

For detailed tour information, write 

Mrs. Jo Saint, Nob Hill Travel, 
Fairmont Hotel, San Francisco, Calif. 94106. 

For PCBC registration information, write 

Pacific Coast Builders Conference, 
235 Montgomery St., San Francisco, Calif. 94104. 


“PCBC HOUSING / VACATION PARADE” JUNE 4-6 e CONFERENCE JUNE 7-9 
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The Hardwick gas range 
All this 


HARDWICK CHALET 
WITH WARMING SHELF 
and built-in temperature 

control. Keeps food at perfect 
serving temperature. 


HARDWICK MODULINE DESIGN 
for years-ahead styling —forms 
a built-in unit 
with your kitchen counters. 


PROGRAMMED COOKING 
turns oven on and off automatically and 
holds food at serving temperature. 


FLUORESCENT LIGHT 
OVER COOKTOP 

makes sure you see 
what you're doing. 


TTTTTTTTTITITITIT ETS =” __ TRI-TEMP GAS BURNERS. 


High, simmer, and keep-warm settings— 
with all in-between heats, too. 


BURNER-WITH-A- BRAIN* 
regulates top-burner temperature 
automatically, won't let things burn. 


CHROME BURNERS 
focus heat directly, 
stay new-looking longer. 


LIFT-UP, LIFT-OFF 
GAS COOKTOP. 
Once over lightly cleans it. 


140*LO-TEMP OVEN 
CONTROL. Thaw frozen food, 
warm plates, keep food at serving 


temperature with Hardwick. 
OVEN LIGHT AND WINDOW 


let you check your cooking 
without opening the door 
and losing heat. 


HARDWICK JET-GLOW 
OVEN DOOR 
has chrome lining that 
reflects heat back into the oven. 


OVEN DOOR LIFTS OFF. 
No more reaching or pulling 
at clean-up time. 


CLOSED-DOOR BROILING. 
No spatters. No smoke. 


GAS GIVES YOU 
A BETTER DEAL. 


AMERICAN GAS ASSOCIATION, INC 


This Hardwick range 
is one more way ۵ 


A.G.A. Mark 


and the EverKleeri oven, too! 


Now Hardwick combines all the fine gas cooking features with an oven that cleans itself 
automatically. Cook as you normally do, soil and spatter will simply disappear. It's done with an amazing 
new miracle finish pioneered by DuPont and Hardwick — it keeps your oven continuously clean. 


Please send me more information about Hardwick EverKleen gas ranges 
Name 


Street 


ee EI HARDWICK 


State 


Hardwick Stove Company, Cleveland, Tenn. 37311 
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Disposal compartments of self-rim- 
ming kitchen sinks are isolated 
from work basins. In the double- 
bowl "Trieste" model (above) dis- 
posal is centered for easy access from 
either sink. Measuring a full 43"x 
22" the unit has two 17"х15%" 
basins and a 13%" long, 8%" wide 
disposal compartment. In the com- 


pact 25"x22" “Urbanite” (right), 


Separate disposal units keep sinks free 


disposal is in the upper right hand 
corner separate from the work area. 
Sinks have solid cast iron con- 
structions that provide rigid, vi- 
bration-free mountings for dispos- 
als. Both models have a durable, 
acid-resistant enamel finish offered 
in white and 12 colors. 
Kohler, Kohler, Wis. 
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accent 


The expensive look of custom inlaid 
tile counters (above left) at con- 
ventional prices is provided by this 
prefabricated system. A factory-at- 
tached bullnose laminate 
eliminates the time-consuming set- 


edge 


Counter-top edge system cuts tile installation time. 


ting of individual ceramic edgings. 
Edge, available in a wide range of 


woodgrains, is styled to match 
cabinetry. Pre-measured plywood 
counters and edges are nailed into 
place (upper right), and adjustments 


to accommodate slight size varia- 
tions are made. Once counter is in 
place tile can be laid swiftly (lower 
right) reducing labor costs. Ru-Mica, | 
Bellflower, Calif. 
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Introducing Reynolds Aluminum 
Climate Guard Sliding Doors. 


The first major improvement in aluminum doors since insulating glass. 


Now . . . the first aluminum sliding door specifically de- 
signed and tested to virtually eliminate condensation. The 
Reynolds Aluminum Climate Guard door with its ex- 
clusive patented polymer thermal barrier. А proven 
Reynolds development that out-performs other doors. 

In lab tests with the Climate Guard door, there was no 
frost or condensation on the frame even when the outside 
temperature was as low as — 20 degrees. (Inside tempera- 


ture 70°F, relative humidity 30%.) Tests prove that in 
severe weather conditions, the Climate Guard door just 
doesn't sweat . . . or let the cold їп... or the heat out. 

Now you can build with the finest aluminum sliding 
door with Reynolds reputation for quality behind it. 
Available in natural, bronze or white finishes. Mail in the 
coupon and learn the whole weather-beating Reynolds 


Climate Guard story. - 
Climate fj Guard 


*Patent No. 3204324 


Minimizes Heat Loss: 
Heat transfer reduced by 
double-paned insulated 
glass. 


Controls Condensation: 
Frost or condensation rarely 
forms to damage interior 
sill, drapes or carpet. 


Creates Thermal Barrier: 
Patented Climate Guard 
thermal break minimizes 
heat loss through aluminum 
frame. 


Operates Efficiently: 

Doors open and close 
smoothly—glide effortlessly 
and quietly on fully 
adjustable double roller 
wheels. 


Reynolds Metals Company 
Architectural & Building Products Division 
P. O. Box 27003, Richmond, Virginia 23261 


REYNOLDS 


for better building products in 


| 

i 

i 

| 

ALUMINUM 
BR І 

i 

i 

k 


[] Send full particulars оп the new Reynolds 
Climate Guard door. 


[J Have a Reynolds representative see me. 


Name 


Company. 
Address. 
City 


New 275,000 sq. ft. Building Products manufacturing facility, Ashville, Ohio. 
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insist 
on a 
genuine 


AUTOMATIC GARAGE DOOR OPENER SYSTEM 


зү ALLIANCE 


Opens the door...turns on the light...closes the door...locks up tight! 


The extra touch that closes home sales 
faster. 


Pre-sold through national advertising 
and local promotion. те 1 


i | The ALLIANCE Manufacturing Co., Inc. 


Backed by a nation-wide network of reliable 1 
dealer service outlets. | Alliance, Ohio 44601 Dept. HH-4 


Performance-proved by satisfied users 
everywhere. 


Send booklet about Genie 
and names of nearest dealers. 


l 
| 
| 
Call your local dealer or mail coupon today. | Name 
You'll find out how the merchandising program for Address. 
l 
I 
| 


Genie Automatic Garage Door Opener Systems City 
by Alliance can help you sell more homes. State Zip 

EC QE eum eum AND GEI UNI «Б ӨЕР ӨРЕН анн GNE GE «тл -l 
The \ Manufacturing Со., Inc., Alliance, Ohio 44601 


A NORTH AMERICAN PHILIPS COMPANY 
ə Maker of the famous Antenna Rotator ... Alliance Tenna-Rotor® .. . "TV's Better Color-Getter!" 


©1971 The Alliance Mfg 
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Temple Industries 
quality now is 
available in time- 
and-money-saving 
medium density 
hardboard siding. 


(And you can have it shipped with other 
Temple fiberboard products) 


Plain or channel grooved panels in 4' 
idths and 8' or 9' lengths. Lap siding in 
16’ lengths, in your choice of 8", 10” or 
2" widths. All are made in Temple's 
brand-new mill designed to produce the 
ighest quality siding in the industry. 
Both panels and lap siding are 
actory primed for weather protection 
juring shipping and construction, 
ind to slash painting costs. 
For more facts on the new 
oney-saving Temple primed 
siding, talk with your Temple 
epresentative. Or write. 


TEMPLE 
Ory INDUSTRIES 


® Diboll, Texas 75941 
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RODUCTS/KITCHENS 


Kitchen cabinets with budget prices 
are designed with townhouses and 
apartments in mind. Brown wood- 
tone door and drawer fronts are 
accented by decorative polypropy- 
lene moldings and brass pulls. Avail- 
able in the line are cabinets with 


Hardwood chopping block is built 
into a kitchen cabinet. Rolling out 
easily on a ball bearing suspension 
system, the block is held firm by 
heavy duty steel extension supports. 
A hinged mock drawer front on a 
24" base cabinet conceals the block 
and swings down for easy access. 
Easy to remove for cleaning or re- 
placement, the block has a channel 
along the top edges providing a 
trough to catch juices and prevent 
spills. The block is 1%" thick, 19/4" 
wide and 2134" in depth. Long-Bell 
Portland, Ore. 
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sliding tray shelves, built-in bread 
boxes, silverware inserts and rotat- 
ing corner units. A magnetic mech- 
anism in the hinge automatically 
shuts doors. A coordinated vanity 
is offered. Kemper, Richmond, Ind. 
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Slim-line electric range with fin- 
ished side panels can be used as a 
slide-in (shown) or freestanding 
appliance. The 20%” unit comes in 
avocado, harvest, coppertone or 
white porcelain enamel finish. Fea- 
tured are a brushed chrome back- 
splash and control panel, a recessed 
no-drip cooktop, a grounded 118V 
outlet and a removable oven door. 
Also standard are five position sur- 
face controls with an on signal light, 
an oven light and removable surface 
heating units and pans, for easy 
cleaning. Hotpoint, Louisville, Ky. 
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Kitchen cabinets, with a wear-proof 
vinyl finish inside and out, combine 
dark and light wood tones for a 
shadowed effect. Reversible doors 
with centered brass hardware and 
spring-loaded hinges can be 
mounted left or right. This single 


Double oven gas range is equipped 
with powered rotisserie in the 
lower oven for added cooking flexi- 
bility. Special finish on oven interior 
provides continuous cleaning at 
regular baking temperatures. Fully 
automatic lower oven cooks food to 
pre-selected time and temperature, 
then keeps it at serving tempera- 
ture. Thermostatically controlled 
burners that shut themselves down 
end food and pot burning and scorch- 
ing. Units feature waist high brioler, 
deep tinted glass oven doors and in- 


terior lights. Roper, Kankakee, Ill. 
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door system offers flexibi. 
the builder right up to pi 
installation. Carousel corne: 
utility storage cabinets anc 
baskets with self-closing 1 
offered. Raygold, Winchest 
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Electric washer/dryer team 
stacked vertically in abot 
ft. of floorspace, as shown, b 
heavy duty rack or can be pa 
side by side. Top loading 5 1 
ity washer is mounted or 
for ease of movement. Wat 
and drain are supplied by “U 
coupling that snaps to a fau 
out interrupting normal 
Washer has a 2 to 12 mim 
cycle, 2 rinses and a d: 
Front loading dryer has 

fluff and permanent pres: 
General Electric, Louisvill 
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An Ever-Strait 
patio door makes 


a great closing 


Anybody who ever struggled with a balky sliding glass 
door will appreciate а ı home that includes an Ever-Strait 
patio unit by Pease. 

Show your prospects that the Ever-Strait door opens 
easily, like a door should. But it shuts snug and tight 
because it's steel clad, polystyrene foam insul: ted and 
engineered warp- free for life 

Of course, most people want more than a door for a 
patio. So, add Ever-Strait ventilating sidelights. They open 
to the breeze at the turn of a lever, but close wez ithertight 
thanks to magnetic weatherstripping and a patented 

"thermal break" just like the matching Ever-Strait door. 
(Fixed sidelights are available too.) 

Asa builder, you'll appreciate the ease of installation. 
Ever-Strait patio units are pre- hung and include adjustable S 


- "2 
sill/thresholds and hardware. € 'hoose standard, tempered =" 
or insulating glass in a variety of door styles. э” 
It’s a fact—Ever-Strait proves that patio doors don't Tenri 
have to be ugly, sticky or drafty. And that gives you some ی‎ > , 
== losing аго ч Write fi he „гү e m E 
great closing arguments. Write for the name of your ND ==] 
, І nearest distributor Ял < 
e = 
E Pease id . 
- i ` => ^L. 3m à 
еа grand exi Ever Strait Doors em 
PEASE COMPANY 900 FOREST AVENUE * HAMILTON. OHIO 45012 > ~~" 


U.S. Patents No. 3,153,817; 3,273,287; 3,238,573; 3,426,479. Patented in Canada 1965, 1966; and in United Kingdom 1962. Other patents pending Pease Company 1971 
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Sketch your 
favorite 
model 
home into 


and we'll nestle 
this turnkey 
Sewage Treatment 
and Disposal Plant 


into it.) y 


The day you move your first family into your next 
development, apartment complex or condominium, 
you can turn the key of this turnkey waste treatment 
and disposal plant. 


Cost? Add the cost of a building moratorium, 
negotiating to intercept sewer mains, easements, lay- 
ing pipe cross-country, and of community relations: 
an AWT Systems plant will be competitive. 


We'll design a plant to meet present requirements, 
with enough s-t-r-e-t-c-h to meet both future stan- 


dards and planned growth of the development. 


Complete. Flexible. Odorless. Noiseless. Smoke- 


less. Effortless. 

A pollution control plant in-and-for your develop- 
ment (or institution, apartment complex, or con- 
dominium) that no one knows is there. 


Unless you tell. 


You'll probably want to tell them to sell them. 


A jointly owned subsidiary of Hercules Incorporated and Procedyne Corporation 


910 Market Street, Wilmington, Delaware 19899 
Phone (302) 654-7588 AWT72-1(R) 
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Contemporary and carefree 


aluminum prefinished with 
DURACRON" coil coatings 


The variety of textures and colors offered 
by today's aluminum building products 
meets the need for a material that 
combines beautifully with other materials 
and provides excellent value to both 
builder and buyer. 

Siding, shingles and trim prefinished 
with new earth-tone colors from PPG 
complement other building materials, 
allowing the planner to use brick, stone 
and masonry with maximum effect and 
minimum cost. 

For the owner, these architectural colors 


of DURACRON coatings offer all the 
advantages of a low-maintenance finish 
that retains its warm, fresh-finish look 
for years. 

To build your sales, build with aluminum 
products prefinished with DURACRON 
color coatings. Contact your aluminum 
products supplier or write 


PPG INDUSTRIES, Inc., Dept. 16W, Coil 7 D = 
One Gateway Center, Pittsburgh, Pa. z e 
15222. Coatings FE 


PPG: a Concern for the Future INDUSTRIES 
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PRODUCTS/KITCHENS 


Double decker gas range has auto- 
matic self-cleaning oven system 
that uses up to 900°F tempera- 
tures to dissolve dirt and grease. 
During cleaning, oven automatic- 


Drop-in electric range with continu- 
ous cleaning oven and built-in grill 
is equipped with a smoke and odor 
vent system that eliminates the 
need for overhead exhaust hood. 
Using optional accessories, the grill 
can be converted to a rotisserie, 
deep fat fryer, non-stick griddle or 
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ally locks at 400*F. Upper oven wall 
panels can be removed and put into 
lower oven for the 2-hour cleaning 
cycle. Caloric, Topton, Pa. 
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shish kebab cooker. Two models are 
available, one featuring a black 
glass oven door, clock control for 
baking and a 60 minute interval 
timer; the other with a satin chrome 
door and chrome accent trim. Jenn- 
Air, Indianapolis, Ind. 
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Range hood has built-in heat de- 
tector that automatically turns fan 
on at 140'F. If the temperature 
reaches 240*F the mechanism shuts 
off the fan and sounds a warning. 


Compact kitchens, offered with or 
without sinks, are 30" wide, 36" 
high and 24" deep. Units include a 
5 cu. ft. refrigerator with a built-in 
freezer, two individually controlled 
electric burners and an optional 
14"x16"x4'4" deep stainless steel 
sink. One-piece countertop is stain- 
less steel with a 3" splash guard. 
Deluxe and regular units are avail- 
able. Regular models are in gold, 
walnut, avocado or white. Deluxe 
are finished in walnut woodgrain 
vinyl and chrome trim and avocado 
accents. Norcold, Sidney, Ohio. 
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Hood is available in coppertone, 
avocado, gold, white or stainless 
with speed control and light switch. 
Miami-Carey, Monroe, Ohio. 
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Ventilating hood for indoor barbe- 
cue has a blower equipped to handle 
large amounts of smoke and a built- 
in warning device to prevent motor 
overheating. The hood, available 
with different fan system for ranges, 
comes in 18 finishes with a variety 
of trims. Broan, Hartford, Wis. 
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Family size compact kitchen fea- 
tures a catalytic self-cleaning oven. 
Continuous cleaning action takes 
place while oven is in use. The 72" 
version shown includes the self- 
cleaning oven, a 9.3-cu.-ft. refrig- 
erator with a 45 Ib. capacity freezer 
and a storage door, a deep bowl 16" 


x18" stainless steel sink, a 4-burner 
range and an undersink storage 
area. Kitchen sizes range from a 30", 
no-oven, 2 burner model to the 72" 
unit described. Heating elements 
can be gas or electric. Acme-Na- 
tional Refrigeration, Astoria, N.Y. 
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decorative bathroom products 


cabinets, mirrors, vanities, 

lights and accessories... as well 

as range hoods, fans, heaters, 

door chimes, apartment mail boxes, 
washroom equipment, and much more. 
Miami-Carey is another division 


of Panacon... people who build 
better products for people who build. 
...and dependable water heaters from Republic, another division of Panacon. 
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Structural steel panel system for 
light construction replaces indi- 
vidual studs welded on the job. 
Load-bearing system is factory as- 
sembled, eliminating waste and 


theft of material for the builder. 


Modular foundation-forming sys- 
tem for slab houses uses no stakes, 
yokes or braces. Modules are fab- 
ricated of outside and inside panels, 
held together with steel cross ties 
to resist pressure of the concrete. 
Lightweight modules can be re- 


Nov 


PRODUCTS/STRUCTURAL 


ete... 


Panels, made to specifications, can 
be one- or two-stories high and 
include cut-outs to accommodate 
doors and windows. Metal Con- 
struction, Parkersburg, W. Va. 
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used by breaking them away from 


the hardened foundation and in- 
serting new ties. Panels are of %" 
high-density plywood with high 
gloss resin overlay. Kynell Indus- 
tries, San Jose, Calif 
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Rigid polyurethane foam system 
can be used structurally as well as 
for insulation. Sprayed to the under- 
side of a floor (shown, the foam 
insulates, strengthens and reduces 
vibration. As a wall composite, it 


is applied to the inner surface of 
siding, eliminating fiberboard 
sheathing, plywood corner supports, 
felt building paper and batt insula- 
tion. Witco, New Castle, Del. 
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Concrete battery mold vertically 
casts load-bearing fireproof walls 
from 4" to 10" thick, up to 10' high. 
The system consists of 14 flexible 
steel cavities, each able to accom- 
modate one or more walls totaling 
34' in length. Reinforcing mesh with 
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electrical wiring built-in is dropped 
in before concrete is poured. Cast- 
ing, which can be done on site or in 
plant, is most economical when 
wall openings are kept to a mini- 
mum. IE, Minster, Ohio. 
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Surface bonding cement secures 
concrete blocks without the use of 
mortar. Blocks are laid in a regular 
pattern, aligned, and then the ver- 
tical surface troweled evenly with an 
Ув" thickness of surface bonding 
cement. The white cement matrix, 
which is embedded with fiberglass 
strands for strength, has good hold- 
ing power and is highly resistant to 
weather and moisture. Stucco-like 
finish of the cement requires no 
further coatings but can be painted 
with latex. Bonsal, Lilesville, N.C. 
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There's only one Chateau by Moen. The special apartment 


line that performs right along with Moen in 
Apartment style, convenience and long life. Chateau is 
out to reduce your installation and mainte- 
nance costs. How can you get all the facts? 
Department. Write our Apartment Department, of course! 
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BY WOEN ® 


There's only one. 
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PRODUCTS/STRUCTURAL 


Non-load-bearing wall system for 
interiors eliminates the need for 
studs. Specially treated honeycomb 
provides continuous support to wall 
surfaces. Standard 4' x 8' panels with 
electric outlets provided are made 


e I A Ber 
in a press and laminated under 
high pressure to insure flatness and 
prevent warpage. Walls can be 
finished immediately after installa- 
tion. Ducommun, Los Angeles. 
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Cross bridging that requires no 
nails to hold it in place has special 
teeth-like projections at each end 
that are hammered into joists after 
subfloors are in place. Galvanized 
metal bridging can be easily in- 
stalled after electrical and heating 
runs. It is available in nine sizes. 
TECO, Washington, D.C. 
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Shatter resistant plastic sheet pro- 
vides the clarity of glass, but does 
not splinter into dangerous slivers 
when broken. Weatherproof sheets 
which can be drilled or cemented, 
are suitable for use in storm win- 
dows and doors, desk and table 
tops, shower stalls, window wells, 
skylights, etc. A cutting tool and 
spray cleaner are provided. K-S-H, 
St. Louis, Mo. 
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Tappan 


gives you the 
competitive 
edge 


Tappan offers you innovative 
products that capture a 
prospect's imagination. 
Products like the electronic 
oven. The wall vac. The 
trash compactor. 


Tappan offers choice. From 
one source, you can get 

just about anything you need 
for a great kitchen. Just 

look at our latest national 
consumer ad (at right) and 
you'll see what we mean. 


Plus, national advertising. 
Tappan promotes to 
consumers with a strong 
campaign that builds enthu- 
siastic acceptance of Tappan 
products in the homes 

you build. 


Give your prospects a 
choice—between Tappan 
and any other brand. And 
take advantage of the 
Tappan competitive edge. 


For the name of your 
nearest Tappan Distributor, 
dial toll-free 800-243-6000 
(in Conn. 800-882-6500) 

or write Tappan. 


TAPPAN 


250 Wayne Street, Mansfield, Ohio 44902 


Шр 


{ 


TAPPAN WHEN YOU HAVE A CHOICE 


Chances are you didn’t have too much to say about the appliances 
you're using now. They came with the house or apartment... they 
were the only brand offered by the store that had your account... 
they were all the budget could afford . . . or your choice was limited 
by any number of other reasons. 

Life styles change. Now you have an opportunity to buy the 
appliances you've always wanted. Now you have a choice. 

Look at many different brands. Get all the facts. Ask questions. 
If the store you're in handles only one brand, go to a retailer who 
offers you a choice of brands. If the salesman you're talking to wants 
to talk about only one brand, go to another salesman. 

The irnportant thing is that this time the decision is completely 
up to you. We hope your choice is Tappan. But even more impor- 
tantly, we want you to have the opportunity to make a choice. 


For the name of your nearest Tappan dealer, dial 800-243-6 
(in Conn. 800-882-6500) or write Tappan, 250 Wayne St., Mansfield, O. 44902 


#724 
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If it's something for the kitchen, your Tappan dealer probably sells 
it. Tappan offers 1. gas ranges, electric ranges 2. electronic ranges 
3. dishwashers 4. compactors 5. refrigerators 6. disposers 7. home 
climate control products 8. central vacuuming systems and 9. cab- 
inets. Check them for appearance, features, performance, and price. 


And remember that when you buy any new Tappan product, you 
receive a one year warranty from Tappan that guarantees free re- 
placement of defective parts including the cost of labor by Tappan's 
National Certified Service Organization. 


SEND FOR YOUR COPY OF "THE KITCHEN BOOK.” Virtually everything you'll 
want to know about kitchen remodeling, 64 pages. Only $2.00. Send check or 
money order to Tappan, Dept. B 263, 250 Wayne Street, Mansfield, Ohio 44902. 


Name — 


Address —- - — 


City State Zip 
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ME 
cautious syndicators 
and brokers 
who never heard of 


Quality Motels. 


Hear this: Quality Motels is an international chain 
of nearly 400 motels, most of them franchised. 

We've been around since 1940. are exceptionally 
profitable, managed by pros, and expanding through- 
out the United States in a big way. 

We're looking for new properties and franchisees to 
share our national multi-media advertising program, 
toll-free, one-number reservations system, and our affilia- 
tion with 10 major credit cards. 

To hear more, phone or write: Leonard K. Dowiak, 
Director, Franchise Operations, Quality 
Motels International Offices, 10750 Co- 
lumbia Pike, Silver Spring. Mary- 
land 20901. Phone: (301) 593-5600. 


- 
| 
| 
| 


Quality Motels International Offices 
10750 Columbia Pike B-4 
Silver Spring. Md. 20901 


Please send me your get-acquainted fact sheet. 
Name 


Address 


E uem —-—— ———— — —— ec Ri 


148 H&H Арап 1972 CIRCLE 148 ON READER SERVICE CARD 


Fiberglass ducts are fabricated from 
rigid boards made of resin-bonded 
fibrous glass. Suitable for heating, 
cooling and dual-service applica- 
tions, ducts have built-in thermal 
insulation to protect against heat 


Steel thermal studs have a pattern 
of slits designed to reduce con- 
ductivity of heat and prevent ghost- 
marking, the shadowy vertical lines 
that can appear on interior walls 
parallel to studs. The markings are 


loss or gain and a factory applied, 
foil-reinforced vapor barrier that 
serves as a surface finish. Maximum 
temperature limit is 250°F. Owens- 
Corning, Toledo, Ohio 
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Interlocking masonary system con- 
sists of concrete blocks that dove- 
tail to form close fitting joints with- 
out mortar. Tests show construc- 
tion time on a 3'-high corner sec- 
tion to be 4 minutes as compared 
to 1% hours with brick and % hour 
with concrete blocks and mortar. 
Blocks are suitable for simple con- 
struction up to 10' high. New-Wall 
Blocks, Southampton, England. 
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caused by migration of dust par- 
These 
studs have the same dimensions 
as wood studs and won't warp or 


ticles to cooler surfaces. 


U.S. Steel, Pittsburgh, Pa. 
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creates ап idea for adding sales appeal 
to the kitchens you build. 


Glass makes this patio kitchen possible. float glass. Build them safe with Herculite® К 

Sliding windows at counter level make tempered safety glass. It’s many times 

passing the burgers easy. Build an idea like stronger than ordinary glass. And if it ever 

this into your models and see if they don't does break, it crumbles into small, rounded 

sell faster. Because PPG's Twindow^ insu- X pieces that reduce the chance of injury. 

lating glass makes it practical, no matter Write us now for a free copy of "PPG 

where you build it. Twindow is the window Open House/USA"—hundreds of ideas 

glass that lets in everything but the weather. from actual merchant-built models. Dept. = 
Look at PPG Glass as the modern material HH-442, PPG Industries, Inc., One Gateway [| 

that will help you build the open life into Center, Pittsburgh, Pa. 15222. 

your homes. Build them spacious with dis- 

tortion-free mirrors made of High-Fidelity® PPG: a Concern for the Future INDUSTRIES 
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PRODUCTS/FLOORING 
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Three-color shag, “Casual Lei," is 
Zimmer printed on 100% heat set 
nylon. The jute-backed carpet is 
available in a full range of colors 
including 3 shades of green, 3 gold 
colorations, 2 blue tones, pumpkin, 
tangerine, red and walnut brown 


for under $8 a sq. yd. Johns-Man- 
ville, New York City. 
CIRCLE 224 ON READER SERVICE CARD 


Solid vinyl floor tiles with the look 
of natural slate can be used indoors 
or out. The '4" thick 12"x12" tiles 
do not chip, splinter or crack. Pre- 
set grout does not loosen or disin- 
tegrate. Pattern is offered in a 4- 
color combination of red, plum, 
blue and gray-green and a 2-color 
version of blue and gray-green. At 
Kentile distributors. 


ариу?” | 
All wool туа rugs in abstract pat- 
terns make up the 7-member “De- 
luxe" collection. “Atlas,” shown, is 
composed of narrow black and 
white lines in a striated pattern on 
a white ground. Rugs are in 4 sizes. 
Egetaepper, New York City. 
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Ceramic floor tiles in a geometric 
pattern have limitless design ver- 
satility. Available in 26 design 
colors and 26 different background 
shades, which can be combined as 


Printed carpet in a choice of two 
constructions can be used in a wide 
range of applications. “Springtime,” 
a bold floral pattern, is offered in a 
level loop construction of continu- 
ous filament nylon in earth tones, 


mii 
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desired. Hundreds of colorways are 
possible. Suitable for floor or wall 
application, tiles are 6"x6". Inter- 
pace, Los Angeles. 
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reds, or shades of yellow and in a 
100% staple nylon plush in pink or 
blue colorways. Carpet is available 
in 12' widths only. Congoleum, 
Kearny, N J. 
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Nylon plush carpet, “Virtuoso,” has 
split-level construction that com- 
bines a continuous filament strand 
and a nylon staple in each tuft for 
added dimensions in color and tex- 
ture. The %” gauge, heatset carpet 
is available in 24 solid colors and 2 
tweeds and is offered in 12' widths. 
Jorges Carpet Mills, Rossville, Ga. 
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"Brigadoon," creates a wall-to-wall 
fabric effect. Each 12"x12" indexed 
standard gauge tile is criss-crossed 
by rough intersecting lines that are 
broken by stress marks and emboss- 
ing for a woven look. Pattern is 
offered in 6 color combinations. 
GAF, New York City. 
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Low-profile shaggy-plush carpet 
with inherent luster and soil-hiding 
properties is of second generation 
Kodel polyester. “Irresistible” is of- 
fered in 18 colorations at $12.95 a 
sq. yd. Walter Carpet, Industry, 
Calif. 
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All for a better atmosphere. 


Wallcoverings from Columbus Coated Fabrics help you create a mood. 

And as you well know almost any interior, today, is judged heavily on its 
atmosphere. Hotels, motels, restaurants, of course. Apartments, offices, 
schools..Even the single family home must create a special environment, if 

it’s going to sell. With our three basic lines—Guard® Satinesque® Wall-Tex® 
—CCF has over 1200 patterns. So what's it going to be? Louis XIV or Madly 
Mod. We've got it. And a whole lot more. Look into our fabric-backed vinyl 
wallcoverings. Type |, Type Il, Type Ill. For new buildings and houses... . or 
improving old ones. Even to cover imperfections in walls. All this beauty and 
the practicalities, too. From Columbus Coated Fabrics—the largest producer of 
wallcoverings in the industry—with the delivery, service, quality, selection, and 


GUARD local professional support only the leader can give. Write 
for complete specifications. We'll put you in a better mood 


COLUMBUS COATED FABRICS 
Division of Borden Chemical, Borden Inc. 
Columbus, Ohio 43216 


BORDEN 
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Whirl jool - 


Continuous Cleaning 


provide 14 ways to please 


.. home hunters. 
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Special textured oven walls break down most 
grease spatters continuously, during normal cooking. 


What this means to your customers. 


Cleaning an ordinary oven is “war” to most 
women. А tough, drawn-out struggle. But not so 
with a Whirlpool Continuous Cleaning Oven. Its 
special porcelain-enameled interior cleans up 
most grease spatters, as they happen, during 
baking and broiling. No extremely high oven 
heat is required; no special dials to set; no four- 
to-five hour waiting period. The textured sur- 
faces actually diffuse and break down most 
spatters at normal oven temperatures. So much 
of the struggle of manual oven cleaning is over 
before it begins. Now, about your customers: 
What woman wouldn't like 

using an oven she won't 

have to "go to war with"? 


RVE2698P RVE2688 


RVE1688 


What it means to you. 


Whirlpool has 14 ways to please home-hunters 
with this work-saving feature. Starting with the 
five built-in ovens and three set-in ranges pic- 
tured below. But also including six free-stand- 
ing ranges: one 40-inch, four 30-inch and a 30- 
inch Connoisseur? model, with two Continuous 
Cleaning ovens. 

Which all goes to prove, you don't have to in- 
stall pyrolytic self-clean ovens to build the lure 
of an easy-clean oven into homes or apartments. 
(You can probably do it for less with Whirlpool 
Continuous Cleaning Ovens!) 

Why not phone your 
Whirlpool Distributor 
and see? 


RVE776 RVE776P 
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It's for wood. 

ess than paint, goes on 
It won't ever cr 

It's trouble-free for re-do over paint or stain. 
It comes in 30 solid colors and 

36 semi-transparents. 
That's the beauty of it. 


easier, lasts longer- 
ack, peel or blister. 
» auc 


It costs 1 


cattle, Wa. 98107. Olymp! Stoin, A division of COMERCO, !NC =: 
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Architect: 
Durham Anderson Freed Company AAA. 
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Printed shag, "Northern Lights", 
by Monarch Carpets is of “Enkaloft”’ 
spun nylon. The hand-crafted de- 
sign, available with a jute backing, 
in 5 colorations in 12’ 


comes 
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Densely constructed nylon carpet, 
“Ming Rhythm”, has a hand-carved 
oriental look. The design, unending 
intermingled swirls, is offered in 12 
colorations at 12' and 16' widths 
at $7.95 a sq. yd. Masland Carpets, 
Carlisle, Pa. 
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widths. It is one of American Rya 


Series that also includes a circular 
pattern and a marbleized print. 
American Enka, New York City. 
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Sheet vinyl flooring with a Medi- 
terranean air, "Spandero", an ad- 
dition to the no-wax "Solarian" line 
is available in 5 colors. The .065" 
gauge flooring comes in 6' wide 
rolls for easy handling. Armstrong 
Cork, Lancaster, Pa. 
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a hand-crafted custom look is 


available in 2 patterns, “Bolero” 
(shown), a checkerboard design and 
“Hacienda”, a wavy texture. Car- 


B Y D (x 


High-low, tip-sheared carpet of Du- 
Pont nylon, "Stepping Stone" is a 
multi-colored design with a cobble- 
stone effect. Available in a full 
range of colors, carpet is double 
jute backed in 12' or 15' widths. 
Venture Carpets, Atlanta, Ga. 

CIRCLE 235 ON READER SERVICE CARD 


154 Н&НАРап 1972 


binations. "Bolero" is available for 
about $10.95 a sq. yd. Bigelow- 
Sanford, New York City. 
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Tight level nylon broadloom by 
Jonas is reminiscent of stained- 
glass windows. Scandanavian de- 
signed with built-in high density 
foam backing, the carpet comes 
in 6 colors at $7.99 a sq. yd. Allied 
Chemical, New York City. 
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Simpson redwood plywood. 


The best of redwood. 
The best of plywood. 


Simpson Ruf-Sawn redwood plywood fits into any 
design concept. 

With Ruf-Sawn redwood plywood you get the best 
of redwood—distinctive good looks and outstanding 
durability. Because it’s redwood, it weathers well 
and resists surface checking. 

And you get the best of plywood—dimensional 
stability and the economies of panel construction. 
Because it’s plywood, no sheathing or corner brac- 
{| ing is necessary. 
| Simpson Ruf-Sawn redwood plywood also comes 
[їп a variety of patterns—and is available in architec- 
E tural grades. 

These are just some of the reasons why the Avery 
Construction Company chose Simpson Ruf-Sawn 
| redwood plywood for the award-winning apartment 
О community shown here. 

ER simpson Ruf-Sawn plywood. Find out more about 
И it. Write the Simpson Timber Company, 2000 Wash- 
ington Building, Seattle, Washington 98101. 
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Glenbrook Garden Apartments. 
Architect: Donald Sandy, Jr. A.I.A. and Anthony Guzzardo A.S.L.A. 
Builder: Avery Construction Co. 


Simpson 
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We wouldn't ask you to do any- Ez Without having to buy storm sash. 


thing you don't believe in. So all ¢ m NU | T That's Thermopane. 
that we ask is that you prove to Then ask her how she'd feel 


about getting all these advantages 
at the same time. That's à 
selling tool' 

Now ask yourself. Are you going 
to take your wife's word for it, OT 
are you going to write for more 
information yourself? 

When building your next easy- 


yourself the selling advantages of 
Thermopane" insulating glass 
units made with Tuf-flex* tem- 
pered safety glass. 

Just ask your wife how she would 
feel about sliding doors made with 
extra-strength glass with a high 
resistance to breakage. In the 


unlikely event of breakage, it fractures into pebble-like pieces to-sell home, insist on Thermopane with Tuf-flex safety glass 
less likely to cause serious injury. That's Tuf-flex. from your sliding glass door supplier. Libbey-Owens-Ford 
Next, ask your wife if she'd like a more comfortable home Co., Toledo, Ohio 43695. 
while keeping down the cost of heating and air conditioning. Fh Е b Lor 

INSULATING GLASS M GLASS) 
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Charter Oak Townhouse and Apartment cor 
Developer: Lincoln Property Company, St. Louis 


ind Chivet 


1 py atten cedar siding 
AIA, St. Louis 


Енеида wood = the — outdoors 
...Non-Com Exterior. 


The rustic, outdoor beauty of wood 
says "Welcome Home" to prospective 
tenants—it has a gracious warmth that 
people like. 


Now that Non-Com Exterior treated 
wood is here, you can add the aes- 
thetic appeal of wood to your apart- 
ment or townhouse construction—and 
at the same time obtain built-in fire 
protection that is code recognized, 
and qualifies for favorable 

insurance rates. 


Non-Com Exterior treated wood is the 
only fire-protected wood in the world 
that's suitable for outdoor service. 
Specify it for siding, soffits, framing 


and other weather-exposed areas. 


The fire-retardant quality stays safe 
outdoors, even in the wettest loca- 
tions, because Non-Com Exterior is 
an all-weather treatment. 


Non-Com Exterior fire-protected 
plywood and lumber opens up a 
wealth of practical possibilities in 
commercial construction. Think about 
the benefits this Koppers super wood 
can add to your next job. 


Koppers has a full line of wood prod- 
ucts with built-in fire protection, for 
indoor and outdoor use; plus fire- 
retardant red cedar shakes and 
shingles. For literature, send for 
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W-640 and 576. Forest Products 
Division, Koppers Company, Inc., 
750 Koppers Building, Pittsburgh, Pa. 
15219. 71-9 


Support ASTRO: 
a sound railroad transportation plan 
to meet tomorrow's needs 


KOPPERS 


Architectural and 
Construction Materials 
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The Berger $1В-22 
is so automatic it has 
no leveling screws. 


You rough level to a circular vial, then the compensator 
instantly and automatically brings the line-of-sight to the hori- 
zontal—much faster than possible with a standard bubble-type 
level. More accurate, too. Compensator range is + 20 min. 
and telescope is 22-power with erect image. Minimum focus 
is 6 ft. The instrument, complete with cushioned mahogany 
carrying case, weighs only 5 Ibs. Yet for all its simplicity, the 
SLB-22 is accurate enough for an engineer, durable and 
dependable for the most rugged on-site work conditions. 
Cost? Only $399.50 and that's nothing compared to the time 
and efficiency you'll gain on every job. Price: FOB Boston. Tripod extra 


berger instruments 


DIVISION OF HIGH VOLTAGE ENGINEERING CORP. 
47 Williams Street, Boston, Mass. 02119 


MAIL COUPON FOR COMPLETE SPECIFICATIONS 


BERGER INSTRUMENTS Division of High Voltage Engineering Corp. 
53 Williams Street, Boston, Mass. 02119 


Send more information on SLB-22 Automatic Level 


Name. 2 
(Please print) 
Company LL ars 
Address CDS i 
City Ll State i Zip 
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PRODUCTS/HEATING 


Electric baseboard heater features 
a snap-off cover, junction boxes at 
both ends and safety cut-offs that 
shut-off the unit if air flow is 
blocked. Thermostat snaps on at 


either end with a single-screw 
mount. Beige heater is available in 
42 models in 7 lengths from 2% ' to 
10'. Hunter, Memphis, Tenn. 
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Elliptical condensing unit directs 
heat and sound up and away through 
a top air discharge. Computer-de- 
signed, six-blade plastic fan permits 
air to enter at sides of blades as well 


as at leading edges. The low- 
silhouetted, air-cooled unit comes 
in 7 cooling capacities from 1% to 5 
tns. Carrier, Syracuse, N.Y. 
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Power ventilator cools naturally 
bringing outdoor air in. Easily in- 
stalled in new or existing con- 
struction, unit may require ducting 
but needs no special flashing or roof 
modification. Ventilators are sup- 
plied complete with installation 
hardware and instructions. Living 
area units are furnished with decora- 
tive ceiling grilles and built-in 
shut-off dampers. Kool-O-Matic, 
Niles, Mich, 
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Compact forced-air heater with op- 
tional built-in thermostat is avail- 
able in 1, 1.5 and 2KW ratings for 
120, 208 and 240V service. Unit is 
equipped with heat sensors that 


automatically turn it off if air flow 
is interrupted, and back on when 
obstruction is removed. Ward Leon- 
ard Electric, Mt. Vernon, N.Y. 
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The small job. 


Straight laminated beams can save you money 
on small jobs, too. 


Forget for a minute the mas- 
sive stadium in Oregon, the 
warehouse in New Jersey, the 
auditorium in Illinois. And all 
the big, low-cost jobs using 
Weyerhaeuser? Laminated 
Beams and Decking. 

Think small job. 

Think about the beautiful 
economy of post and beam con- 
struction. Big or small. 

It costs less because it's 
faster, simpler and uses fewer 
components. And it's beautiful 


because it's wood. 

Availability is a critical fac- 
tor, too. Solid timbers are 
scarcer. Steel and prestressed 
concrete beams are not norm- 
ally stock items. 

But chances are good that 
you can locate the laminated 
products you want at local 
Weyerhaeuser Customer Ser- 
vice Centers. Or at our nearest 
stocking dealer. 

Do you have all our infor- 
mation on laminated beams 


and decking? 
How about prices? Or avail- 
ability of sizes? 
Write Weyerhaeuser Com- 
r, Box B-9095, Tacoma, 


Or phone the sales repre- 
sentative nearest you: 
R. Archibald, Chicago (312) 827-7765 
E. R. Fitzgerald, Portland (503) 646-0611 
Larry Flynn, St. Paul (612) 645-0811 
Q. T. Jansen, Green Bay (414) 435-8848 
George Kocsis, Newark (201) 344-7880 
F. G. Kroener, Los Angeles (213) 748-5451 
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Weyerhaeuser 
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If you're close to buying 
central air conditioning, 
here's the clincher. 


What’s more, the 
Volumaster variable 
volume, constant velocity, 
fan coil unit lowers 
operating costs. 
Dramatically. 

Now you can get all 
the advantages of central 
air conditioning. And a few 
new ones. 


It’s called the Carrier 
Volumaster® System. Our 
unique air distribution 
system that’s specifically 
designed for high-rise 
apartment buildings. tz x 

Your first cost is lower REY 
because there's less ductwork. 
You don't need any special 
control valves, either. TU 


The Volumaster System features a For more details, call your Carrier 
new, exclusive outlet for even air representative. Or write us. Carrier Air 
distribution regardless of the load. Conditioning Company, Syracuse, N.Y. 


That means no sudden drafts. No hot 13201. And while you're at it, ask 
spots. No loud noise. No complaining about the big advance in absorption 
tenants. cooling machines. Our 16JB. 


air conditioning 
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Marvin's new Singl-Glide and Singl-Lift windows cost a little 

less than most other wood windows. But with any Marvin 
window, the big savings come later. They're all factory-assembled, 
with everything in place. They can be 100% factory-prefinished 

— beautiful interior and exterior finishes you can't equal 

on the job. They're easy to install, 

and when you're done, they 


e e e 
tin WII VV | work. That's how you can take 
the cost out of fine windows. 
9 Singl-Glide and Singl-Lift units have one operating sash 
and one fixed lite. Big choice in glazing, from insulated to 
) 81 button-on storm panels to interchangeable storm sash and 


screen. Everything designed for generations of easy 


living. Get the full story in Marvin's new catalog. Marvin 


COSC a lot Windows, Warroad, Minn. 56763. Phone: 218-386-1430. 
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seals shower moisture-away f eee 3 "areas 
more economically than any- -other- shower -pa мах“. 
terial. Keeps sub-floors dry, year after year. The use 
of COMPOTITE waterproofing results in a fully tiled 
shower area at no more than the expense of a tub 
or open-base receptor. 

We have a big supply of brochures that tell all about it. 
Send for yours today. 


Compotite 


Shower Pan 


Р, О. Box 26186, 
Los Angeles, California 90026 


(213) 483-4444 
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CHECKED YOUR FINANCIAL SPECS LATELY? 


Investing for possible Capital Appreciation in 
enterprises where significant changes appear to 
be setting new trends 


For Prospectus: Contact 


4 — س س س س ES‏ 


Delaware Management Company, Inc. 
7 Penn Center, Philadelphia, Ра. 19103 * Phone 215/LO 4-2556 


Gentlemen: Please mail me a Delta Trend Fund Prospectus without 
obligation. 


name 


address 


city/state/zip HH 4/72 


ә 


p—————————— 
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PRODUCTS/TOOLS 


Rough-terrain crane has a 60’, three- 
section boom with an optional 15' 
jib extendable to 20'. The fully 
hydraulic unit has 2- or 4-wheel 
steering and 4-wheel drive. Fea- 


Versatile tractor for [Dem construc- 
tion has a 4-speed synchronized, 
constant mesh, spur gear trans- 
mission. It's available in regular 
or lo-boy models. Loader with 4,000 


Gooseneck trailer tows up to 24,000 
Ibs. behind a standard pickup truck. 
The unit is available with 12' to 30' 
flatbed platforms and electrical hy- 
draulic dump hoists with capac- 


2. 8 
ut ae 


tures include a self-proportioning 
boom, planetary-gear axles and 
shearball turntable connection. 
Lorain Div., Koehring, Lorain, Ohio. 
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T c at 
Ib. lift capacity mur backhoe with a 
digging depth of 14' 3" are custom 
built for the tractor. International 
Harvester, Chicago, Ill. 
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ities up to 21% tons. Hoists, op- 
erated by a 12V electric pump, can 
be used with standard steel or wood 
platforms. Tryco, Cincinnati, Ohio. 
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'F—Korad on gutters 
and downspouts 
G—Korad on trim = 


is thick—3 times thicker thai most paints 
for superior mar and scratch protection. 

Being an acrylic plastic, Korad film 
has outstanding resistance to chalking, 
fading, cracking and chipping. Korad is 
factory-bonded to almost any surface, be- 
coming integral with the material. 

Korad acrylic film is available on all 
kinds of building products to eliminate 
field painting of exterior surfaces. 

Call our special number (215) 592-6719, 
or write us to get the names of material 
suppliers and samples of Korad colors. 


HAASE 


PHILADELPHIA, PA. 19105 


Korad is your first 
line of defense 
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Send for the all new Thomas Starlight Catalog. 


MM oa ات‎ 


I 
| 


| THOMAS 
OFFERS A 
.68-РАСЕ 
COURSE 

IN HOME 

| ECONOMY. 


= FREE. 


Over 500 beautifully priced lighting and convenience products. Use the coupon below. 


Thomas has written the book on home economy. It's 


the all new Starlight Catalog. And it's yours free. eee a TT тыс сс ir 
one Pel pagesor full color photos of our new | 207 E. Broadway · Louisville, Ку. 40202 | 
You'll see lighting in every style. New chandeliers, [_]Please send mea free copy of yournew Starlight Catalog 
pendants, hall and foyer units. As well as outdoor | | 
brackets and post lanterns. | Name ———Ó—ÀáÀ a 
Plus many other appealing products for the home. | Сотрапу | 
Like chimes, dimmers, bath cabinets, home security 
systems. | Address — | 
And all priced to fit the most demanding budgets. | City | 
In fact, you'll find 50% of our new Starlight designs 
priced under $15, your cost. | State — - Zip | 


That's a lot of economy on any budget. 


sn, 


n Wy, 
ШЇ 
СУ 


M 


“ц "i 
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ZIOMAS First Name For Lighting. 


INDUSTRIES INC. 


"By nail-gluing % inch particleboard under- 
layment instead of nailing only, the stiffness 
of a basic floor is increased ... double the 
amount due to just nailing." Report on floor 
underlayment from an independent home 
building testing organization. 


Basketball players need stiff floors to 
play. And builders need them to cut costly 
callbacks. There's never been any question 
that stiffer floors cut callbacks, only how to 


»/)\ National 


MOG )} Particleboard Association 


2306 Perkins Place, Silver Spring, Md. 20910 


get a stiffer, more economical floor system. 

Now, an independent study proves that 
particleboard glue-nailed gives you the 
floor system you've been looking for. Rec- 
ommended over 7 inch plywood subfloor, 
it makes an economically competitive floor 
system that pays off for you in satisfied cus- 
tomers. 

And it does what other floor systems 
can't do. It eliminates the need for repairing 
easily damaged subflooring that eats up 


time and profit. Because with a two-floor 
particleboard system, simple clean-up pro- 
cedures are all that are necessary. 

Next time you want a clean, stiff floor 
system, look for NPA grademarked particle- 
board floor underlayment. It's smooth, void- 
free and trouble-free, and meets or exceeds 
CS 236-66. For glue and nail installation 
instructions, write the National Particle- 
board Association. 

That way you'll make a basket everytime. 


NPA Members: (those with asterisks manufacture underlayment) 


American Forest Products Corp. Hambro Forest Products, Inc. Temple Industries, Inc P 


Boise Cascade Corp. * 
Brooks-Willamette Corp.* 
Cascade Fiber Co.* 
Collins Pine Co 
Duratlake Со." 
Georgia-Pacific Corp." 
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International Paper Co. * 

Mexwood Products, Inc.* 

Olinkratt, Inc.* 

Rodman Industries, Inc 
Resinwood Division 

Southwest Forest Industries" 


Tenex Division 

The Pack River Co 
Timber Products Co,” 
Union Camp Corp 
Weyerhaeuser Со.* 
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A Sta-Tru door won't warp, rot, shrink, 
split or stick. It won't let in dust or 
noise. It won't let the heat out in the 
winter, or the heat in in the summer. 
Most of all, it won't let you down. 


It's the one metal-clad door designed 
and engineered to stand up to your 
toughest demands. Tough enough to 
stand up to any complaint you've ever 
had about any door — wood or steel. 


Sta-Tru is the complete, precision- 
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Sta-Tru doors do... 
stay true and look good 


made entry system. Its features in- 
clude refrigerator-type, weather-proof 
magnetic seal, a full polyurethane 
core, and neatly finished vinyl edges. 
There's a bottom weather strip that 
doesn't need adjusting, and even a 
thermal-break aluminum sill, if needed. 


We've thought about reducing instal- 
lation costs, too. Sta-Tru is delivered 
completely prime-painted and pre- 
hung, including the brick mold. It 
can be installed as soon as the house 
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is framed-in, and forgotten until the 
painters come. 

Write or call about Sta-Tru today — 
the door that will stay true and make 
you look good, too. Stanley-Berry, Di- 
vision of The Stanley Works, 2400 E. 
Lincoln Rd., Birmingham, Mich. 48012. 


STANLEY 


helps you do things right 


General Electric puts things 
into its builder models that no one else 
puts into their builder models. 


The idea of a builder model central 
cooling unit is to build a quality unit for an 
economical price. The difference between 
our condensing units and others is the 
quality features that only General Electric 
puts into a builder model. 

To start with, there's the General 
Electric Climatuft™compressor. 

What's special about the Climatuff 
compressor is the special things we put 
into it. Things like super-strong motor 
ee. insulation that resists 
"ELAR X» refrigerant contamination 
a and helps to withstand unusual 
» voltage surges. 

The Climatuff compressor 

also has Swedish steel valves, 
В and a centrifugal oil pump 


| > all moving parts. 
RAT 224 In addition each 230-volt 
P" compressor is tested at the 
3 factory to start with a power input of 
only 170 volts—about 75% of rated voltage. 

The Climatuff compressor is so good, 
more than 500,000 of them have been 
installed with a remarkable record of 
reliability. 

Top air discharge in cooling unit 
design is an idea that was pioneered by 
General Electric. And we still are unique 
because we bring air in from four sides at 
a low velocity which helps to prevent 
clogging of condenser surface with leaves 
and grass clippings. 

Only GE models have 
Spine Fin" condenser coils. 
The big advantage here is 
that this eliminates over 9076 
of brazed joints, where leaks 
can occur and cause failures. 

And then theres our National Service 
Contract. This plan offers customers an 


established cost for service from the second 
through the fifth year of ownership 
including both parts and labor required as 
a result of normal usage. (See contract for 
normal maintenance requirements 

and exclusions.) 

The contract, obtained at the time 
of installation, is between the purchaser 
and General Electric. For a 36,000 
BTU/H unit the cost is only $109, plus 
state and local taxes. The work is done 
by the General Electric 
franchised dealer or 
authorized servicer. 

For the full story on 
quality and dependability, 
phone your GE central air 
conditioning dealer. Hes 
listed in the Yellow Pages under "Air 
Conditioning Equipment and Systems? 


GENERAL ) ELECTRIC 
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When a building deserves 
the finest in through-wall air conditioning, 
heres why investor-builders 
like Mike Adler look beyond 
the traditional brands. 


Monterey by Slant/Fin includes engineering 
refinements that clearly set it above the 
ordinary. 

Quiet. Centrifuga! blowers, extra large coil, 
heavy acoustical insulation. 

Responsive. Built-in thermostat. Steady, 
year-round heating or cooling. 

Easy to install. One-piece cabinet-sleeve 
with built-in heating coil. Slide-in cooling 
chassis. 

Well-constructed. The finest components. 
Exposed parts are heavy gauge, rust-proof 
electro-galvanized steel. 


Versatile. Fits virtually any wall thickness. 
Can be mounted on floor or wall. 

Cooling capacities: 6,300 to 16,000 Btuh. 
Heating capacities: 7,370 to 23,000 Btuh (hot 
water, steam or electric). 


Monterey: the ideal heating-cooling unit for 
apartments, hotels, motels, hospitals, nurs- 
ing homes. Please write for Pub. TAC-10. 


Slant Fin. 


A commitment to excellence 
Slant/Fin Corp., 100 Forest Drive, Greenvale, N. Y.11548 


*Mike Adler, builder of Soundview Towers, Stamford, Connecticut. 
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Why pay an answering 
service when you can 
own your own? 


а Dictaphone has a machine to 
nud xm* / make sure you never lose an- 
Se, У other cent through a missed 
/^ phone call or a garbled mes- 
€ sage. Infact, we have a whole 
line of them. 
Theyre called Ansafones. You can buy one outright 
or possiblyleaseitfor about what youre paying your 
answering service now. Andit works for you 24 hours 
a day. 7 days a week. 
Call thistoll-free number:800-243-6000. From Conn. 
call 1-800-243-6000. Or send the coupon below. 


p == == á- á- ee н - тш тш пын тып сыз тыз шыш ыш кып пын аш сын шз | 


: (Dictaphone І 
Вох L-4-20 120 Old Post Road, Rye, New York 10580 | 
І Please send me full details of the Ansafone line. 
I Name /— .— et 1 
І Company = Phone — 
| Address — 
{сиу State Zip Code t-- 
bo же == m шы ши шш — m кыш шш тш > шш шш тш — те dl 


Ansafone and Dictaphone are registered trademarks of Dictaphone Corp. 
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PRODUCTS/LIGHTING 


_ чыл E * 
Outdoor lighting line adds a decora- 
tive look to walkways as it illumi- 
nates them. The cube-shaped fix- 
ture of bronze-finished aluminum 
(above left), has a textured pyramid- 
shaped reflector that directs a uni- 
form spread of low-brightness light 
below eye-level to pathways. Cube 
with acrylic windows has a weather- 


Tinted lighting panels, styled to 
complement tinted glass exteriors, 
are available in a full range of 
standard modular sizes in */44" or 
"la. thickness. Extruded acrylic 


e‏ جد 


tight top that opens for access to 
lamp chamber. The "Road-Stool" 
[above right}, available in black or 
brown enamel, is a heavy-duty 
unit built to withstand vandalism 
and abuse. It is equipped with an 
acrylic diffuser to shield glare. 
Lightolier, Jersey City, N.J. 
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panels are offered in 5 integrated 
colors: silvertint, bronzetone, 
smoketone and 2 shades of gold. 
K.S.H., St. Louis, Mo. 
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Prismatic mercury vapor lights, 
for wall-mount applications, can be 
equipped with optional breakproof 
“Lexan” shields. The wrap-around, 


mold-injected shield comes in 3 
sizes to accommodate "Wall-cube" 
units. Stonco Lighting, Union, N.J. 
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That's why big builder DeBoer 
Associates installs U/R fiberglass 
baths exclusively in its huge 
apartment and townhouse proj- 
ects from Amarillo to Kalamazoo! 


“With Universal-Rundle’s one-piece 
fiberglass baths, we can depend on con- 
sistent product quality in all of our 
apartment communities,” says Chuck 
Lawrence, director of construction and 
assistant vice president of Jack P. DeBoer 
Associates, Inc., Wichita, Kansas. “And 
the exceptional durability and strength 
of U/R units virtually eliminate main- 
tenance costs. We consider U/R products 
a positive contributing factor for in- 
creased apartment rent-up.” 


Universal-Rundle 


See us at Booth 545, Apartment Builder/Developer Exposition, May 1-3, 


Sixty-two other big builders agree! 
Universal-Rundle's scrubless, scourless 
fiberglass baths, color-matched to the 
complete U/R bathroom fixture line, 

are highly appealing to home renters and 
buyers alike. 

Cuts time and labor costs. Just set 
the one-piece, lightweight tub/shower 
unit into framing, nail the flanges and 
it's ready for plumbing hook-up. No 
tiles, no grouting needed. U/R high- 
gloss fiberglass units are leakproof, stain- 
proof and chip-resistant. Which all adds 
up to no callbacks, ever! 

Go with the leader. Go U/R! 
Universal-Rundle pioneered the fiber- 
glass bathroom fixture market and is 
still years ahead of the pack. Our quality 
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control standards are the strictest in the 
industry. Our modern production facil- 
ities, national distribution and aggressive 
marketing programs assure both com- 
petitive pricing and prompt, efficient 
service. Our fiberglass baths, along with 
other fixtures in our famous decorator 
line, are persuasive factors in selling 

new homes. 

We ship promptly anywhere. Deliveries 
on site with careful packing to insure 
damage-free delivery. 

For full information, see our catalog in 
Sweet's; check the Yellow Pages for your 
nearest U/R dealer, or write 
Universal-Rundle 
Corporation, New Castle, 
Pennsylvania 16103. 


1972. 
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Payloads ир to 4,285 lbs.—largest in 
the industry, 


battery, w 
washer res 
voltage regulator, 


л їп 
idge-like Steering rese 


SUPPort for Solid, Smooth, one- Strong, m Independent can easily step from their seats into 
anded Operation, tight Seal. Front Suspension соот: exclusive Геаг cargo area, exit through Side or 

Shorter Outside, easier to Park. Com. design Smooths ” > rear doors, 

Pared to oth with similar е going for BO ri” 


er makes with < the goi “Ж Й 
loadspace, Econoline vans have Sig- both loadang | rd FORD 
ifi e . Thi iver, 
means easier parking апа better forged Steel l-bea axles provide ECONOLINE 
maneuverability in city-delivery Oper- Strength and d ility; wide wheel 


ations—time saved on every trip. stance means stability ; Cross Winds, V NS 
Wider at top for built-ins. Body Sides Biggest Payload. k Construction A 


are more vertical, wider apart at top high Capacity axles allow you to haul 


than other vans. Built-in units fit bet. а heavier load than any other van. 
ter ang leave тоге aisle. Many mod- Three Series (two lengths), One takes 
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Why 70 million pounds of PVC 
went into DWV last year. 


If DWV is any part of your business, chances are you'll soon be 
working with PVC. In DWV systems, PVC is currently far 
surpassing its long-time 
growth rate of 35%. Sev- 
eral million such sys- 
tems are now in op- 
eration: In codes, 
the trend is to- 
ward acceptance; 
some 1500 to 
2000 codes in all 

the states now 

say it's okay to 

use PVC for 

DWV. 


Superior flow charac- 
teristics are maintained 
almost indefinitely. PVC 
pipe surfaces start smooth, 
stay smooth, inside and out. 


Solvent welding also eases installation. Cutting is much easier, 
too. An ordinary hand saw or pipe cutter zips through PVC in a 
fraction of the time required to cut metal. 
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There are several reasons for the growth of PVC in drain/waste/ 
vent systems. Corrosion resistance is one. PVC is not affected by 
the many houschold chemicals encountered daily in DWV. It is 
also impervious to sewer gas. 


Light weight means easy installation. Easy to carry, easy to 
handle. 


PVC pipe made of Geon® vinyl is backed by 21 
years of experience in providing high quality 
raw materials to PVC pipe and fitting manu- 
facturers. Geon vinyl is made by B.F.Goodrich 
Chemical Company, the people who started it 
all in PVC pipe. For facts, figures or answers 
to questions, contact us at Dept. Н-26, 
6100 Oak Tree Blvd., Cleveland, Ohio 44131. 


\ BFGoodrich E. н" 
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Pollution 
control: 


А corporate 
responsibilty 


Pollution and pollution abatement 
have become important aspects of every 
business. They affect budgets, profit and 
loss, position in the community, corporate 
image, even the price of stock in some 
cases. 

Pollution is a now problem that is 
receiving now attention from astute busi- 
nessmen. Water treatment plants, fume 
scrubbers and filtration systems, land rec- 
lamation, plant beautification, litter pre- 
vention, employee education programs, 
are all types of things industry is doing to 
help.in the pollution fight. 

But regardless what a businessman 
is doing today he must be considering pol- 
lution control efforts for tomorrow. 

One thing he can do is write fora free 
booklet entitled “71 Things You Can Do 
To Stop Pollution.” It doesn’t have all the 
answers on pollution. But it might give a 
businessman a few ideas for both today 
and tomorrow. 


People start 
pollution. 
People can stop it. 


К, Амер, В ; of sue. 
: V: Keep America Beautiful ‘Ey 


Advertising contributed lor the public good. 
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The Pioneer 
Liquid Plant Food 
FAST EASY SURE SAFE 
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Low Cost Landscape Feeding 


Established plants, lawns, gardens and 
landscapes need a regular maintenance feed- 
ing schedule. This insures vigorous growth, 
keeps grounds in prime condition, reduces 
problems and costs. For any commercial, in- 
dustrial and public landscape maintenance, 
RA-PID-GRO solution is most economical to 
apply, low cost for uniform coverage, effec- 
tively feeds all types of turf, flowers, shrubs, 
evergreens, etc. No pollution from run-off. 


For Bulletin write: RA-PID-GRO, Box 13M, Dansville, N.Y. 14437 
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First Impressions are Important! 
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The world's largest collection of hand carved solid 174" mahogany doors. 

Standard designs and custom. Hand carved spindles and mouldings. Custom and 

moveable louvers. 174", 214" and 3%" louvers. Fabric panels. Patio louver folds. 

Windows. Doors. Room dividers. Floor screens. Bi-folds. Office dividers. Archi- 

tectural grills. Modular grills. Spindles. Shojis. Custom carvings. Custom 
finishing. Carved wall panels. 

Catalogs to the trade, only. 

Pinecrest INC. Russell H. Underdahl, President 

2710 Nicollet Ave. So., Minneapolis, Minnesota 55408 Rhone: 612/827-5481 


Marquette Manor, Cincinnati, Ohio; Н. M. Garriott & Assoc., Arch.; Frank Messer & Sons, Inc., Gen'l Cont.; The Nurre Co., Dist. 
(all in Cincinnati, Ohio) 


There's no secret to the benefits builders everywhere are 
discovering about the time-and-money saving qualities of Thoroseal 
plus Acryl 60. Brush on two coats of this cement-base coating (as they 
did in this Cincinnati apartment) and the rough, concrete surfaces 
are filled and sealed, decorated and waterproofed for as long 
as the building stands—and in a beautiful color choice, too. 
Write for further details and specifications about Thoroseal and its uses. 


STOP RUBBING CONCRETE! 


THOROSEAL finishes and waterproofs masonry with amazing speed at a fraction of the cost! 
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FREEDOM OF CHOICE.... 


| Americas 
1 Most 
Я Complete 
W Fireplace 
1 Line 


Whether your plans or individ- 
ual preference call for an eye- 
catching, built-in fireplace with 
your own distinctive wall and 
trim treatment, or a free-stand- 
ing, or wall-hanging fireplace 
in a choice of decorator colors, 
Majestic offers you an almost 
unlimited selection. In wood- 
burning, gas-fired, or electric 
types! And they're all factory 
pre-built for best performance 
and simplicity of installation — 
without expensive masonry — 
for maximum economy. The 
extra "buy appeal" a Majestic 
adds to any home or apartment 
pays off well. Write today for 
catalog and name of the near- 
est Majestic Distributor. The 
Majestic Company, 301 Erie 
Street, Huntington, Indiana 
46750. 


wood-burning 
gas-fired 


@ 
е1ес1г1с 


B Wry 


Ап American-Standard Company 


americas leading fireplace 
manufacturer 
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o>) Wall Box Time Switch 


THE ONLY TIMER 
WITH DIAL FACE PLATE 
‘THAT MOUNTS 
FLUSH TO THE WALL! 


Tum “OF ighis, healers 
automaticaly aller 3 minutes 10 12 hours 


Save electricity, add comfort and convenience, extend life of 
equipment. Easily installed in standard wall boxes. Recom- 
mended for hotels, motels, homes, apartment houses, public 
buildings. Available through wholesalers everywhere. Send for 
literature, 


M. H. RHODES, Inc. avon, conn. 06001 


In Canada—M. H. Rhodes (Canada) Ltd., Ottawa 5, Ontario 
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Rex Kern demonstrates the 
Double Depth Tee-M 1030-DD. 


Rex Kern and Tee-M Rex Kern teams up with Tee-M Storage 
Systems, nationwide champion for bet- 


Storage Systems ter ecology. Tee-M Containers keep 
CHAMPIONS F trash cans and other storage out of 
OR sight, convenient to get to and pro- 

tected in a sanitary non-pollutive man- 

А CLEANER ner. Standard Tee-M units are built for 


two to 10 30-gallon cans or 55 gallon 
drums. A Midget Slat Closure coils a- 
round a shaft containing а special man- 

FOR GOVERNMENT 

INSTALLATIONS 

THROUGHOUT THE NATION. 


drel-wound spring to assure fingertip 
opening and closing. 

If you're facing storage problems, 
call on Undercover Agent No. 1 — 
Tee-M Storage Systems. 


The J.G. WILSON Corporation 


Quality Products Since 1876 
Dept. HH, RO. Box 599, Norfolk, Va. 23501 


TORAGE SYSTEMS 
— | 
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PRODUCTS/LIGHTING 


D 


Outdoor illumination with mercury 
vapor lamps offers greater intensity 
and longer life than conventional 
lighting. Mercury vapor bulbs, long 
popular for use in public areas, are 
now available in decorative home 
units. Shown are a 4-sided wall 
lantern /top left), and a post mounted 


Floodlight, equipped with 1,500W 
“Metalarc” lamp, provides six dif- 
ferent beam spreads, each with its 
own individually designed reflector 
system. Light-weight, factory-wired 


Contemporary wall fixture consists 
of four 5'".diameter clear, glass 
globes projecting from a polished 
chrome cylinder. Unit with built- 


model (above right), both of satin- 
black die cast aluminum with re- 
movable shatter-resistant opaque 
panels. Contemporary fixture 
(above left) is of black aluminum 
with white, shatter-resistant, 8” 
globe. Progress, Philadelphia, Pa. 
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unit has heat and impact resistant 
lenses, modular ballast housing and 
weatherproof construction. GTE 
Sylvania, New York City. 
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in wall outlet is 22%" wide, 4%" 


high and extends 8". Del-Val, Wil- 
low Grove, Pa. 
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Sound Attenuation 


The Measurement 
The Mobility of Sound 
of Sound 


A Chain-Reaction of 


Vibrations‏ ڪڪ 


Preserving 
Wanted Sound 
Specifying Complex 
Acoustical Sound 
Materials 60 Waves 
9, 
C Reducing 
Unwanted 
7 Sound 
Impact 


Structure-Borne 
Sound 


iffe. os Computing 


Reverberation 


Time 
E Installing 


Details, Acoustical 
Specifications, Ceilings 
Construction 
Airborne 
Inspection Sound 


and Supervision 


Sound 
System 
Selection 


Understanding sound control 


and what to do Sound Control Construction is a new 112-раре book that makes the prin- 
ciples and performance of sound easy to understand. Prefaced by Robert B. 


e Newman of Bolt, Beranek & Newman, this invaluable addition to your refer- 
ence library covers everything from the nature of sound to illustrations of 

about It. proper systems installations. Today, effective sound control is no longer a 
matter of guesswork. Performance of sound-conditioning construction can 
now be predicted. This book tells you how, with practical information and 
easy-to-follow section drawings of ceiling and partition systems that block 
sound. Mail coupon for this extensive study of modern sound control tech- 
niques and their results. 


I0 7»»»2 ө ө ө ж ө ө ө ж ж б өө HEHEHE эз ө ө ж ж = же ө ө эө ж 


United States Gypsum, 101 S. Wacker Drive 

Chicago, Illinois 60606, Dept. HH-42 

Yes, 1 would like a copy of Sound Control Construction/ 
Principles and Performance. 


> МАМЕ 


FIR TITLE 
ADDRES: 
CITY SIATE LÁ ——— ne. 
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UNITED STATES GYPSUM 


BUILDING AMERICA 
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lodays woman is different. 
To sell her, you have to 
see things her way. 


And one of the first things she sees for her home is built-in 
cleaning. All the worksaving items you include in your 
homes or apartments suddenly become less important when 
she's faced with pushing and pulling the same old heavy 
sweeper every single day. 

Which is why the H-P VACUFLO Built-in Cleaning 
System should be first on your list of convenience extras. 
It's the Pioneer built-in: refined to performance perfection 
... but priced to compete. Installation is fast, easy, uncom- 
plicated. And the end result is the most thorough cleaning 
job available. 

Build in VACUFLO. See things her way. And she'll be 
more inclined to see things your way. Write...or call... 
for the whole VACUFLO story. 


VACUFLO 


H-P Products, Inc., Louisville, Ohio 44641 
Phone 216/875-5556 
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Pre-fabricated modules of redwood 
decking and wrought iron are quick- 
ly assembled into porch or patio 
decks. Modules, with or without 
redwood, are offered in 4'x4' or 
4'x8' sizes. Each unit is constructed 


| MLODE A MIM | 
Shakes, with a rough-hewn, hand- 
split wood look, are suitable for 
use as roofing or siding material 
Weather- and wind-resistant “flura- 
pon” finish is available in 6 colors. 
Shakes are equipped with 4-way 
interlocks to protect against water 
leakage. Each 48" long panel covers 
a l'x4' area. Matching accessories 
and trim molds are also available 
Reynolds Metal, Richmond, Va 
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Dirt repellent aluminum siding 
with a no-shine look saves mainte 
nance and eliminates consumer 
complaints. "Sta-Kleen", a dirt-re- 
pellent developed by DuPont and 
processed into "Super-Tufi" siding, 
sheds moisture in sheets rather than 
holding it in droplets that dry and 
leave dirt marks. Even hard to clean 
areas under eaves and around dirt- 
catching edges clean themselves 
Low porosity prevents contami- 
nants from imbedding themselves in 
the siding surface. Wolverine-Pen- 
tronix, Lincoln Park, Mich 
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with a welded wrought iron frame 
that has 5" sq. foot to prevent settl- 
ing. Self-leveling stairs plug into 
module at any of 4 locations. Tri- 
State, Minneapolis, Minn 
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Vinyl siding corner posts, in a three 
dimensional woodgrain pattern, are 
constructed to need ЖИ the storage 
space of conventionally designed 
posts. Made without nailing hems, 
2 “J” channels slide into locks on 
each side of the post. Assembly is 
then installed as a standard corner 
post. Unit is adaptable as window 
casing trim. using only one of the 
channels. Mastic, South Bend, Ind. 
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RESIDENTIAL 
COMMERCIAL 
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RF (FAN DRIVEN) HEATER 


TI 


STUD DUCT HEÁTER 


ШШШ 
E ON 
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BF (FAN DRIVEN) HEATER 1 BU 


RA-STAT THERMOSTATS 


RADIANT WALL 
INSERT HEATER 


س 
fe‏ 


PRF (FAN DRIVEN) 
PORTABLE HEATER 


n 
—- 8 . 


PORTABLE 
RADIANT HEATER 


RKS HEATER 


BB BASEBOARD HEATER 


FB BASEBOARD HEATER 


m-— 


BH BASEBOARD HEATER 


PORTABLE 


BASEBOARD HEATER CEILING HEATER 


UO, ШЕФ rasene 
G & AiR CONDITIONING 


неатіп 


“H” COILS 


% 


"A" COILS 


SLOPED COILS 


PUMPHOUSE HEATER 


“МЕС” SERIES FURNACE 


s 
" 


ELECTRONIC 
AIR CLEANER 


SERIES DP-600-P 
ELECTRONIC 


REDI-WARM 
FORCED AIR HEATER 


AIR CLEANER 


P.O. BOX T, CARROLL REECE STATION ™ JOHNSON CITY, TENNESSEE 37601 AREA CODE 615/928-8101 ш TELEX NO. 55-3442 


COMMERCIAL 
-INDUSTRIAL 


QUARTZ HEATER 
- DUCT HEATER 


ии 
ии 


RECESS MOUNT 

CONVECTOR HEATER 
- PRE-CHARGED 

— CONDENSING UNIT 


FIH UNIT HEATER x = 


INDUSTRIAL UNIT HEATER 


SNOW MELTING MATS 


THRU-THE-WALL 
HEATING & 
AIR CONDITIONING 
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PRE-CHARGED TUBING 
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Valley Faucet. 
First appearances 
arent deceiving. 


What works best for the 
housewife sells best for you. 

That's why we designed 
our feather-touch, single 
control faucets to do 
everything a hosewife wants. 

Valley works perfectly at 
the slightest touch. 

And Valley looks good 
in any kitchen, or any 
bathroom. 

That's important. 

When you're selling a 
house, first appearances mean 


"em VALLE Y. 


EASTMAN CENTRAL D 
advision of 
D STATES BRASS CORPORATION 


SUBSIDIARY OF HYDROMETALS, INC ا‎ 
901 TENTH STREET, PLANO, TEXAS 75074 


VALLEY TRIMWARE+SPEEDFLEX SUPPLIES DURO FITTINGS CONNECTORS LOOK FOR THESE MARKS FOR SUPERIOR PLUMBING QUALITY 
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Арр!у 
Shakertown 
8-Foot Shingle 
Roof Panels 
(with sheathing) 


4 
Y 
= 


ك 
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USE ONLY 2 NAILS AT THE RAFTERS 


Only 25 panels (including sheathing) cover 100 sq. ft. 
Panelized shingles for roof application have been long overdue 
in the construction field. Now, Shakertown has developed an 
effective system of bonding sixteen No. 1, 18-inch Western | unm. 3 
Red Cedar Shingles to Y2-inch exterior grade plywood sheath- - gE Nû 1 e AREE mum у,” 
ing into a handy 8-foot panel. The system is designed for a сота Bacal ore yeaa INTO 
4/12 pitch or steeper with an automatic self-aligning feature 
that gives you a 6” exposure and a professional appearance 
without skilled labor. You can cover 2,300 square feet of roof 
in less than 24 man hours and you are under roof faster. It is 
Uniform Building Code Approved. 


TALOG 
® SEE OUR CATAL 
\1М SWEET'S 

E ` IRCHITÉCTURAL 
W пі 


FIRST МАМЕ IN CEDAR SHAKES =" 


Write for complete details... In Canada 


SHAKERTOWN CORPORATION | BESTWOOD INDUSTRIES, LTD. 
DEPT. HH-4 P.O. BOX 2042 PANELS ARE SELF-ALIGNING FOR FAST, 
4416 LEE ROAD VANCOUVER 3, B.C. PROFESSIONAL APPLICATION. NO 
CLEVELAND, OHIO 44128 SKILLED HELP REQUIRED. 
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NOW! ASSURE 


MAXIMUM 


Eliminate lost key and expensive 
lock-changing problems—forever! 
Thousands of combinations; when 
desired, combination is easily 
changed in 60 seconds. Tenants 
use the pushbutton combinations 
only. Management is guaranteed 
access by exclusive use of the 


MASTER KEY BYPASS. Now in 
use in apartments, dormitories 
and government buildings where 
key control is a security problem. 


WITHOUT TENANT KEYS 


Completely mechanical, Simplex 
is easi)y installed in new or exist- 
ing buildincs. 


NEW! 


Simplex 
“tuch-butn” 
combination 
) door lock system 


WITH MASTER KEY BYPASS 


Simplex Security 
Systems, Inc. 


72 Front Street 
Collinsville, Conn. 06022 
(203) 693-8391 


Write or phone today for 
descriptive brochure HH-472 
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ATTACH LABEL HERE 


Please give five weeks notice before change of address 


changing becomes effective. Attach mailing label here and print 
your new address below. If you have any question about 
your your subscription, include address label with your letter. 
ў МАП, ТО 
, 
address? House & Home, P.O. Box 430, Hightstown, N. ]. 08520 
your name 


your mailing address 


zip code 


zip code 


TO ENTER OR EXTEND YOUR SUBSCRIPTION. want 
CHECK HERE: 
C) NEW p; ONE YEAR $9.00 vour 
C] RENEWAL О THREE YEARS $18.00 2 
MAIL REMITTANCE TO own 
House & Home, P.O. Box 430, Hightstown, N.J. әс: 
08520—Rates Apply to U.S. & Canada Only— subscription? 
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Elastomeric plastic coating, ‘‘Parr- 
Meric", suitable for waterproofing 
roofs and walls, is resistant to oil, 
sunlight, chemicals and ozone. Rec- 
ommended for use on concrete, 
metal, asphalt, tar, brick, plywood 


Stone aggregate siding panels are 
pre-cut to eliminate scrap and 
waste. Available in standard size 
panels or custom cut, pieces are 
keyed to match application loca 
tion. Prefinished with a surface of 
various size stone aggregates, siding 
uses exterior grade plywood, asbes- 
tos board or structural insulation 
board as substrates. Modular Ma- 
terials, S. Plainfield, N.J. 
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and as a coating for foam, it can be 
applied by spray, brush or roller. 
Coating is available in a wide 
range of colors. Parr, Cleveland, 
Ohio 
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Steel and vinyl siding combines 
strength and durability. Rough sawn 
pattern is embossed on galvanized 
steel during roll forming. A baked 
vinyl finish that resists corrosion 
and rust is then bonded to panels by 
an "Electrolon" process, coating 
the entire surface. Sidingis available 
in 8" single course and 10" double 
course strips in 7 colors. U.S. Steel, 
Pittsburgh, Pa. 
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Gutter and drainspout system of 
roll-formed aluminum is designed 
to weather even the most severe 
rain, wind, snow or ice. Exterior 
finish, 3 coats of melamine, will not 
rust, blister, crack, peel or chip 
and can withstand possible damage 
from ladder pressure. Interiors are 
coated with a clear vinyl to protect 
against moisture and mildew. Both 
finishes are roll-applied in liquid 
form and baked dry. System is of- 
fered in white and can be special 
ordered in brown or black. Crown 
Aluminum, Pittsburgh, Pa. 

CIRCLE 262 ON READER SERVICE CARD 


See SIX men erect this 


2-Slory house in two eight 


hour working days with 


senco automatic Nailers 
and staplers! 


Brief construction film shows 
how Senco tools saved con- 
tractor $500 in labor on one 
house alone. Call your Senco 
Construction Specialist for a 
private showing! 


Frames 1, 2, 3: 

Senco SN-III 3/2” nailers were 
used on all framing members 
in the house. 

Frames 4, 5, 6: 

Senco M-II and M-III staplers, 
using 1%” through 212" 15 
or 16 gauge Sencote* staples, 
were used to fasten bridging 
strips, underlayment and 
insulated siding. 

Frame 7: 

Asphalt shingles were applied 
with the Senco PW wide 
crown stapler, which drives 
%” through 1%” 1” crown 

16 gauge staples. 


Frame 8: 


Aluminum siding, fascia and 
soffits were applied with the 
Senco M-I stapler, driving 1” 
through 134" 16 gauge staples. 


Frame 9: 

Interior trim was applied with 
the Senco SN-I finish nailer, 
which weighs only 5% Ibs., 
drives 1” to 112" 15 gauge 
round head finish nails. 


The builder reported a 39% 
reduction in total man hours 
to build this house — from 158 
to 96 total hours — and a 
dollar savings of about $500; 
shingle application was re- 
duced from a normal 16 to 20 
man hours to only four; exterior 
siding application time was 
reduced 25%. And although 
the temperature was 20? above 
zero with a 10 MPH wind at the 
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time of construction, no time 
was lost — because Senco 

equipment can be used even 
with mittens or heavy gloves. 


Write us for more facts on 
Senco automatic fastening 
systems. Or, better still, let your 
Senco Construction Specialist 
show you the film on the time 
and labor saving applications 
of Senco equipment on this 
2000 sq. ft., $55,000 home! 


Senco Products, Inc., 


Cincinnati, Ohio 45244, 
Dept. 109 


Senco 
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LITERATURE 


Laminated surfacing. Sample chips 
of over 100 solid color, abstract 
and woodgrain-patterned laminates 
are mounted in “The Guide to 
Decorative Surfacing”, a "Texolite" 
specification folder. Featuring re- 
movable leaf standard-size 
pages complete with subject identi- 
fication tabs, the folder also includes 
a general description of how the 
surfacing is produced. General Elec- 
tric, Coshocton, Ohio, 
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loose 


Paint Sprayers. A 20-page catalog 
illustrates and describes paint spray- 
er equipment that includes portable 
spray guns, pressurized paint roll- 
ers and the accessories to be used 
with them. A spraygun selection 
guide provides a quick reference 
source for determining the proper 
compressor for each spray gun. 
Steps for operating common types 
of compressors and guns are ex- 
plained and illustrated. Thomas 
Industries, Paint Applicator Div., 
Johnson City, Tenn 
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Cluster planning. A spiral-styled 
booklet is an introduction to clus- 
ter planning for builders, archi- 
tects and planners. [ts purpose is 
to define the cluster concept and 


to illustrate its advantages. De- 


scriptions, goals, processes and pro- 
cedures are presented їп pictures, 
diagrams and text. American Wood 
Council, Washington, D.C. 
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Carrier fittings. A ten-page resi- 
dential carrier-fitting catalog in- 
cludes numerous photos and di- 
mensioned line drawings of carriers 
for single or multi-story residential 
construction. Carriers are designed 
for wood stud or slab construction 
Wade Div. of Tyler Pipe, Tyler, Tex. 
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Ceilings. Acoustical ceilings are de- 
scribed іп the “1972 Celotex Acous- 
tical Systems File". Systems in- 
clude various tiles, high and med- 
ium density lay-in panels, UL Time- 
Rated assemblies and lighting. Sug- 
gested specifications include scope, 
general conditions, materials and in- 
stallation. The manual is illus- 
trated with job applications and in- 
stallation detail drawings. Celotex, 
Tampa, Fla 

CIRCLE 313 ON READER SERVICE CARD 


Thermostats. This loose-leaf style 


brochure describes a new type 
of wall-mounted line-voltage 
thermostat which reduces droop 
in electric heating systems. Al- 


so included in this folder are 


... for safety's sake 


AUTOMATIC ENTRY SYSTEMS 
for APARTMENT PARKING 


from VEMCO Products, Inc. 


Sliding gate operator with 
magnetic loop detector ex 
control and private magnetic 
card operated entry control. 


ROLLING 
Ё 7 GJ 
z SET 
GATE A amon B 
g S 2 ARRIER 


ш. 


"World's largest independent manufacturer 
of automatic entry systems” 


for any opening. 
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Individual garage door oper- 
ator with selected frequency 
hand radio-controlled system. 


cut-away and wiring diagrams, in- 
stallation information, specifica- 
tions features and information on 
various options. General Electric, 
Morrison, Ш 
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Building wire. This manual contains 
installation methods for electricians 
and contractors. Step-by-step pro- 
cedures are provided covering basic 
techniques. Detailed 
included on 


installation 
information is 
means of installing aluminum pres- 
sure-type connectors, plated alumi- 
num terminal lugs and both alu 
minum industrial and residential 
service entrance Pic- 
tures and diagrams are utilized 
Aluminum Association, New York 
City 
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also 


conductors 


Millwork, kitchen catalogs. These 
mail order catalogs contain thou- 
sands of different items at whole- 
sale from national 
manufacturers. Morgan-Wightman, 
St. Louis. 
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prices—many 


Aluminized steel. Photos and in- 
spection reports on unpainted alu- 
minized steel roofing and siding 
on buildings up to 17 years old 


are included in this brochure. АП 


buildings inspected are located in 
industrial or marine at- 
mospheres. Condition of the alu- 
minum coating on each building is 
described. Armco Steel, Middle- 
town, Ohio. 
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severe 


Grout. A folder describing a field 
test for grout shrinkage is available 
The index tabbed brochure de- 
scribes non-shrink grout applica- 
tions—such as column baseplates, 
machinery placement, precast and 
prestressed concrete, etc.—bond 
strength and specifications. U.S 
Grout, Old Greenwich, Conn 
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Sprinkling systems. Underground 
sprinklers are classified in family 
groups based on area coverage and 
pattern shape in this 1972 catalog 
‘Keeping the World’s Lawns Beauti- 
ful’ 
model 


A half-page is devoted to each 
Sprinkling patterns 
nozzle 


uses 


coverage, discharge pres 
sures and spacing needs are listed 
on each page. Rain Jet, Burbank 
Calif. 
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Doors. A full spectrum of institu 
tional and residential wood doors 
is outlined in this illustrated cata 
and solid 


TO PAGE 188 


log Details on hollow 


Write for details on the first FULL line of electronic OPEN/ 
CLOSE Security Products for your specific apartment and/ 


or condominium requirements. 


It’s VEMCO for swinging or sliding door/gate, garage door 


and barrier gate operators with a full line of operator con- 
trols that include: radio, photoelectric, vehicle loop de- 
tection, treadle, key, magnetic card, push button, etc. 


ul 

ifl 

“у 1] ui 
ШИШ 


Personal key switch barrier 
gate entry and magnetic loop 
detector exit control. 


PRODUCTS. INC. 5740 Nevada Street, Detroit, Michigan 48234 MERO 


Write for FREE 
Vemco Automatic 
Entry System 


Hand-operated push button 
radio-controlled gate operator 
for both opening and closing. 


Portfolio 


Phone: Herb Teichman, Industrial Sales Manager (313)-366-1300 
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Тһе best dressed homes wear 
Bird Solid Vinyl siding. 


The beautiful answer to low 
maintenance and fast sales. 


When your new homes wear Bird, they're wearing the fashion ранае 
today's leisure-loving homebuyers demand. They're weary ої |». || RI à 77 BIRD & SON, INC. 
upkeep and outraged by maintenance costs. They want out – and В ЭЖ KARZ YR Е Walpole, Mass 
into something beautiful that will leave them time for leisure and Co М 8 02032 

(5 SQ 1 \ A House & Home 


money to enjoy it. Is it any wonder that homes with Bird Solid | iene L April 1972 
Vinyl siding and accessories sell so fast? | 

Bird solid vinyl never needs paint. Doesn't peel, flake, blister 
or rot like wood. Can't dent, rust, corrode or show scratches like | Tell me more about Bird Solid Vinyl Siding 
metal. It can't attract electricity to ruin TV reception and doesn't | and the whole Bird vinyl line. 
support fire. It insulates year round and deadens street noises. | 


Yet, Bird solid vinyl gives all the architectural versatility the Аара 


most imaginative builder ог architect desires — in texture апа Company 
satin smooth finish, in various widths, in horizontal and vertical Street City 
styles, in handsome colors and with matching accessories: 
shutters, gutters and downspouts, soffit and fascia board any Эжэ р 
systems and roof edgings. L B ae e zl 
For a quick jump on the competition, move up to Bird Solid 
Vinyl. We think you'll agree — it's the best move you ever made. 
CIRCLE 187 ON READER SERVICE CARD H&H APRIL 1972 
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FROM PAGE 186 
core flush doors include construc 
tion features, 

intormation on 


and guaranties 


specifications, and 
factory finishing 
Data is also pro- 
vided on fire doors, high pressure 
laminate doors and vinyl-clad 
doors. Other details covered are 
typical hardware specifications and 
light and louvre openings. Veneer 
specifications with characteristics 
by grade and specie are completely 
explained. Georgia-Pacific, Port 
land, Ore 
CIRCLE 302 ON READER SERVICE CARD 


Roofing insulation. This manual 
lists specifications and key points 
for correct installation. Roofing in 
sulation covered includes urethane, 
a perlite-based product, fiberboard, 
cant and edge strips and a roof in- 
sulation selector guide. Celotex 
Tampa, Fla. 
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Motor graders. Three models of 
motor grader plus their specifica- 
tions and attachments are featured 
in a full color 16-page brochure. 
Other subjects discussed include 
used equipment auction prices, di- 
rect drive and power shift trans- 
missions, blade accuracy and versa- 
tility, operating ease, comfort and 
power. Ask your local Caterpillar 
dealer for Form AEO21 119-01. 


Appliances. Hotpoint's revised and 
updated catalog provides detailed 
feature and installation information 
for contract customers for the 1972 
major appliance line. Products cov- 
ered in the publication are free 
standing cabinet ranges, drop-in and 
slide-in ranges, hi/low ranges, wall 
ovens, surface sections, range hoods, 
thru-the-wall room air conditioners 
sound-shielded undercounter dish- 
washers, food waste disposers and 
Washers and 
coin-operated 
Cut-out 


retrigerator-freezers 
dryers, including 
models, are also featured 
dimensions for all built-in prod- 
ucts are included. Hotpoint, Louis 
ville, Ky 
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Doors. Solid- and hollow-core doors 
are described in a catalog which 
contains information on pre-hung 
doors and aluminum adjustable 
The full color booklet is 
punched for use in standard ring 


Irames 


binders and includes architectural 


specifications. Marlite, Dover 
Ohio 
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Wire connecting. Solderless wire 
connecting is illustrated in a full 
ring-binder punched bro 
Application data and com 
plete specifications for four basic 


color 
chure 


types ot connectors wing nut 


wire-nut, set-screws and crimps 
are included. Accessories for use 
with the wire connectors are also 


discussed. Ideal, Sycamore, Ill 
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Post and jamb caps. A design and 
specification sheet on a line of post 
and jamb caps is available. 
Presenting complete information on 
shipping weight 


now 


sizes, packaging 
and recommended 


values, this 


safe working 


sheet has been pre 
pared purposely for 
product reference files maintained 
by architects 


insertion in 


engineers, builders 
and material dealers. TECO, Wash- 
ington, D.C. 
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1971 ASTM Proceedings. The 1971 
Proceedings of the American So 
ciety for Testing and Materials has 
been issued. It records the technical 
accomplishments of ASTM, includ- 
ing a large volume of reports on 
significant developments in the 
ASTM technical committees. A list 
ing of the society's 1971 publica- 
tions is included as is a summary 
of the proceedings of the ASTM 
74th Annual Meeting held in June 
1971. Also featured is the annual 
report of the Board of Directors and 


information on fellowships and 


grants-in-aid and information on 
other matters pertaining to the so- 
ciety's activities. Copies of this 
hardcover, 428-page book are avail- 
able for $15 each plus handling and 
shipping from AST, 1916 Race St., 


Philadephia, Pa. 19103 


Protective covering. A 
rolls of 
plastic film is outlined in this 
let. Illustrations show applications 
for packaging, shipping and storage 


variety of 


uses for stock reinforced 


1 


teat- 


covers, temporary enclosures and 
buildings. Also included is informa- 
tion on test data, grommet-like tie- 
plus 

prices for all 
Griffolyn 
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downs specifications and 


types and colors. 


Houston, Tex 


Prepainted aluminum. This color 
brochure presents the manufactur- 
er's line of prepainted aluminum 
sheet in coil form. Illustrations de- 
pict a variety of finished product 
uses including formed gutters and 
down-spouts and residential siding 
summary of properties 
discusses formability, 
etc., and a schematic diagram shows 
how the two-coat material is pro- 
duced. Amax Aluminum, Morris, 
Ш 
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panels. A 
hardness, 


FLOAT-A- JUST PUTS SOMETHING EXTRA ON THE SHELF FOR '72...A GUARANTEED PRICE. 


Wood prices go up. But, Float-A-Just 
shelves are made of quality steel. 

And current prices for all shipments 
are guaranteed against purchase orders 


through 1972 


The ease of installation and strength 
of heavy gauge steel saves you time and 
money, and gives your customers the 
finest shelf system on the market. No 


Just shelves are pre-finished at the fac- 
tory. And with or without rods, they go 
up with ease, in minutes. 

And the exclusive Floata-Plate electro- 


coating process makes Float-A-Just 


shelves as beautiful as they are rugged. 
Perfect matchmates for the famous 
Float-Away door systems. 

Get something extra with your shelves 


plete details to: Float-Away Closet Sys- 
tems, 1123 Zonolite Road, N.E., Dept. 
HH, Atlanta, Georgia 30306. 


KINKEAD 
INDUSTHIES 


INCORPORATED - SUBSIDIARY OF 


UNITED STATES GYPSUM COMPANY 


FLOAT-AVVAY 


DOOR DIVISION 


sanding, cutting or finishing. Float-A- on your next job. Write today for com- 
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If you're still using 
2x10 floor joists 

you're spending too 
much for too little 


There isn't a builder who hasn't had 
problems with solid sawn lumber joists. 
They're seldom uniform, often warped or 
twisted and usually shrink. These faults can 
lead to uneven floors, cracked walls and 
sticking doors and windows. Add to that 
the high labor costs resulting from short 

nailing 
problems. 
TRUS JOIST'S 
floor and roof joist . 
joist that will span up 
eet at 2 feet O.C. in floors or up to 40 feet 
in roofs. You can even have multiple spans 
еї and depths from 10 to 24 inches. 
Every joist is uniform, precision cut to exact 
length and there's never a problem with 
shrinkage. Broad nailing surfaces allow 
plywood decking to go down faster and 
easier, 


E? 
ii. 


==; 
Ká Joist 


BOISE. IDAHO 83702 


9777 CHINDEN BOULEVARD 


Plants in: 


ARIZONA * CALIFORNIA 


* Not only does the | Series eliminate un- 
n floors and shrinkage problems, it 
also cuts way down on labor costs. Hun- 
dreds of builders have reported that an | 
Series floor system will install two to four 
times faster than solid sawn lumber joists. 
* Think about it. 
* TRUS JOIST is a quality floor system 
that eliminates maintenance problems and 
saves 50% or more in installation costs. 
Now add to that the 
areas of the country the | Series will actu- 
ally compete in cost with 2 x 10's. 


fact that in many 


* You'll want more information, a design 
manual and above all a free and accurate 
cost estimate on your next project. It's 
yours for the asking. 


IDAHO 


IOWA = OHIO © OREGON * CANADA (Alberta) 
Soon in VIRGINIA and COLORADO 
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ADVERTISERS INDEX 


Pre-filed catalogs of the manufacturers listed below are G 
available in the 1971 Sweet's Catalog File as follows. = 
A Architectural File (green) 

1 Industrial Construction File (blue) 
L Light Construction File [yellow] 
D Interior Design File (black) 


W Denotes Western edition 
M denotes Mid-Western edition 
N denotes North Central edition H-P Products, Inc 
E denotes Eastern edition Hadley Adhesives & Chemical 
$ denotes Southern edition Co. 
SW denotes Southwest (Swing) 


RCA Mobile Communications Sys 
Ra-Pid Gro... 

Raynor Mfg. Co... "e 
Rheem Mfg, Co. (Ruud Mig. Div. E огсон 
Red Cedar Shingle & — Shake 


Game Time, Inc 
A-L General Electric Co 
A-KL-D Georgia-Pacific Corp 


Reynolds Metals Co 
Rohm and Haas Co........ 
IO е e Tied .166M1, SW1 
Hercules, Inc: CEPR 
Homasote Co... rosea NE 
Home Comfort Produces Co... “119, 120 
L Hunter Div. (Robbins & Myers, 0) REN 117 


S. Parker Hardware Mfg. Со.................. 

Senco Products, Inc 

Shakertown Corp 

Simplex Security Systems, Inc 

Simpson Timber Co.. 

Slant/Fin Corp....... 

Slater Electric.......... 
J Standard DryWall Prod., Inc. 
Stanley-Berry (Div. of Stanley Works} 


International Harvester Со............... 


A-I-D J.G. Wilson Co..... 
Jay Norris Corp.... Ek 
س‎ С-де 


Bus Mig. СУ... =. sui cp e 136 

American Саз Assn 

American Olean Tile 

American Plywood Assn./Western Wood 
КОШИ... жннд) 110, 111 K 

American Standard Inc 

Andersen Corp 

Armstrong Cork Co 

Arctic Sauna Corp 

AWT Systems Inc. (Hercules, Inc.)............ 140 


Tappan Co......... 

Teledyne Post 

"Temple Undiratrd es оаа 137 
Tennessce Plastics, Inc. 

Thomas Industries, Inc 

Trus Joist Corp 


Kemper Brothers, йпс..............................85 
Kingsberry Homes ERN. 

O nan tenet 157 
Kwikset (Div. of Emhart Corp.].................. 27 


U 


A United States Gypsum Со...................-.. 179 


Landmark Industries, Inc.....................166S1 A-L Universal Rundle Corp 


Libbey e Owens ¢ Ford Со........................ 156 
Ludowici-Celadon Со..................... 
Lyon Metal Products, Inc......................... 12* V 


A Valley Faucet Div. (U.S. Brass ( our E 182 
Vemco Products, Inc.............. К ..186 
Virden Lighting 


B.F. Goodrich Chemical Co 
Berger Instruments 
Bird & Son, Inc 
шз т = АКЛЫК Уг ere 
Boise Cascade Corp 4,10, 11 
BosticchiTextron, Ine.)..............———— ss 71 
Broan Mfg. Co Majestic COL Inc......—... peret 
Marvin Windows ШЕ. 19 Ww 
Maryland Housing Согр..................... 
C Maytag Co., Inc 
Medusa Portland Cement Co.. 

A Miami-Carey Co. (Div. of Panacon Corp.)... 

A-L Moen Div. (Stanadyne)... 


№. A. Sheaffer RECO SASS 129 
Weiser Lock 

Wells Fargo Bank... sues sesi ewane 
Weyerhaeuser Со..................... з 
Whirlpool CORPUS a ea 
Williamson CO... e aaa 


A-L Cabot, Inc., Samuel 
Cameron Brown Co 
Caradco Div. (Scovill] 
Carrier Air Conditioning Co Я М 
Certain-teed Products Согр.................. 51-54 
Citizens and Southern National Bank, 

MENU scence Suicides abn sh Women ‚16654 
Columbus Coated Fabrics....................... 151 
Combustion Engineering, Inc.... 

Compotite ShowerPan 


A-I-L-D National Gypsum Co 166W4A-W4B, 
. E2A-E2B, M2A-M2B, S6A-S6B, SW4A-SW4B 
National Homes Corp 
National Particle Board Assn 
Norris Industries Corp. (Plumbingware].....5-8 
NuTone, Div. of Scovill..............1, 2, Cov. IV 


Advertising Sales Staff 


ATLANTA 30309 
Glen N. Dougherty 
1175 Peachtree St 
(404) 892-2868 


DETROIT 48226 
Charles E. Durham, Jr. 
2600 Penobscot Bldg. 
D O 2 (313) 962-1793 
рау & Night Míg. Co A-L Olympia Stain Со... онаа наон 153 
Delaware Management Co., Inc 

A Del-Mar (Div. of U.S. Plywood) 5 Р 

A-L-D Delta Faucet Co... 


DeWalt (Div. of Black & Decker Mfg. ay A-I PPG Industries (Coil Coatings)................. 
ВИСИ ИНИ К, E 76,77 D PPG Industries Fiber Glass......... 


BOSTON 02116 
Matthew T. Reseska 
McGraw Hill Bldg, 
607 Boylston St. 
(617) 262-1160 


HOUSTON 77002 
Charles G. Hubbard 
2270 Humble Bldg. 
(713) 224-R381 


Dictaphone Corp 
Directory of Modular Housing Producers ...55 


Duo-Fast Fastner Corp 
E E 


E 


Elecmic Enexgy Адал...........................-.—47 


F 


A-I-D  Featherock, Inc 


First Realty Investment Corp 
Float-Away Door Co 
Ford Motor Co. (Truck Div.)..................... 173 


Pacific Coast Builders Conference 

Paslode Co 

Payne Co., The...166W2-W3, N2B-N2C, $2-$3, 
SW2-SW3 

Peachtree Doors, Іас................................21 

Pease Co., Everstrait..............................139 


Penna. Grade Crude Oil Аззос.................. 
Pinecrest, Inc 

Pomona Tile (Div. of American ОІеап)........6: 
Potlatch Forests, Inc 

Preway, Inc 

Pot Н... EE O deeem иләк ЕЭ 17 


Q 


CHICAGO 60611 
Karl Keeler, Jr. 


Charles E. Durham, Jr. 


645 N. Michigan Ave 
(312) 751-3700 


CLEVELAND 4411: 
Milton H. Hall, Jr. 
55 Public Square 
(216) 781-7000 


DALLAS 75201 
Charles G. Hubbard 
1340 Republic Nat'l 
Bank Building 

(214) 747-9721 


DENVER 80202 
Harry B. Doyle, |r 
1700 Broadway 
1303] 266-3863 


LOS ANGELES 90017 
Donald Hanson 

1125 W. Sixth St. 
(213] 482-5450 


NEW YORK 10036 
Matthew T. Reseska 
330 W. 42 Street 
(212) 971-3686 


PHILADELPHIA 19103 
Raymond L. Kammer 
Six Penn Center Plaza 
(215) 568-6161 


SAN FRANCISCO 94111 


Stephen D. Blacker 
125 Battery Street 


ADD Tonic op... o en ИРИНЕ 29 Quality Motels, Inc (415) 362-4600 
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